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Nash Ramblers Make Bow for 1953— 


i i 


| Nash's redesigned Rambler line for 1953 went on display in dealership showrooms last week, featuring continental styling by 
- Pinin Farina, European designer. A rear tire mount now is standard equipment on the hardtop (above) and the convertible, 
_ which have been increased in price about $31. Price tags on the Super Suburban and Custom station wagon remain unchanged 
| from 1952. For the first time, Hydra-Matic is offered as an optional item. (See story and photos on pages 36 and 37.) 


Sparks 


State of the Nation’s Economy: 
Up 
| Business Activiry —Climbed to 
186.6 during the week ended Feb. 
23 from 186 in preceding week, ac- 
cording to the New York Times 
weekly index. 

INDUSTRIAL PropucTion — Marked 
by continuing rise during Janu- 
ary and February, according to 
the Federal Reserve Board. Index 
for January, at 237, is two points 
above the 1935-39 average. 

Retai. Bustness— January sales 

amounted to $13 billion, according 
to Department of Commerce, or 10 


percent more than in 1952. 
* 7 * 


Down 


| Srocks— Trading on New York 
| Exchange in February dropped to 
_ its lowest since October. Stocks 
have declined 4.55 points. since 
April, 1952. 

Bank Cuearincs— Dipped 3.4 
percent during week ended Feb. 
28, according to Dun ¢ Brad- 
street, compared with a year ago. 

ie * * 


General 


| Armrcrart Parrott — The 1953 pay- 
| roll of the aircraft industry is ex- 
pected to reach $3,300,000,000, as 
big as that at the peak of World 
War II, though only 800,000 hands 
-will be directly engaged, against 
1,250,000 in 1943. 


Top Cars 


New-car registrations for 39 
states for January: 
1953 Pos. Make 

1— 60,552 Ford 
2— 52,103 Chev. 

3— 36,068 Plym. 
4— 20,900 Pontiac 
5— 20,242 Buick 
6— 16,953 Dodge 
7— 15,398 Mercury 
8— 14,041 Olds. 
9— 9,673 Nash 
10— 9,181 Stude. 
9,040 Chrysler 
7,357 DeSoto 
6,117 Cadillac 
5,136 Packard 
4,260 Hudson 
3,383 Willys 
2,154 Lincoln 
1945 Kaiser 
992 Henry J 
159 Austin 
109 Brit. Ford 
57. Allstate 
Total All Makes 
296,789 232,973 

For further details see page 

42, today’s issue. 


1952 Pos. 
31,665— 2 
§1,212— 1 
30,594— 3 
17,555— 5 
18,614— 4 
12,713— 6 

9,644— 9 
12,565— 7 
6,661—11 
10,793— 8 
7,311—10 
5,154—12 
3,662—14 
3,478 —15 
3,869—13 
1,246—18 
731—19 
2,248—16 
1,837—17 

259—20 

170—21 

44—22 





Dealers’ 1952 Net Off 34%; 


Service, U. C. Sales Rise 


By Bernie Thomas 
Associate Editor 
ORE franchised automobile 
dealers operated their 
businesses at a loss during 1952 
than in any year since car and 
truck production was resumed 
following World War II. 


Net profits of dealers generally 
last year were down 34 percent 
from 1951 levels, according to a 
report just released by NADA’s 
Business Management Commit- 
tee. It was recalled that profits 
for the average dealer in 1951 


Merger Plans On 
As Competition 
Grows Stiffer 


|= dawn of competition ap-| 
peared last week to have offici- 
ally opened a merger season in 
the auto industry. 

Amalgamation of Kaiser-Fraz- 
er’s and Willys-Overland’s com- 
petitive fortunes appeared as 
likely at press time Thursday as 
that a betrothed couple will ulti- 
mately marry. 

However, because negotiations 
had dragged so long, those waiting 
for some official announcement 
kept reminding themselves that 
brides and grooms are often left 
alone at the altar. 

* * a 


Fyotonse up final agreement on 
a Willys-K-F merger, it was 
speculated, was an understanding 
on who would wind up boss in the 
contemplated venture. 

A Williow Run source said it 
was his understanding that the 
Kaiser name would be dominant 
in any new setup. He hinted that 
Floyd Odlum, aircraft manufac- 
turer, might still show up in 
K-F’s future. 

Sears-Roebuck people were also 
described as being more than ordi- 
narily interested in the Willys - K-F 
talks. 

Further speculation involved a 
body maker and possibly other 
independent car makers later on. 

~ * * 
EANWHILE, K-F dealers in 
and out of Detroit said they 
had the assurance of factory field 
men they would not, at least im- 
mediately, be required to take on 
the lines of Willys vehicles. 

If consummated, it appeared 
that at the outset the fruits of 
any Willys- K-F marriage would 

(Continued on Page 44, Col. 3) 


showed a decline of 27 percent 
from 1950. 

The report said the dealers’ 1953 
story will depend on _ decisions 
taken now and throughout the 
year on whether it is healthy for 
the industry as a whole “to over- 


(See TABLE, Page 3) 


sell the market at the expense of 

dealer profits.” 
* * * 

fo the industry, new-car sales 

in 1952 were down 18.1 percent 

from 1951, while new truck sales 
declined 21.3 percent. 

Nevertheless, NADA’s survey 
found, extra service business and 
increased dollar volume on used 
cars served to hold combined 
sales of all departments in the 
average dealership to within 2.5 
percent of 1951 figures. 

It was emphasized that a marked 
difference in profit resulted during 
1952 among various line groups. 
Dealers with the most readily ac- 
cepted lines and models were able 
to trade on a fairly profitable 
basis, while others suffered con- 
sistent and substantial losses on 

(Continued on Page 3, Col. 5) 


New. Useéc 


Eh er Year, 25c Per Copy 
ars Freed 


= From OPS Controls; 


Price Boosts Unlikely 


Parts, Accessories, Trucks 


and Buses Also Released; 


Makers Due to Hold Line Despite Rising Costs; 
Dealers Already Selling Below Ceilings 


By William Ullman 

Washington Correspondent 
ASHINGTON. — Price controls 
were lifted last Thursday from 
new and used cars and trucks, all 
parts and accessories and virtually 
all services and copper chemicals. 

The exemptions ordered by Price 
Stabilizer Joseph Freehill repre- 
sented the fifth OPS action carry- 
ing out President Eisenhower’s 
directive for orderly elimination 
of price controls. 

With the exemptions announced 
by Freehill, all commodities under 
the jurisdiction of the OPS Con- 
sumer Goods Division are now free 
from ceilings. 

ca * 
HILE auto manufacturers are 
under pressure from rising 
costs for labor and conversion steel, 
car prices are not expected to rise 
as the result of decontrol. 

Competition is already being 
felt on prices. Dealers in most 
sections have been selling below 
ceilings for some months. 

The end of price controls on used 
cars was hailed by Ray Hayward, 
president of the National Used Car 
Dealers Assn., who asserted that it 
broadened the path to a free 
market. 

Meantime, NUCDA, through its 
counsel, Raymond R. Dickey, op- 
posed credit powers in a hearing 
before the Senate Banking and 
Currency Committee here. 

7 * of 
RICE controls also were lifted on 
industrial services, except those 
involved in fabricating structural 
steel and miscellaneous and orna- 
mental iron and vessel shop prod- 
ucts for field assembly or erection. 

In decontrolling all types of 
services, OPS also lifted controls 
remaining on brokerage fees and 
agency commissions. 


The OPS action was intended, 


3,670,824 Scrapped 


Seven Vehicles Go Off the Road in 1952 
For Every 10 New Units Sold 


OTOR vehicles went to the 

junkpile last year in record 
numbers—3,138,989 cars and 531,835 
trucks for a total of 3,670,824 units, 
according to R. L. Polk & Co., com- 
pilers of automotive statistics. 

Those figures meant that for 

every 10 new cars and trucks sold 
last year, another seven went off 
the road forever. The total of 
3,670,824 vehicles scrapped in 1952 
compared with a 28-year average 
of 2,049,837. 

New-car registrations totaled 
4,158,394 last year. So, the 3,138,989 
scrappage figure for 1952 was at a 
rate of 75.5 percent of sales. 

* 7 * 

N THE truck field, new-unit sales 

totaled 812,099 last year. The 
truck scrappage figure of 531,835 
represented 64.3 percent of sales. 

“The scrappage report,” com- 

mented Polk, “underscores the 
importance of new-car and truck 
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production high enough not only 
to counterbalance scrappage, but 
to make allowance for the accel- 
erating increases in population, 
as well as increasing uses for 
motor vehicles.” 

In Polk’s opinion, production of 
new vehicles in 1952 was barely 
enough to keep ahead of the scrap- 
ping of old cars and trucks. 

* + * 
“ ITH controls now removed,” 
the agency added, “the indus- 
try is again in a position to supply 
essential transportation require- 
ments this year.” 

Since the end of World War II, 
Polk said, a total of 14,269,229 
vehicles have been taken out of 
service, including 11,729,670 cars 
and 2,539,559 trucks. 

When it started to compile regis- 
tration data in 1924, the agency 
said, there were 17,476,254 cars and 
trucks in use. During the following 
28 years another 90,541,850 were 
added to the nation’s transporta- 
tion pool. 

Of that total, it was said, there 
were 50,621,282 vehicles surviving at 

(See SCRAPPAGE, Page 46, Col. 1) 


Freehill stated, to remove all re- 
maining price controls administered 
by the agency’s Consumer Goods 
division. 
* * +. 
RUCKS were defined as includ- 
ing dump trucks, buses and 
trailers. A self-propelled cement 
mixed is considered a truck. 
Certain other motor vehicles 
were previously decontrolled in- 
cluding trailer coaches and house 
trailers without motive power; 
automobile ambulances, hearses 
(See FREED, Page 44, Col. 4) 


Millionth °53 Car 
Beats °52 Pace 
By Four Weeks 


[prs a temporary tapering 
off at General Motors and 
Chrysler Corp. plants, the auto 
industry continued to build cars 
and trucks at near-record levels 
last week. 

The 1,000,000th passenger car of 
1953 was a feature of the past 
week’s output performance, mak- 
ing its bow about four weeks 
ahead of the 1952 counterpart. 
GM’s and Chrysler’s production 

tempos showed signs of exhaustion 
from allout efforts the week before 
to crowd as many vehicles as 
possible into February volume. 

* ” s 


Beas in U. S. plants last week, 

according to Automotive News 
estimates, were 127,480 cars and 
29,375 trucks—a total of 156,855 
vehicles. The previous week’s out- 
put of 157,659 units was made up 
of 128,876 cars and 28,783 trucks. 

Final tabulations show that 
U. S. plants made 485,090 cars and 
100,475 trucks for a total of 585,- 
565 vehicles in February, or 46 
percent more cars and only one 
percent fewer trucks than were 
built in the same month last 
year. 

This year’s February production 
of trucks was adversely affected 
by an extensive model changeover 
at Ford, but shows sign of climb- 
ing to peak levels this month. 

+ * = 

(THROUGH last week, U. S. plants 

had turned out 1,078,323 cars so 
far this year, or 54 percent more 
than in the same 1952 period; and 
241,600 trucks, 4 percent more than 
in the like 1952 period. 

With the exception of Kaiser- 

Frazer and Studebaker, every 

(Continued on Page 46, Col. 1) 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


156,855 157,659 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 46. 
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Revision Waits After Union Rejects Pay Offers ... 


AUTOMOTIVE NEWS. MARCH 9, 1953 


UAW Parley to Scan GM Pact 


FTER turning thumbs down on | 
proffered concessions from 
General Motors, UAW-CIO leaders 
last week were awaiting the out- 


come of discussions at the inter- 
national union’s scheduled _ con- 
vention in Atlantic City before 


pressing for revision of the | 
term GM labor contract. 

The convention will open March 
22. Until then, the union’s ne- 
gotiations with GM will be held 

in abeyance, and so will the 
quarterly wage adjustment for 
more than a million auto 
workers which originally was 

slated to take effect March 1. 

It now appears that this “cost-of- 
living” adjustment will not be 
made before Apr. 1. Meantime, the 
status quo will be maintained, fore- 
stalling the possibility of a one- 
cent-an-hour reduction in wages 
due to recent price declines, 

* * * 
HE union last week found GM 
agreeable to rewriting portions 
of its contract, which still has 2% 
years to run, in order to reflect 
changing economic conditions, But 
the two parties failed to get to- 





Chrysler Official 
Sees 5%-6 Million 
Vehicles in 1953 


KANSAS CITY.—The automobile 
industry is optimistic about the 
business outlook in 1953, A. vander- 
Zee, vice - presi- 
dent of Chrysler 
Corp., told the 
Kansas City 
Chamber of Com- 
merce last week. 

Citing the pio- 
neers;:of the in- 
dustry as “opti- 
mists who backed 
their optimism 
with faith, hard 
work and belief : 
in the American A. vanderlee 
enterprise system,” vanderZee de- 
clared that this concept continues 
to motivate the auto industry. 


He predicted that the industry 
would increase its production of 
cars and trucks to a level of 5% 
to 6 million this year, subject to 
the availability of some critical ma- 
terials, principally steel. He added 
that because the desire and the 
need to buy exists to a strong de- 
gree in the automobile market, “we 
believe that we will be able to sell 
all the cars we can produce.” 


The nation’s productivity will 
continue to grow under the stimu- 
lus of high employment and the 
continuance of these strong buying 
trends in many areas, he said. 











Ford Shipment Marks 


Earliest Lake Opening 


BUFFALO.—A load of pig iron 
for the Ford plant at River Rouge, 
Mich., was loaded on the freighter 
James Watts when it docked last 
week. This marked the earliest 
date the Buffalo port has ever been 
open to shipping. 

The harbor, usually ice-locked at 
this time of year, was clear except 
for some small patches of ice that 
did not affect the docking. 

The earliest previous start of 
navigation on the Great Lakes was 
March 9. 





gether on just how far this re-| procedure, 


vision should go. 

The corporation offered to tack 
14 cents an hour to the base pay 
of its workers out of the 25-cent 
cost-of-living allowance they now 
are receiving. The union, how- 
ever, continued to hold out for 
20 cents, 

The union also rejected as “in- 
adequate” GM’s offer to raise the 
wages of certain skilled workers by 
five cents, As for the UAW’s de- 
mands for higher pensions and a 

one-cent increase in the four-cent 
“annual improvement factor,” both 
were turned down by GM. 
* + o 

i‘ more key remained un- 

settled — transition to the 
Government’s new _ cost-of-living 
index as the basis for periodic 
wage revisions. The union said that 
the formula proposed by GM for 
the changeover was “not satis- 
factory.” 

At any rate, the union will be 
armed with these concessions when 
negotiations open March 17 with 
Ford Motor Co., whose workers are 
covered by a contract similar to 
GM’s. Plans for talks’ with 
Chrysler Corp., were indefinite. 

Pending these talks, wages still 
are tied to the old series of 
consumer price tables which the 
Government’s Bureau of Labor 
Statistics has been issuing for 
some years. Last week, BLS 
published the first of its new 
series of indices, intended eventu- 
ally to supersede the old index. 

The new chart showed that 

“market basket” prices had dropped 
two-tenths of 1 percent between 
mid-December and mid-January, 
mainly because of slipping food 
and clothing prices. With the 
1947-49 base period representing 
100, the current index stands at 
113.9. 

> + + * 

EANTIME, District 86 of the 

AFL International Assn. of 
Machinists reported the signing of 
a contract with Davis Motors 
(Ford), Denver, covering 50 service 
department employes. 

Wesley Jordan, the _ union’s 
grand lodge representative, said 
the agreement was the second of 
its kind to be reached in Colo- 
rado. The earlier one, he said, 
was signed by Denver Buick. 
Jordan said the Davis contract 

guaranteed employes an eight-hour 
day, seniority protection against 
layoffs and “a strong grievance 


By Sam Sampson 
Staff Writer 

UE to inclusion of 1953 models 

for the first time, the overall 
average price of used cars at 
wholesale rose to $1,120 last week, 
according to AvutTomoTive News’ 
used-car index. 


But the figure offers no indi- 
cation of a stronger market. A 
separate calculation, minus the 
1953 models, showed the price to 
be $942—a low point for more 
than a year. 

The index showed, however, that 
the prices were stronger on late- 
model cars, since ‘51s and up 
brought better prices at the 
auctions last week. Older cars fell 





New Chrysler Limousine Bows— 
This 1953 Chrysler Crown Imperial limousine, being shipped to dealers, is powered 


by a 180-horsepower V-8 FirePower engine. 


The limousine has as standard equipment 


Fiuid Torque Drive, full-time power steering, power disc brakes, 12-volt electrical 
system and electric window liits. Interiors match the exterior design. The Crown 


Imperial has a 14514-inch wheel base. It is also offered in an eight-passenger sedan. 








Late Models Pick Up 


Used-Car Index Rises as ’53s Are Included, 
But General Downtrend Is Noted 


| election was held among employes 


including arbitration. 
A setback in the union’s drive 


to organize mechanics was _ re- 


| ported from Ukiah, Calif., where a 


National Labor Relations Board 


last November. NLRB regional di- | 
rectors have certified the results 
of this poll as 5 to 4 against Local 
1178 of IAM District 95. 

* * : 





N CHICAGO, UAW-CIO members | 

voted to authorize a strike at | 
Ford’s aircraft engine plant, where 
a 20-cent hike is being demanded | 
for skilled production workers now 
getting $1.65 an hour. No date for 
a walkout was set. 

Negotiations between the rub- 
ber industry and the CIO United 
Rubber Workers last week re- 
sulted in the first major labor 
contract to be signed under the 
new Republican Administration. 
The agreement, which went be- 
fore local unions for approval, 
called for renewal of the union 
shop and improvements in fringe 
benefits, including triple-time pay 
for six holidays. Provision was 
made for reopening of the pact for 
discussion of basic wage issues. 

* * *” 

WEEPING changes in the Taft- 

Hartley Act were proposed by 
George Meany, AFL president, in 
testimony before the House Labor 
Committee in Washington. Meany 
said he thought “parts of the law 
are good,” but he suggested about 
20 major amendments which, in 
effect, would wipe out the law as it 
now stands. 

Among other things, Meany 
urged that the closed shop be 
legalized, that anti-strike  in- 
junctions be abandoned, that the 
ban on secondary boycotts be 
eased and that unions be allowed 
to make political contributions. 

In Minneapolis, Local 1145 of 

the CIO International Union of 
Electrical Workers, representing 
8,000 employes of Minneapolis- 
Honeywell Regulator Co., decided 
to switch its allegiance to the AFL. 
The CIO was expected to fight the 
action in court. 

An increase in pensions from 
$100 a month to a maximum of 
$135 is the main feature of an 
amended retirement plan _ negoti- 
ated between UAW-CIO Locals 155 
and 157 and the Automotive Tool 
& Die Manufacturers Assn. in De- 
troit. The agreement affects 71 em- 
ployers and some 10,000 workers. 

-—Bos SHELDON 
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off sharply—as much as $42 for 
46s. 

The increasing demand for late 
model cars, dealers say, stems 
from the inability of buyers to 
meet new-car prices in many cases, 
which may have an even greater 
effect on the used-car market in 
the future. 

* x + 


HE ratio of cars sold to those 

offered is steadily falling off, 
the index also shows. Last week, 
only 54 percent of the cars were 
sold—another low of more than a 
year. A week earlier, 58 percent of 
the offerings were sold. 


Auction operators say there is 
a large percentage of rough cars 

being offered, adding that “there 

are no takers for them.” 

With spring just around the 
corner, consigners are being more 
cautious on prices, it is reported. 
In many cases, they say they can- 
not sell at “desperation” prices, 
and drive the car back home. 

a * * 


VER the last three weeks, there 
has been very little change in 
the comments from auction oper- 
ators. Prices, they say, have re- 
mained steady at a low level or 
fallen off slightly. Last week, oper- 
ators said there was a little more 
interest in buying late-model cars. 
At Los Angeles, Denver, Val- 
dosta, Ga., and Chicago, dealers 
have been flooding the auctions 
with cars. Sales, however, are 
not in line with increased offer- 
(See U.C. SALES, Page 45, Col, 3) 














Passenger-Car 


Dealers in U. S. 


1953 vs. 1952 and 1941 


(Estimated by Automotive News) 


1953 1952 1941 
CHRYSLER CORP. 10,616+ 10,7757 10,4017 
Chrysler-Plymouth 3,468 3,481 3,404 
DeSoto-Plymouth 2,993 3,121 2,880 
Dodge-Plymouth 4,155 4,173 4,117 
FORD MOTOR CoO. 8,3397 8,3857 6,8507 
Ford 6,609 6,658 5,800 
Lincoln-Mercury 1,036 1,044 1,050 
Mercury 694 683 
GENERAL MOTORS 20,8607 20,9647 18,7037 
Buick 3,521 3,502 2, 
Cadillac 1,728* 1,712* 1,070* 
Chevrolet 7,527 7,641 8,000 
Oldsmobile 3,868 3,888 3,204 
Pontiac 4,216* 4,221* 3,579* 
CROSLEY 838* 550* 
HUDSON 1,986* 1,921* 2,700* 
KAISER-FRAZER 2,280* 2,606* 
EE bvsievessceiss 1,636 1,520 1,723 
PACKARD ...... 1,828 1,440* 1,724* 
STUDEBAKER .... 2,741 2,815 3,100 
WILLYS-OVERLAND 2,068* 1,951* 1,585* 
Total U. S. Franchises 52,354*+ 53,215*7 47,336*+ 
Minus Dual Franchises . 7,163 7,201 4,050 
v rand Total 
o. i Dealerchine .... 45,191* 46,014* 43,286* 


+Includes Duals, 


*Includes Distributors. 





Dealership Census Shows 
Drop to a Low 45,191 


By Bob Sheldon 


Associate Editor 

EWER new-car dealerships are 

doing business this year in the 
U. S. than at any time since the 
earliest days following World War 
II, the annual franchise census 
conducted by Automotive News dis- 
closed last week. 

Allowing for outlets holding 
dual franchises, there was a total 
of 45,191 dealerships as of Jan. 1, 
final survey tabulations showed. 
The figure on the corresponding 
date of last year stood at 46,014. 

The drop from 1952 could be 
attributed in the main to disso- 
lution of Crosley’s 838-man dealer 
organization, caused by the firm’s 
withdrawal from the car-manu- 
facturing field last summer. 

* * * 

A CTUALLY, the difference be- 

tween the 1953 and 1952 dealer- 

ship totals was 823, indicating that 
all other car makers combined did 
just a bit better than hold even 
in the number of their outlets 
during a period which saw normal 
production and markets choked off 
by Government restrictions. 

With dual dealerships drop- 
ping to 7,163 as of Jan. 1 from 
7,201 a year earlier, the total 
number of individual franchises 
slipped to 52,354 for 1953, com- 
pared with 53,215 in 1952. Thus, 
there were 861 fewer sales con- 
tracts in force in 1953 than were 
counted last year. 

The decline of 38 in dual- 
franchise setups was smaller than 
might be expected in view of the 
drop of more than 800 in total 
outlets. This apparent paradox is 
accounted for by the fact that 
some independent producers, in 
building up their dealer organi- 


zations, have added more dealers 
handling a rival make of car. 
* * + 

IGURES for the Big Three 

indicated some tightening in 
the number of franchises granted 
by this group for 1953, but the 
biggest ups and downs took place, 
as usual, among the independents. 


Dealership totals for Kaiser- 
Frazer and Studebaker fell off 
this year, while gains were 
registered by Hudson, Nash, 
Packard and Willys-Overland. 
This year’s reduction in the over- 
all dealer total to 45,191 continues 
a trend that has made itself felt 
since a peak of 49,173 was reached 
in 1949. A weeding-out process 
plunged the number to 46,821 the 
next year, and there was a resur- 
gence to 47,543 in 1951. After that, 
the direction became downhill 
again. 
Before the war, in 1941, there 
‘Continued on Page 43, Col. 1) 


Ford Sales Edge 
Over Chevrolet 
Reaches 8,500 


| DETROIT.—Ford increased its 
1953 new-car sales lead over Chev- 
rolet last week to nearly 8,500 units, 
according to a report from R. L. 
Polk & Co., covering 39 states for 
January. 


Total Ford registrations so far 
this year were listed at 60,552 new 
cars, compared with Chevrolet's 
52,103. A week ago, with 23 states 
reporting for January, Ford, with 
38,624 sales, held a lead of about 
6,500 units over Chevrolet’s 32,186. 


Only 10 states are left to report 
for the month—Alabama, Arkansas, 
California, Georgia, Indiana, Lou- 
isiana, Massachusetts, Mississippi, 
Missouri and Vermont. 
























































Ford Motor's Experimental Model— 
A two-part front bumper is one of the innovations on Ford Motor Co.'s new experi 


mental car, the XL-500, which will make 


its first public appearance at the Chicago 


Automobile Show as a feature of the Lincoln-Mercury exhibit. There are two separate 
units of the grille and a functional air scoop on the hood. The XL-500 has a scarle! 
fiber-glass body and an all-glass roof. (See story and photo on page 47.) 
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How Dealers Fared in ‘52 
On Expenses, Profits 


Epitor’s Note: The following figures are taken from the latest issue 
of NADA’s “Dealer Profit or Loss Facts” bulletin: 


By John O. Munn 





L. M. Stewart (Chrysler) of 
Kirkwood and St. Louis, Mo., 
guest conductor this week, was 
born in Scotland. At the age of 
22 he was selling Willys-Over- 
land cars in New York City with 
such success that he was soon 
made a factory representative 
working out of the Toledo head- 
quarters. 


In 1925 he cast his lot with 
dealers by becoming Chrysler dis- 
tributor in St. Louis and has 
since devoted much time and 
energy in civic and trade projects. 

For a number of years he was 
treasurer of the NADA, during 
which time he established many 
fiscal policies that have added 
strength and stability to that 
organization. 

He was one of the leaders who 
in the early years lent his voice 
and his energy in pointing out to 
dealers everywhere the necessity 
of the functional use of all space 
in the service departments. He 
has always been progressive, 
having installed one of the first 
air-cooled customer waiting 
rooms in the country. 

For years Stewart has done 
yeoman’s duty as chairman or 
member of NADA Management 
Committee. Among many of his 
present honors is membership in 
the Chrysler Division Factory 
National Dealer Council. 

* * a 


AVING recently crossed the 

threshold of the year 1953, I 
presume there isn’t a dealer any- 
where in the United States who 
isn’t wondering what the year has 
in store for us. 

Suppose we take a look at some 
of the new circumstances that have 
recently come about, and _ that 
might have a real bearing on our 
business outlook. 

We are starting off the year 
with a new administration in 
Washington, made up of men 
with different attitudes and phi- 
losophies than those we have had 


to adjust ourselves to for quite a | 


number of years, and I think it 
is reasonable to assume that we 
will, to a degree at least, be al- 
lowed to conduct our businesses 
in accordance with the free enter- 
prise system, This in itself, is a 
challenge to the initiative and 
ingenuity of the dealer body. 

It is quite generally conceded 
that 1953 will, in all probability, 
establish itself as the year in which 
production will equal, if not exceed, 
the demand; in other words, we are 
going out of a seller’s market into 
a buyer’s market—and this situa- 
tion is surely a challenge to the 
managerial capacity of every dealer 
in this industry. 

+ 


* z 


Two Disturbing Factors 


= SEEMS to be the objective of 
the manufacturing branch of the 
industry to build 5,300,000 passenger 
cars this year. If this goal is at- 
tained, it would seem a reasonable 
prediction, based on the experience 
of the dealers during 1952, that the 
dealers will have to sell two used 
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cars for every new car sold, and 
that would mean they would have 
to sell 10,600,000 used cars in 1953, 
or a grand total of almost 16,000,- 
000 new and used passenger cars. 
If these are reasonable assump- 
tions, then there is no wonder that 
various and good authorities are 
predicting that this year, in all 


probability, will be one of the most | 
competitive years this industry has | 
| ever experienced. 


There are two disturbing fac- 
tors in the economic outlook for 
automobile dealers for the com- 
ing year that warrant careful 
study. 


The first is that the profit experi- 


ence of dealers in 1952 reflected a 
drastic decline, in comparison to 
the profit experience of 1951, and, 
if this trend were to continue this 
year, the situation could become 
alarming. 

The second disturbing factor is 
that a significant segment of the 
dealer population came into this 
business during the postwar era, 
or what might be called the mil- 
lenium in the affairs of automobile 
dealers, and they are not fortified 
by experience to meet the dangers 
of a buyer’s market. 

* * * 


Casualties Outlook 
|g THE competitive battle, pre- 
dicted by many, takes place be- 
cause of the two disturbing factors 
just mentioned, then it seems like 
a reasonable conclusion that the 
business casualties in the dealer 
ranks might be relatively heavy. 
This could have a serious effect 
on the economic experience of the 
industry, even to the extent of 
proving to be a strain on our na- 
tional economy, and this would 
surely emphasize the great neces- 
sity for the closest and most 
earnest cooperation of the manu- 
facturing and merchandising divi- 
sions of this, the greatest industry 
in our nation today. 

Manufacturers have a tremen- 
dous stake in dealer profits since 
they may exert a greater influ- 

ence in determining production 
schedules than they have for 
quite a number of years. When 
dealer profits diminish, to a dis- 

stressing degree, the dealers’ 
capacity to buy production for 
cash, either their own or that of 

a finance institution, becomes 
partially paralyzed. 

It would seem, from a study of 
the analysis of the economic experi- 
ence of the dealer body in 1952, by 
the Dealers Business Management 
Committee of NADA that there is 
great need for a higher standard 
of management in the merchandis- 


|}ing phase of the industry. 
| * * * 


Profits Decrease 


(~ profits have been decreas- 


ing rather steadily, and this 
hasn’t come about from a decrease 
in discounts, but, usually, is the 
result of overallowances on used 
cars and other forms of price-cut- 
ting. These destructive practices 
usually creep into the dealer’s busi- 
ness because of various conditions, 
such as a demoralized market, poor 
merchandising, excess inventories 
and inadequate managerial control. 

The decrease in the last year 
of the dealer’s gross profit has, 

in many cases, proved to be quite 
costly, because the expenses con- 

tinued to be high, in spite of re- 
duced volume. 

All of these conditions could very 
readily become more acute as pro- 
duction increases and should em- 
phasize the great need for better 
management, particularly among 
the dealers who came into the 
business during the postwar era. 
This would seem to call for more 
and careful analysis of dealers op- 
erations and, for the good of the 
industry and the country, this 
closer analysis should be partici- 
pated in by the manufacturer, the 
dealer and his trade association, all 
being motivated by a desire to keep 
the business of merchandising 
motor cars on a sound economic 
basis and attractive to capital and 
worthy of the public’s goodwill. 





Operating Profit Before Taxes, 1952 


Percentage of 


*VOLUME GROUP I 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE . 
OPERATING PROFIT 


VOLUME GROUP II 
GROSS PROFIT .. 
Selling Expense . 
Operating Expense .. 
TOTAL EXPENSE 
OPERATING PROFIT 


VOLUME GROUP III 
GROSS PROFIT 
Selling Expense ........ 
Operating Expense . 
TOTAL EXPENSE ..... 
OPERATING PROFIT 


VOLUME GROUP IV 
GROSS PROFIT ......... 
Selling Expense ; 
Operating Expense ..... , 
TOTAL EXPENSE. ........ ; 
OPERATING PROFIT . 

TOTAL—ALL GROUPS 
GROSS PROFIT 
Selling Expense .............. 
Operating Expense 
TOTAL EXPENSE 


OPERATING PROFIT |... 


*Volume Groups are based on 1952 deliveries of new cars and trucks as follows: 
Group I, 1 to 149; Group II, 150 to 399; Group III, 400 to 749; Group IV, 750 


Used Vehicles 


and over 


Total Sales 
Up or 
Year Down 
1952 From 1951 
16.5% 9.5% 
3.3% 2.8% 
9.8% + 2.5% 
13.1% + 1.2% 
3.4% 3.5% 
17.6% 8.0% 
4.2% - 3.5% 
9.8% + 0.2% 
14.0% — 0.9% 
3.6% —28.2% 
18.2% —12.6% 
4.5% — 8.6% 
10.0% + 0.8% 
14.5% — 2.3% 
3.7% —38.3% 
18.0% —13.6% 
44% — 8.1% 
9.3% + 0.7% 
13.7% — 2.3% 
4.3% -36.9% 
17.2% — 9.9% 
3.8% — 4.6% 
9.8% + 15% 
. 13.6% — 0.2% 
3.6% —34.1% 


Ratio Used Gross Profit 


Selling Price Unit Sales Per Used 
Per Unit to New Unit Sold 
Year Year Year 
1952 1952 1952 
Volume Group | .. $895 1.9 $21 
Volume Group II $940 1.6 $23 
Volume Group III ......... $923 1.1 $15 
Volume Group IV .. $891 1.3 $33 
Industry Average $910 1.6 $22 
Pet. of 
No. Days’ Average Cost Used Vehicles 
Supply in’ Per Used Unit in Stock 
Inventory In Inventory 30 Days or 
12-31-"52 12-31-52 Longer 
Volume Group | ........ 37.2 $878 42.8% 
Volume Group II .... 32.0 $969 45.3% 
Volume Group III . 23.4 $898 33.1% 
Volume Group IV .............. 26.0 $828 32.1% 
Industry Average ..... 33.1 $903 42.2% 
Parts Sales 
(Accessories Not Included) 
12 Months’ Percentage of 
Sales Per Gross Profit *No. Months’ 
New Unit Sold to Sales Supply in Annual 
Aver- Year Year Inventory Turn- 
age 1951 1952 12-31-52 over 
Volume Group I $458 28.3% 28.8% 6.1 2.0 
Volume Group II $364 29.3% 29.3% 5.2 2.3 
Volume Group III $320 27.7% 27.4% 4.2 2.9 
Volume Group IV $348 25.8% 25.8% 3.8 3.2 
Industry Average $399 28.2% 28.4% 5.4 zs 


*Divide the twelve months’ 


Total Cost of Sales of Parts by 12 to find 


average 


month’s cost of sales. Divide this figure into Dec. 31 dollar inventory to find the 


number of months’ supply. 


Customer Labor Sales 


12 Months’ Percentage of 
Sales Per New Gross Profit 
Unit Sold to Sales 
Aver- Year Year 
age 1951 1952 
Volume Group 1 .............:..550-... $331 38.9% 38.3% 
Volume Group I ...........................-- $283 45.4% 44.6% 
Volume Group III .......................... $236 47.9% 48.0% 
Wolteme Grout TV ....n.ecccssc..0...03- $223 48.6% 47.8% 
Industry Average ..............::cce $294 42.6% 42.0% 


Total Service Sales 

(Includes Labor, Parts, and All Other Service and Stockroom 
Sales, Except Accessories with New Vehicles) 
Percentage of 


12 Months’ Sales 


Gross Profit 


Per New Unit Sold to Sales 

Aver- Year Year 

age 1951 1952 
Volume Group I $1057 30.5% 30.9% 
Volume Group II $ 830 35.4% 34.5% 
Volume Group III $ 698 35.5% 35.1% 
Volume Group IV $ 713 34.5% 33.4% 
Industry Average $ 902 32.6% 32.5% 


*Service 
Absorp- 
tion 
Year Year 
1951 1952 
59.5% 62.1% 
57.6% 59.3% 
59.0% 60.7% 
62.1% 63.5% 
59.2% 61.3% 


*The percentage of operating ‘or fixed and semi-fixed) expense covered by gross 


profit from all service and parts operations. 


selling (or variable) expense from total expense. 


To find operating expense subtract 


Ratio, Departmental Sales to Total Sales 


New Cars 

and Trucks 
Year 
1952 
Volume Group I . 46.0% 
Volume Group IL .................... 50.5% 
Volume Group IIL ................... 56.8% 
Volume Group IV .................. 53.38% 
Industry Average .................. 49.3% 


Used 
Vehicles 


Year 
1952 
32.0% 
30.5% 
24.7% 
27.7% 
30.2% 


Total Service 


and Parts 
Year 
1952 
19.8% 
16.9% 
17.4% 
17.6% 
18.6% 


Miscel- 
laneous 
Sales 
Year 
1952 
2.2% 
2.1% 
1.1% 
1.4% 
1.9% 


34 Pet. Decrease 
Shown in 1952 
Dealer Profits 


Service, Used-Car Rise 
Helps to Offset Drop 
In New-Car Net 


(Continued from Page 1) 


their used-car operations, it was 


said. 
* * * 

a gross profit, as a percent- 

age of sales for the average 
dealer in 1952, dropped to 17.2 per- 
cent from 18.6 percent in 1951. In 
dollars from which to cover over- 
head and profits, this meant a loss 
from the previous year of nearly 
10 percent. 

Selling expenses, reflecting the 
lower volume of factory 
shipments, were 4.6 lower last 
year. As a percentage of total 
sales, they remained at 3.8, the 
same figure reported for 1951. 
Fixed or operating expenses ac- 
counted for 9.8 percent of the aver- 
age dealer’s sales dollar in 1952. 
Total expenses amounted to 13.6 
percent of sales in 1952 and, 
dollarwise, were just under 1951. 
The drop was only 0.2 percent, but 
even this was cited by NADA as 
most significant, if it foreshadowed 
an end to heavy increases previ- 
ously experienced. 

oJ * * 
_ the average franchised 
dealer, sales of used cars last 
year were down nearly 3 percent 
in units, but up 9.1 percent in 
dollars. 

With more high-priced late 
models on the market, the average 
selling price per unit rose from 
$813 in 1951 to $910 in 1952. 

Indicating that some lines of 
dealers were able to pick their 
deals while others couldn’t, the 
average gross profit per used 
unit sold in 1952 showed only a 
small drop, from $28 to $22. 

The ratio of used car sales to 
new moved up during 1952 from 
1.4 to 1.6. 

+ * * 

T THE end of 1952, NADA said, 

there were more used cars in 
franchised dealers’ inventories by 
nearly 20 percent than at the end 
of 1951. Stocks amounted to a 33- 
day supply on the basis of average 
turnover throughout the year. 

Parts sales last year showed an 
11 percent rise over 1951. Parts 
gross averaged 28 percent for all 
dealers combined, varying from 
a low of 25.8 percent for the 
largest dealers to a high of 238.8 
percent for smaller volume oper- 


ators. 
* * . 


I ewe average dealer increased his 


sales of customer labor by 6.4 
percent during 1952. Gross profits 
for all dealers averaged out to 42 
percent, with a variance of about 
10 percent between large and small 
dealers. 

All service and parts sales 
combined showed an increase of 
nearly 6 percent last year. Gross 
profits for the average dealer 
amounted to 32.5 percent, 

With his fixed expenses holding 
close to 1951 levels, the average 
dealer during 1952 was able to 
raise his service absortion average 
to 61.3 percent, as against 59.2 per- 
cent for the previous year. 


N. C. Dealers Set 
May 3-5 as Dates 


For Convention 


RALEIGH, N. C. — The 18th 
convention of the North Carolina 
Automobile Dealers Assn. will be 
held at the Carolina Hotel in Pine- 
hurst, May 3 to 5, according to 
Fred H. Deaton, president. 

Approximately 800 dealers, wives 
and guests are expected to attend. 

The sixth annual equipment exhi- 
bition will be held concurrently 
with the convention. 

Association Vice-President T. L. 
Black, of Pinehurst Garage Co., 
Inc., Pinehurst, will be general 
chairman. Mrs. T. L. Black will 
head the ladies committee. Bobo 
Langston, of Langston-Moore, Inc., 
Charlotte, is chairman of the exhi- 
bition committee, and F. H. Brown, 
of Mid-South Motors, Inc., Aber- 
deen, will serve as chairman of the 
golf committee. 
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OuR PLATFORM: Fair and equitable contracts between manufacturers 
and dealers in aaa vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 

jovernments applied to the building and maintenance of highwa s. 

4. The elimination of government and bureaucratic controls over this 
indusir ry. 75. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


Misleading Credit Ads 


_ been hearing a lot of talk recently about the possi- 
bility of a return of consumer credit controls. 








Perhaps there has been more written and talked about 
this than the subject warrants. But you never can tell. 


Many have gained a false impression of auto credit terms 
from the classified advertising sections of newspapers. 
Some dealers give the impression that no down payments 
are common and that terms may run for years. 


The impression is that auto credit is running wild. Auto 
people know this is the bunk. The “no down payment” is 
conditioned by chattel mortgages, notes or involves clunkers 
in which the dealer has little invested. Perhaps there are 
a few people to whom a dealer might sell a good car without 
a down payment, but those who could qualify for such terms 
don’t buy that way. 


Such ads do no one any good. It might be well for finance 
institutions and reputable dealers to use cooperative ads to 
set the record straight on sound finance practices and keep 
it straight. 


* * * 


Watch Service Charges 


ONTROLS have been removed from the customer-labor 
charges that dealers may make, as well as wages which 
they may pay their mechanics. 


However, dealers should give careful study to the whole 
service situation before rushing in with changes. 


Dealers must keep their pay scales competitive. They 
ean’t afford to let other industries steal their mechanics 
because their pay scale is out of line. 


Yet, at the same time, they cannot afford to raise their 
customer-labor rate so high that they are no longer com- 
petitive in the service business. 


As the sales competition deepens, a well-run service opera- 
tion will be invaluable to the dealer. He must watch this 
end of his business carefully. 


ke | 


Auto 
Forum 


“When atomic power comes 
in handy packages, progressive 





yeggs probably will use it to 
blow safes.’”—-CuHicaco Pouce 
Capt. WILLIAM BALswiIck. 

a. + a 


Power of Religion 

This is what I found out about 
religion: It gives you courage to 
make the decisions you must 
make in a crisis, and then the 
confidence to leave the result to 
a higher Power. Only by trust 
in God can a man carrying re- 
sponsibility find repose.—Presi- 
dent Eisenhower. 

* cd + 


Does She Care? 


Nancy Schuchman, 24, 
daughter of a Pittsburgh in- 
dustrialist, was fined $2,900 
for ignoring 58 traffic tickets 
during the last three years, 
reports United Press. 


Her father, Frederick F. 
Schuchman, president of 
Homestead Valve Co., paid the 


fine, 
* * * 


Service Essential 


I think we will all agree that 
the lush years—since World War 
II—are gone, for the time being, 
at least. We face a period when 
good management, in all de- 
partments, is essential. This is 
the time when it becomes vastly 
important to get our service de- 
partments on a sound, profitable, 
operating basis.—George A. 
Daniels, head of George Daniels 
Pontiac Co., San Francisco. 

* * * 


You Can’t Win 


“Sometimes a woman, who 
resents her husband, serves 
him none of the foods he en- 
joys. If her resentment reaches 
a@ point of intense hatred, meat 
is scorched, bread is stale, 
vegetables are cold and soggy. 
The husband begins his retali- 
ation by criticizing her food 
and ends by paying her ali- 
mony.”—Dr. William Kauf- 
man, physician and psycholo- 
gist. 


* * * 


Motor Trouble 


Gus Herman, mechanic for 
Madison Motors (Ford), Phoe- 
nix, Ariz. reports about a 
woman who complained that 
her new car was giving poor 
mileage. 

He tuned the motor, but a 
few days later she was back 
again and said it was still 
using too much gas. 


Gus thought perhaps she was 
driving in low gear too much— 
or otherwise wasting gasoline. 
So he asked if he could take a 
little ride with her to observe 
her driving habits. She said sure. 
Then slipping behind the wheel, 
she pulled out the hand choke 
and hung the handle of her 
purse over the knob. 

* * * 


Looking Ahead 


“The prospect of greater per- 
formance and greater values 
looms ahead for virtually every 
product in the consumer capital 
goods field and many of the 
biggest consumer service indus- 
tries.’— Malcolm P. Ferguson, 
president, Bendix Aviation Corp. 


10 Years Ago -o 


The Big Story 


OPA Chief Prentiss M. Brown indicates ban on pleasure driving 
in eastern states is tentatively slated to come off not later than Apr. 1 
. Dealers skeptical of an increase in car sales under new, liberal- 
ized OPA rationing rule, maintaining that although simpler rules 
should be easier to administer, they don’t permit entry of many new 


buyers into market for low-priced new cars... 
board members, meeting in Columbus, O., fight over union attitude 
Meanwhile, Automotive Council for 
War Production announces formation of a Manpower Utilization 
Committee to cope with labor shortage problem . 
William Jeffers says outlook is good for keeping all cars operating 
Among postwar dreams of British motor industry: 
Smaller engines with no loss of power, air conditioning for even the 
small autos, all-plastic bodies, “enormously improved” durability and 
springing, two-way radio telephones in cars. 


on incentive pay systems... 


through 1943... 
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—— Letterbox 


‘Shoe on Other Foot ..... ’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 








is one-sided and it would be my 
suggestion that the automotive and 
finance industries become cognizant 
of this practice.—P. D. Deaton, 


In your article, “Insurance Fight 
Threatens Dealer Potential,” in the 
Feb. 23, 1953 issue, you refer to the 
model insurance licensing act|treasurer, The NCR Employes 
adopted by the Ohio Legislature in| Credit Union, Dayton 9, Ohio. 

1951. a ah 


This act excluded auto dealers and i : 
finance companies from selling auto| Anyhow, ‘W. F.’ Is Right 
Either the usually reliable AvTo- 


insurance; however, it seems that 
the auto dealers and finance com-| \orye News has slipped up, or else 
panies have been lax in their legis-| 7 ,2¢q new glasses. But it seems to 
lative program. These same insur- 
ance agents, who fought to legislate 
against the selling of insurance by 
auto dealers and finance company 
representatives, are now selling 
finance paper at a 4 percent per 
annum discount rate to their cus- 
tomers ... providing the casualty 
insurance covering the purchased 
car is obtained through their par- 
ticular agency. 

It appears that the licensing act 





Walter Rockwell 


Willard Rockwell 


me that the “W. F. Rockwell” photo 
you carried on page 2 of your Feb. 
23 issue is actually Walter F. Rock- 
well and not Col. Willard F. Rock- 
well, with whom your story is 
concerned. 

How about giving these fine 
brothers a break, as I am sure that 
they have had much grief in the 
past over the similarity in their 
names? 

Willard F., as your story pointed 
out, is board chairman of Timken- 
Detroit Axle Co., and HE is the one 
going to Washington as productiv- 
ity director of the Mutual Security 
Administration. Walter F. is pr2si- 
dent of the firm.—A Frienp oF rH? 
Rockwe.is, Detroit. 





UAW-CIO executive 


. Rubber Czar 


—From the files of Automotive News. 
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Mostly you think of a young couple when you hear the expression “‘made for each other.” Dusty met a couple 


who were that way—only they weren’t young. That’s why he was doubly glad he had a finance plan that 


really protected them. 
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ancient 
mariner 
who loved 
his wife 
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UNIVERSAL CULT. 


‘Well, Mr.,”’ says the sea captain, making 
his wife comfortable on my sofa, ‘‘Serena 
and I both agree that the little black car 
is what we want to go touring in.” 


“Well then, you’ll certainly want the trav- 
eling conveniences and protections of this 
plan,” I was explaining... 


“You see, young man,” Serena breaks in 
brightly, ‘“‘we can’t afford to be reckless 
about money at our time of life.”’ She turns 
to the Captain. ‘‘If anything should hap- 
pen to you, Harry...” 


‘‘Nonsense,’’ the old shellback roars, 
“‘what’s gonna happen to me? I’m as sound 
as the steel plates on my quarterdeck.” 


I open my Universal C.I.T. Blue Book to 
the Credit Life spread and give it to the 
Captain. Then I reach for a newspaper 
clipping on a case we settled recently. ‘I 
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feel like the Captain does,”’ I say to Serena, 
“‘nothing’s going to happen to him. On the 
other hand this story will show you how 
the Universal C.1I.T. plan protects you 
all the way when you buy a car out of 


income.”’ 


“T’m still thinking of paying cash money, 
young feller,” interrupts the Captain, ad- 
justing a pair of steel-rimmed spectacles, 
‘but this little book looks interesting.” 


“This story,” I begin again, waving the 
clipping, ‘‘tells about how a woman got 
title to her car free and clear after only five 
payments when her husband passed away. 
She gave piano lessons and the car helped 
her to get around town. Another thing 
about this plan, Captain Wilcox, it lets you 
keep your hard-earned cash in the bank ...”’ 


. and you could make the monthly pay- 
ments out of your pension check, Harry,” 
puts in Serena. 


“The whole plan looks neat and tidy to 
me,” says the Captain with a twinkle, ‘‘and 
I’ll be happier knowing there’s a snug 
harbor for Serena, Mr. Rusty.” 


“‘Dusty’s the name,” I correct the Captain 
as he signs my log. 





6 


Power Boost Demands Safer Devices, Engineers Told . . . 





SAE Eyes Brakes, Tire Needs 


DETROIT. ; 
power and speed of automobiles is 
leading to development of safer 


in the preceding two decades, while 


The increase in the, years, engineers said, or more than | those 


used in homes and offices, 


|}and can be built into cars at the 


brakes are being blamed for 31 per- | 





factory or installed by the dealer. 
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Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 





Feb. 25 


brakes and tires, it was revealed|cent of all fatal accidents and 44|Comfortable temperatures, they ; 
at the opening session of the car,| percent of all nonfatal accidents. | said, are produced after driving as tae aaa Sold 68 cars out in Gas ee oe a 
body and materials meeting of the J. J. Robstone, of Firestone | about six city blocks. a od Ea ia ings.) 
Society of Automotive Engineers. Tire & Rubber Co., said that tire According to P. J. Kent, of Chrys- ae -- one. he iaaas bae BUICK—'52 Special 2-dr., $2,115*. '50 
Engine power has increased 15/| construction now incorporates |ler Corp., approximately 3,000 cars 075*, $915*; coupe, $1,280, °48 conv. Special 4-dr., $1,200*; Super 4-dr 
to 34 percent within the past five| the stronger, heat-resisting rayon | were air-conditioned by Chrysler $550 | eeto’ Golo,” beso on ns 
iene Tog -| cords and that four to six {before World War II, and 7,500/] capmiac—‘48 series (62) coupe, $1,- Super 4-dr., $600, $395. | Z 
. C sid " pounds additional inflation is be- | since the conflict. He predicted 840 CHEVROLET ’52 SL Deluxe 2-dr. 
Florida onsi1aers ing recommended for added |that within 10 years one out of || CHRYSLER—'50 4-ur.. $1,115 $1,200. '51 FL Deluxe 4-dr., $1.275° 
. safety. every 10 cars will be air-condi-|| guapyRonetT— si : ? 50 SL Deluxe 4-dr., $980; 2-dr 
D l ; ‘ ‘in Ne : UET—'51 2-dr., $1,160; club $399, $880; conv., $875. 
Anti eaier The increasing use of automatic | tioned. coupe, $1,215; Bel Air, $1,350. '50 | CHRYSLER—'49 Windsor 4-dr., $630 
‘ transmissions entails the develop- ow — $080. ss -""s a a eae | DeSOTO—'50 Custom 4-dr., $1,015*. '46 
. . : 50. ‘49 4-dr., $715, $709; -dr Deluxe 4-dr., $300. 
Insurance Bill  e r Ladd. of Fairchild Ringing W oolf Is Named $735, $715; club coupe, $785 DODGE—'50 Meadowbrook 4-dr., $875 
TALLAHASSEE, Fla.—A_ bill] and Airplane Corp., and S. B. Dew, ° e DODGE —'52 4-dr., $1,400 FORD go 275* 
scheduled for ee in a of Wellsworthy, Ltd., England. Austin Sales Aide |] FORD "51 (8S) 4-dr., $1,280*; (6) - a ae $2,125. ‘52 Custom 
Florida Legislature would preven Automatic transmissions and 7 2-dr., $1,080. °50 (8) 4-dr., $800; (6) SS ae, a ee 
auto dealers and finance companies | fluid drives, they said, curtail the | , NEW_YORK.—Austin Motor Co., aan’ fat ite cs ah Sa eee | ler: Victstin. 6 ab". Camela “0 
from writing casualty insurance, | braking capacity of the engine, and = (England), announces that $725, $710, $640; (6) 2-dr.. $660. |  2-dr., $1,000. "'50 Custom (8) 2-dr 
and savings and loan associations,/therefore require the development | R. Melton, general sales man- $535. '48 (8) 4-dr., $440; (8) 2-dr. $980, §750; Custom (6) 2-dr., $830 
banks and other lending institu- | of satisfactory aluminum alloy . ager, has been ap- oo ‘47 ° 4-dr., an’ (8) 2-dr.. oct ant bar rsa on sn 
tions from writing fire and wind-|brake drums and disc brakes. er © ee $640, $625, $460. ‘48° Deluxe (6) 
storm insurance. Brakes made by bonding cast iron president and has} ee Fee eee 4-dr., $325. ‘47 SD (8) club coupe 
Rep. Herbert T. Cook, of Flagler} shoes to aluminum-alloy drums been elected to = ld B ainoon 01 PM club coupe, $1 110 
County, who heads the insurance| were said to show superior cooling the board of di-| LINCOLN—'50 4-dr., $1,065 MERCURY — 53 2-dr. $2.430°. "49 
committee of the Florida House,| qualities, ease of operation and rectors. || MERCURY—'53 club coupe, $2.350. ‘50 4-dr., $/50, $670; club coupe, $750 
said that the bill, which is backed | elimination of squealing. At the same) 4-dr., $975*. = as cu —. $4109. '47 4-dr 
by the Florida Assn. of Insurance| The safety of motor vehicles on time, the com-|| nasw—'51 4-dr., $900. °48 4-dr., $375. | NASH-—'49 (600) 2-dr.. $570. 
Agents, and the Florida Assn. of| windy roads was discussed by W. pany announced || |) osmonILE ‘51 Series (88) club | OLDSMOBILE—'50 (88) 2-dr., $1.090° 
Mutual Agents, is patterned after| E. Lay, of the University of Michi- that George! coupe, $1,645*, $1.610*. ‘49 2-dr., geso’, pence,” $875°. '48 (98) 4-dr 
Ohio's so-called “anti-coercion law” | gan, and P. W. Lett jr., of Chrysler Woolf, previously ||  $910°. | PACKARD—'50 4-dr., $925. 
which was aimed primarily at auto | Corp. , a wholesale repre- || prymouTH ‘51 4-dr., $1.085. *47 PLYMOUTH ‘51 Belvedere, $1,310 
dealers and has been upheld by the; They said that tests had shown| “George Woolf sentative on the 4-dr., $330. ee 
courts. that tear drop body shapes are no east coast, has|| pontiac—'s2 (8) 4-ar., $1,915*. °51 | poNTIAC—'52 Chieftain (8) 4-dr.. $1. 
The proposed legislation would| solution to wind resistance been appointed eastern sales man- See lak tas bas, Ge. 48 Oa 800*; 2-dr., $1,650. '50 Chieftain (s) 
prohibit the writing of fire and| problems. They explained that, to} 48er In the U. S. iar. $375: (8) 2-dr.” $350. ~~ 19 Chieftain 
casualty insurance by anyone who| resist sidewinds and gusts which Austin reports that following the| STUDEBAKER ‘50 4-dr,, $850°: 2-or, | STUDEBAKER — 51 Champion 4-dr 
did not originate 51 percent of his|tend to drive vehicles from their |Trecent amalgamation of Austin and || "oie oS at seis. 47 club coupe. | $840. ‘50 Champion 4-dr.. $700. 
insurance business on property for| course, car bodies must have suf-| Nuffield, and the formation of the $400 WILLYS—'46 Jeep snow plow, $405 


which he or any relative or em- 
ploye was not “a vendor lienor, 
lienee or mortgagee.” 

Cook said he understood the two 
associations do not intend to at- 
tempt to stop dealers from writing 
property damage — so-called colli- 
sion insurance—on cars they sell. 


NASCAR Sanctions 
‘Motor City 250 


DAYTONA BEACH, Fla. Re- 
sponding to a request by the De- 
troit Junior Chamber of Commerce, 
the National Association for Stock 
Car Auto Racing has granted a 
sanction for the third annual run- 
ning of the “Motor City 250” in 
Detroit, Sunday, June 7. 





The Detroit junior chamber, | 


sponsor of the race last year, will 
now negotiate with the Michigan 


ficient stabilizing surfaces toward 
the rear to bring together the 
centers of pressures and gravity. 

G. P. Carver jr., of Bachman 
Uxbridge Worsted Corp., Ux- 
bridge, Mass., reported that 
modern auto upholstery fabrics 
from synthetic fibers are so 
streng they will probably out- 
last the car. 

He declared that some of the 
materials are five times as strong 
as woolen fabrics, have an un- 
equaled abrasion resistance and are 
less expensive. 

W. F. Bird, of Collins & Aikman 
Corp., New York, said that eight 
synthetic fibers can now be used 
for car upholstery and that com- 
bination of natural and synthetic 
fibers provides a choice of some 
3,000 materials. 

The problems of car air-con- 
ditioning were discussed by M. W. 
Baker and D. C. McCoy, of General 





British Motor Corp., the combined 
products of the corporation (Austin, 
MG, Morris and Riley) totaled 53.65 
percent of all foreign-car registra- 
tions in the U.S. in 1952. 





‘Crazy Horsepower Race’ — 


*Indicates automatic transmission or 


Criticized by Romney | 


By Pete Wemhoff 

Editor, Automotive News 
DETROIT. — Criticizing the in- 
dustry for introducing “over - pow- 
inadequate 


ered cars for today’s 
roads, George W. 
Romney, Nash 
executive vice- 
president, told 
newsmen last 
week that “Nash 
is glad it’s not a 


really dolled up convertibles,” he 
insisted. 

Declaring that the Farina type of 
Italian car styling is now influenc- 
ing American design more than any 
other, Romney emphasized that | 
Nash had signed Pinin Farina to| 
a contract in the fall of 1949. Rom- 
ney believes there have been three | 
great influences on postwar design 
of American cars: 

1. Increased vision, as first in- | 





overdrive, and (ps), power steering 


Other Auction reports are on Pages 38, 39, 41 


Chevrolet Boosts 
Tuition Awards 
In Soap Box Derby 


DETROIT.—The 150 local cham- 
pions who come to Akron in mid- 
August to race in the All-American 
Soap Box Derby, will be competing 
for augmented $15,000 scholarship 
awards, Chevrolet announced last 
week. 

The scholarships this year, range 
from $5,000 for the champion to 
$1,000 for the fifth-place winner, 
according to W. G. Power, execu- 
tive director of the derby and 


Agricultural Department, which | Motors’ Frigidaire division. They! part of the craz troduced on Studebaker cars in | advertising manager of Chevrolet. 
has control of the fair grounds, for explained that the new air-con- | horsepower ae 1947; | Pees smear anes 8 but one $5,000 
permission to use the track, it is|ditioning units are as efficient as Speaking at a 2. The Cadillac type of rear | scholarship award for the cham- 








reported. Crowds of more than} : press preview of fender fin, and pion. 
25,000 watched the 1951 and 1952 Owens-Corning to Double | the 1953 restyled 3. The Farina smooth, unen- | Under the new plan, the runner- 
competition. Ramblers, Rom- cumbered type of overall styling. | up will win $4,000; third place, $3,- 


As in years past, many of the 
nation’s leading race drivers in- 
cluding members of NASCAR's 
Grand National Circuit, will be in 
Detroit for a share in one of rac- 
ing’s largest jackpots. 

Defending Motor City champion 
is Tim Flock, Atlanta star, who 
went on from his victory in a 
Hudson Hornet last June to capture 
the Grand National Circuit title. 


Another likely entrant is Tommy | 


Thompson, Louisville. Thompson, 
winner of the first “250” in 1951, 
recently competed in the 160-mile 
beach-road race in Daytona Beach, 
finishing third in a 1953 Lincoln. 








Battery Separator Output 


TOLEDO. — Production of Fiber- 
glas battery separators will be in- 
creased 100 percent by May 1, 
Owens-Corning Fiberglas Corp. an- 
nounced last week. The product 
first was placed on the market in 
1951. 

The separators are made princi- 
pally of inorganic, stable, inert ma- 
terials of virtually unlimited supply 
according to the company. They 
are formed into thin ribbed, non- 
conducting sheets for insertion be- 
tween the positive and negative 
plates of a battery to prevent plate- 
to-plate short circuits. 


Dodge Builds 100,000th Red Ram Engine— 


ney said he be- George Romney 
lieves it’s not sound if horsepower 
isn’t kept in line with existing 
highways. 

“I do not mean that there 
should not be engine improve- 
ments, such as those incorporated 
in the 1953 Nash engines,” Rom- 
ney declared, “but they should be 
sound advances and not merely 
horsepower increases.” 


Nash has avoided producing cars 
which it feels are not safe for 
today’s inadequate roads, he as- 
serted. He pointed out that the 
Nash Ambassador engine (with 140 
horsepower) was the only American 
engine to finish in the last three 
Le Mans (France) races, averaging 
91.8 miles per hour in a 24-hour 
grind in the most recent race. 


Romney lambasted Raymond W. 
Loewy, designer of the 1953 Stude- 
baker, for claiming crecit for most 
of the postwar design changes. 


Romney, recently named execu- 
tive vice-president of Nash, de- 
clared that Nash was the first to 
offer (in 1950) a “compact car’— 
the 100-inch-wheelbase Rambler, 
designed to meet problems of 
traffic congestion, suburban trans- 
portation, etc. 


Nash was also the first to show 
a prototype of a car (the NXI, 
shown around the country in the 
winter of 1950), to get public re- 
action before production, Romney 
declared. This small car, now called 
the NKI, is due for announcement 


Romney also pointed out that 
Nash had introduced the unitized 
type of body construction in 1941 
on the Nash 600. 

He said the forthcoming NKI is 
a new approach to the small-car 
idea. Since surveys show that only 
1.6 passengers ride in the average | 
car, Romney declared, the NKI will | 
provide full comfort for two pas- 
sengers; a jump seat will be avail- 
able if desired. 








Tire of Tomorrow?— 


Dr. R. P. Dinsmore, Goodyear research 


| place, 


900; fourth place, $2,000, and fifth 
$1,000. All these sums are 
in scholarships to the college of the 
winner’s choice. 

Boys who finish six through 10th 


| will receive merchandise prizes 


N asheville esllers 
Name Officers 


NASHVILLE.—Joseph Palmer, of 
Palmer-Hooper Motors (Lincoln- 
Mercury), has been elected presi- 
dent of the Nashville Automobile 
Trade Assn., succeeding Osmie Par- 
rish. 

Haynie Gourley, of Capitol Chev- 
rolet Co., was elected vice-president, 
and Eugene Frazer, of Frazer Mo- 
tor Co. (Chrysler-Plymouth), was 
named treasurer. 

Directors elected were Velton 
Bostick, of Oak Motors (Ford): 
George M. Green jr., of General 
Truck Sales, Inc.; Ed Maxey sr., of 
Maxey-Donnelly Motor Co. (Stude- 
baker); Jim Reed III, of Jim Reed 
Chevrolet Co.; R. L. Parnell, of 
R. L. Parnell & Co. (DeSoto-Plym- 
outh); John Reynolds, of Reynolds 
Motor Co. (Willys); W. M. Liddon, 
of Liddon Pontiac, Inc., and Pat 
Sanders (used cars). 


Leasing Firm Expands 
LITTLE ROCK, Ark. — Columbia 


| Truck Leasing, Inc., has opened its 








new headquarters, at 815 Capitol 
Ave. Manager of the Arkansas 


William C. Newberg (left), president of Dodge, chalks 100,000" on a Red Ram 
V-8 engine as it comes off the production line at Dodge Main plant in Detroit. Watch- 
ing the 100,000th engine, introduced with the 1953 Dodge, is Fred J. Lamborn, 
general manager of Dodge. The V-8 production line, built around giant transfer 
machines and other automation features, eventually will have a capacity of 2,400 
engines per day, according to Lamborn. 


late this year. vice-president, checks tread wear of what 

Romney also said that Nash was|the firm says may be the “tire of to- . re 
the first to offer a genuine sports| morrow,” outlosting the life of the cor| ranch, which has on 9 
car (the Nash-Healey), two years | itself. It is built of polyester synthetic operations on completion of th: 
ago. The currently offered sports | rubber and sections of conventional nat- | NEW one-story office and shop, 's 
cars by other manufacturers “are | ural-synthetic rubber stock. | Donald S. Bowman. 
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Dotted outline shows old car design. Notice 
how longer hood and other outside dead weight 
are reduced by Modern Design. New, compact 
V-8 engine permits over-all compact design. 


Specifications and equipment subject to change without notice. 


Dodge meets the challenge of modern motoring needs! 


The ’53 Dodge with Modern Design is setting an 
exciting new trend! Featuring new compact styling, 
live-action performance and big-car quality at light- 
car price, Modern Design is making hundreds of new 
friends for Dodge Dealers every day. 


Record numbers of “Road Test Rides” are proving 
that for congested city driving or open highway 
“high-balling,’”’ Dodge offers motoring America more 
modern advantages for less money than any other car. 


The 53 Dodge maneuvers better, gives greater visi- 
bility and provides extra parking ease—all so neces- 


sary for congested traffic areas. Meaningless metal 
has been eliminated. There’s more comfort space 
inside—less waste space outside. 


Red Ram V-Eight Power—Out on the highway the 
sensational new 140-horsepower Red Ram V-Eight 
combines with Gyro-Torque Drive and “‘flash-action”’ 
Scat Gear to give extra power to pass when you give 
it the gas—greater command of the road under all 
driving conditions. 


Wide Range of Models and Prices—Thanks to the 
wide range of models and prices, anyone who can 
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buy a new car can own a Dodge. Dodge Meadow- 
brooks—offering most of the advantages of the Coronet 
line—are priced just a little above the lowest. 


Triple-Profit Opportunity —Only Dodge Dealers can 
cash in on three profits from a single sales agreement. 
Dodge cars, Dodge ‘“‘Job-Rated”’ trucks (sold only 
by Dodge Dealers) and popular Plymouth cars make 
this triple-profit opportunity the envy of the “‘trade.”’ 
A limited number of Dodge Triple-Profit Opportunities 
are now open. Write today for full details. 


DODGE DIVISION, Chrysler Corporation, Detroit 31, Michigan 


“ROAD TEST RIDE” PRovES poddge | “THE ACTION CAR FOR ACTIVE AMERICANS!” 
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To Explain Tire Purchases .. . 





Testimony by Wilson 
Due in du Pont Trial 


By George Barclay 
Staff Correspondent 

CHICAGO. — The possibility that 
Defense Secretary Charles E. Wil- 
son may be called as a witness on 
behalf of the defendants in the 
antitrust trial of the du Pont enter- 
prises and family loomed as the 
trial’s first phase ended last week 
with the completion of testimony 
of Pierre S. and Irenee du Pont. 


The du Pont brothers are prin- 
cipal defendants in the suit in 
which the government is trying to 
prove that the du Pont firm, Gen- 
eral Motors and U. S. Rubber Co. 
operate as a monopoly. 

A General Motors spokesman 
was quoted as saying that Ferris 
E. Hurd, GM attorney, might call 
Wilson to the stand before Judge 
Walter J. LaBuy in federal district 
court in April or later. 


The major issue of Wilson’s 












| 


testimony, it was said, would con- 
cern a 1931 contract for the pur- 
chase of tires from U. S. Rubber. 
Wilson was president of GM until 
his appointment to President Ei- 
senhower’s cabinet. 


Following a recess at midweek, | 


the trial was scheduled to reopen 
today (March 9) with the testi- 
mony of present and former key 
GM officials. Alfred P. Sloan jr., 
GM chairman, will testify first. The 
recess was requested by Attorney 
Hurd to enable Sloan, 77, to re- 
cover from a flu attack. 


Others scheduled to appear are 
James Lynah, former executive sec- 
retary of the GM purchasing com- 
mittee; John Pratt, a GM director 
and former du Pont executive, and 
Charles F. Kettering, famed re- 
search genius, who is a GM direc- 
tor and consultant. 


In testimony last week Irenee 


%, 


eo 


There’s a new trend in modern driving! A 
trend to Saginaw Power Steering, hailed as 


the greatest automotive advance of the past 
10 years. Saginaw Power Steering is already 
making driving easier and safer for more 
than a quarter million drivers. Saginaw 
Power Steering lets you keep ‘‘the feel of 
the road’’ while it does the hard work for 
you. Saginaw Power Steering is one of 


many products developed and produced 


by Saginaw Steering Gear Division, General 


Motors Corporation, Saginaw, Michigan— 
world’s largest producer of steering gears. 


Ss 


the factory's New York zone. 


du Pont, 76, answered arguments 
by the government that GM bought 
huge quantities of materials from 
du Pont. He said the reason GM 
bought from du Pont was that du 


which no one else could touch.” He 





NEW SYMBOL OF SAFETY 
Sh FOR THE MODERN DRIVER 





said that du Pont “tailor made” 
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New Packard Dealer in Long Island— 


Robert Greuhs, owner of Packard Patchogue, Inc., Long Island, N. Y., held open 
house to celebrate the launching of his dealership. An intensive radio and advertising 
campaign attracted large crowds to the event. From left are Harry Weeks, Chamber 
of Commerce manager; Bob Holmes, radio announcer for WPAC; George Grasse, 
Packard's district manager; Greuhs, and C. W. Frothingham, general manager of 


products to meet the needs of 
buyers. 

In earlier testimony, du Pont 
said he had opposed a suggestion 


that GM be given exclusive rights 


Pont “offered a superior product|to the quick drying auto paint, 


Duco. 
He told also how du Pont once 





toes N 
SAGINAW POWER STEERING 
lets you keep the real “feel of the 


road '—\eaves the driver in full com- 
mand while it lendsa helping hand. 





SAGINAW POWER STEERING 
makes parking a breeze! You can 
maneuver with fingertip ease. No 
more wrestling with the wheel. 





SAGINAW POWER STEERING 
cushions the “shake” and shock of 
rutty road surfaces—takes strain 
and fatigue out of country driving. 





SAGINAW POWER STEERING 
lets you drive relased all day— 
arrive refreshed. No more strain 
from tense steering wheel ¢grip. 


Feather -Touch Steering 


that features Safety-First! 


POWER STEERING 


“ate” $700,000 worth of Fabrikoid 
to save GM from “going under.” In 
cross-examination du Pont said 
that in 1921 Buick had ordered a 
large quantity of the material 
Then a recession hit the auto trade 

“Alfred P. Sloan jr. (then GM 
vice - president) called me,” said 
du Pont, “and informed me that if 
GM had to fulfill the contract, it 
would be in the hands of a receiver 
I backed off.” 


A. K. Steigerwalt, 
K-F Parts Chief 


YPSILANTI, Mich. Albert K 
Steigerwalt, 61, manager of the 
parts and accessories division of 
Kaiser - Frazer, 
and a pioneer in 
the automobile 
industry, died 
March 1 at his 
home in Ypsilanti. 

Beginning his 
career with a 
Willys - Overland 
distributorship in 
1911, Mr. Steiger- 
walt had been in 
the parts and ac- 
cessories manage- 
ment business for 40 years. He 
joined Chevrolet in 1916 and served 
| for six years as parts and accessor- 
ies manager in Detroit and in 
Terrytown and as assistant general 
service director in Detroit. Later 
he was with Durant and Chrysler. 

He was a civilian parts techni- 
cian with the U.S. Navy Bureau of 
Ships during World War II. 

* * * 


Ford J. Miller 
TOLEDO.—Ford J. Miller, president of 
Ford Miller Motors, Inc., died Feb. 26. He 
| was a member of the Toledo Automobile 
| Dealers Assn. 





A. K. Steigerwalt 





* * * 


Drury Jackson Holland 
MARTINSVILLE, Va. — Drury Jackson 
| Holland, 75, retired manager of Holland 
Motor Co. and a former member of the 
City Council here, died Feb. 25 after a 
|} long illness. 
| * * * 
Fred W. Beam 
ROCHESTER, N. Y.—Fred W. Beam 
|56, who worked up in more than 30 years 
with Mack Truck Co. from service me 
chanic to owner of the dealership here 
died Feb. 23. He became president of 
Beam Mack Sales & Service, Inc., in 1951 
* * * 
William M. Thompson 
MILWAUKEE. — William M. Thompson, 
65, president of Thompson Buick, Inc 
died Feb. 26. He had been in the auto 
business for 45 years. In 1918 he formed 
Thompson-Hokanson Co. Later he was 
sales manager for Dahl Bros. before he 
started his firm. 
* * * 
George W. Barton 
GRAND RAPIDS, Mich. — George W 
Barton, 36, used-car manager for Eberts 
| Cadillac Co., was killed in an airplane 
crash southwest of Rockford. He was a 
passenger in a plane piloted by Chester 
Hall, 49, president of Northern Air Service. 
* * 


William M. Scott 
BALTIMORE — (UTPS) — William M 
Scott, 54, who, before joining Walter Hicks 
Co. as a salesman, had his own Packard 
dealership here, died Feb. 21 in Miami. He 
had retired five months ago from the 
Hicks firm. 
| * * * 
George D. Wilson 
DETROIT.—George D. Wilson, 69, one of 
the first manufacturers of auto bodies, died 





March 3. He was associated with C. R 
Wilson & Son. founded by his father. the 
late C. R. Wilson. 


* * * 


R. D. Henderson 
CHARLOTTE, N. C.—R. D. Henderson 
71, retired automobile dealer, died at 4 


local hospital Feb. 26 after a long illness 
* * * 


Harry Cobey 
GALION, O.—Harry Cobey. 70, manufa¢ 
turer of truck bodies and farm implements 
in the Central Ohio Valley region, died 
here March 2 after a brief illness. Mr 
| Cobey was leading stockholder and chair 
|man of the board of Perfection Steel Bods 
|Co. of Galion. 
* * 
Carlton Louis Kennedy 
THOMSON, Ga.—Carlton Louis Kennedy 
56, who retired in 1951 as a used-car dealer 
because of illness, died Feb. 25. 
* * * 


W. D. Lloyd 
GAYLORD, Kans. —W. D. Lloyd, 94 
dean of automobile dealers in Smith County 
died Feb, 14 at the home of his daughter 
Mrs. Harry May, in Smith Center, Kans 
Mr. Lloyd entered the automobile business 
here in 1907. 





Used-Car Stocks Reach 


652,448, NPA Says 


WASHINGTON. — Used - car 
stocks in the hands of 
franchised dealers continued to 

| grow during the first 10 days of 
February, it was announced last 
| week by NPA. 
On Feb. 10, according to NPA, 
used-car stocks had grown 8,141 
| cars since the end of January 
to stand at 652,448. This figure, 
however, is still short of the 
gain of 18,536 cars during the 
last 10 days of January. 
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The Greatest Improvement in Braking 
Since Four Wheel Brakes 


One of the most popular new car features offered the public in years is the perform- 
ance proven low pedal power brake engineered and manufactured by Bendix, the 


IS AS EASY AS < industry’s leader in all types of braking. 


The Bendix* low pedal power brake represents an entirely new conception of power 
braking designed specifically to meet the braking requirements of the industry’s 
latest and finest vehicles. 


This great advancement in braking is unique in many ways. It is, for example, the 
only low pedal power brake that has met the tests of millions of miles under all 
operating conditions. It has already won the overwhelming preference in its field 
with car manufacturers. And this low pedal power brake is the product of Bendix, 
the world’s largest producer of power brakes and the originator of practically every 
important braking development since the earliest days of the automotive industry. 


Passenger car manufacturers contemplating power braking should investigate the 
advantages of the Bendix low pedal power brake. *REG. U.S. PAT. OFF. 





BENDIX civision SOUTH BEND 
DIVISION 

It is no longer necessary to lift the foot and exert leg 

power pressure to bring your car to a stop. With the 


ST Pee ea Clee hd ee Le ee 
as the accelerator, an easy ankle movement, much like 


working the accelerator is all the physical effort re- a amanan ceasehanen 
quired for braking. And by merely pivoting the foot (Af lp¢ 
COM Export Sales: Bendix International Division, 72 Fifth 


Ave., New York 11, N. Y. ¢ Canadian Sales: Bendix- 


) Wren ik) a Eclipse of Canada, Lid., Windsor, Ontario, Canada 
Division 


aT 


. 
: 
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OTA a MORE DRIVING COMFORT, LESS 


FATIGUE AND GREATER SAFETY 
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Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 
Sales of both new and used cars| 
in the St. Louis area have exceeded | 
expectations in February. More new | 
cars are available for delivery, and | 
this area enjoyed unusually open 
weather for the month. 


There is every indication there 
will be a brisk demand for new 
cars in the spring. However, the 
prospects in regard to used cars 
is not quite so bright. Stocks are 
high and, while movement in this 
department was better than aver- 
age for February, the outlook is 
for rough days ahead in keeping 
used-car channels open. 

Dealers and factory personnel 
seem to be alert to the situation, 
and used-cars are getting major 
attention. 

Business in service and parts de- 
partments is reported as a little 
slower than normal, but the out- 


look for March is generally listed 
as fair to good.—(Sam Hurst.) 
* * 


East St. Louis, Il. 


Dealers in East St. Louis, 
report little change in new-car de- 
mand from three or four months 
ago but declare that purchasing 
power is low, in spite of the fact 
that employment and wages in this 
industrialized area are near an all 
time high. 

Dealers blame high prices of 
new cars and the low value of 
four-year-old tradeins. Monthly 
payments, they say, are too high. 

Repossessions are reported 

normal, Most of the cars come back 
because the owner does not want 
to continue the payments rather 
than inability to pay, according to 
dealers. Some buyers, it is said, feel 
they are paying out more than 
their car is worth. 

Used-car sales are 


* 


reported 








Ill., | 


|down 50 percent or more, and 
|failure to make 30-day turnovers 
|has fattened the used-car inven- 
|tories of many dealers.—(L. H. 
| Houck.) 
+ + * 
Pittsburgh 

Business in the Pittsburgh 

district declined slightly in the 


week ended Feb. 24, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 





a, 
Vg 

“By the way, boss, while you’re 

at the jobber’s, would you get an- 

other roll of solder?” 





The Bureau’s index stood at 199.9| but somewhat greater than Janu- 


percent of the 
against 203.8 in the preceding week. 


1935-39 average | ry, 1952. 


There were 84 new cars sold in 


Department store sales and new- January, against 97 in December. 


car registrations showed decreases, 
the latter being counter to the 
seasonal pattern. 

* * * 


Manhattan, Kans. 

The first month of 1953. found 
new-car sales in Riley County 
(Manhattan), Kans., slightly lower 
in volume than those of December, 


* 


January, 1952, tallied 64 units. 

Sales by makes in January 
were: Chevrolet, 22; Ford, 17; 
Plymouth, 12; Mercury, 7; Pon- 
tiac, 7; Buick, 4; DeSoto, 4; Olds- 
mobile, 3; Chrysler, 2; Dodge, 2; 
Nash, 2; Kaiser, 1, and Pack- 
ard, 1. 


January used-car sales jumped to 


191 units, compared with 156 in De- 


pd eas 


KING 
a itny 


ah 


Powerto pull-the toughest sob... exerts over 20 tons pressure! 


You'll ease the tightest king pin faster, with no 


chance of damage, 


Snap-on King Pin Press on the job! 


when you put this powerful 
No more 


dangerous, time-wasting torch-and-sledge work. 
Your Snap-on King Pin Press, with its variety of 
adaptor heads and pilots, handles almost any car. 
Works right on the vehicle, and its 20 tons of 


pressure is far more 


than you’re ever likely to need. 


Two sizes—one for cars and smaller trucks, and an 


even more powerful set for large trucks. 


Your Snap-on Man will be glad to show you this 
time-saving King Pin Press—one of America’s top 
line of more than 4,000 shop proved Snap-on Tools. 


Write for complete 104-page Snap-on Catalog. 


pon and ae 


THE CHOICE OF BETTER WECHANIG 


y 
can 


} 
we 


SNAP-ON TOOLS 
CORPORATION 


8082-C 28th Avenue, Kenosha, Wisconsin 
*Snap-on is the trademark of Snap-on Tools Corporation 



















Complete King Pin 
and Perch Pin Puller 
set, in sturdy red 
enameled steel case 
14x11 3!’— 
services most cars 
and light 
trucks. 










| cember. However, both month 
| were substantially below January 
|1952, when 259 used cars wer 
registered. 

| New-truck sales were below De 
|cember. There were only four nev 
|trucks sold in January, compared 
| with eight in December. January 
1952, tallied 13 new trucks. 

| Used-truck sales amounted to 27 
jin January, against 14 in Decembe 


jand 36 in January, 1952.—(Georg 
|M. Hunholz.) 
* + * 
Cleveland 
Warm weather and continued 


|high interest saw the week ended 
Feb. 21 chalk up new highs for 
the month, with a turnover of 1,522 
new and 1,427 used cars. 

| The most recent weekly figure is 
|the second highest this year, while 
|used-car sales were the best for 
jany seven-day period this year. 
| Both also are well above the same 
| week a year ago, with new-car 
sales almost twice that of a year 
ago. 

Trucks, too, reflect the pre-spring 
sales drive. There were 104 new 
and 62 used units sold. Both totals 
are above a year ago. 

* *¢ 8 





| 
| 


Denver 

Sale of new cars and trucks in 
| Denver during January showed an 
increase over the same month in 
| 1952. Dealers sold 753 cars, as 
|against 701 a year ago. Ninety-six 
|new trucks were sold in January, 
|compared with 94 trucks the 
| preceding year. 

| New-car sales by make were: 
|Ford, 164; Chevrolet, 120; Plym- 
outh, 79; Mercury, 66; Buick, 55; 
| Pontiac, 45; Dodge, 43; Oldsmobile, 
| 24; Chrysler, 23; Nash, 23; Stude- 
| baker, 22; Willys, 19; Hudson, 18; 
| Cadillac, 10; Lincoln, 10; Packard, 
|9; Kaiser, 6; MG, 2; Henry J, 2, 
land Morris, 1. 

New-truck sales by make: Ford, 
| 38; Chevrolet, 31; Dodge, 7; GMC, 
| 53 Diveo, 3; International, 3; Auto 
Car, 2; Mack, 2; Kwix-Mix, 1; 
| Studebaker, 1; Willys, 1, and 
Kenworth 2. 





| 
j 
| 
| 


Denver dealers are looking for- 
ward to a good year, but expect 
that more merchandising effort will 
have to be made than has been the 
case for a number of years. They 
realize that this may be a buyers’ 
year, and business must be sought 
and salesmanship used to produce 


| sales—(Ira R. Alexander.) 
* * «@ 


Toledo 


| New-car sales in Toledo and 
| Lucas County dropped slightly in 
| January from sales of the preced- 
ing month, but were higher than 
sales for January of last year. 

The Toledo Automobile Dealers 

Assn. reported January sales as 

1,432, against 1,450 the previous 

month, Sales for January, 1952, 

were 1,146. 

Deliveries of commercial vehicles 
|totaled 153 in January. Sales for 
|the previous month were 124, and 
jin January, 1952, were 102. 

January sales of used cars were 
1,979, against 1,775 the previous 
month and 2,074 in January a year 
ago.—(Dick Roberts.) 

2 e t 


Ottawa 

Although the Canadian Govern- 
ment failed to reduce the 15 per- 
cent excise tax and 10 percent sales 
tax on automobiles, Ottawa dealers 
are optimistic about their sales 
prospects for 1953. 

In fact, since the “no-tax-cut” 
announcement was made by the 
Government, dealers report a 
sudden “boom” in business as 
those buyers who waited for 
clarification of the tax policy are 
now coming forth to get their 
cars. Some dealers’ have wit- 
nessed the largest crowds in 
weeks, 

The general opinion among 
dealers is that better deliveries, 
together with a continuing high 
| level of employment and wages and 
| the new income tax reductions, will 
help them to establish a_ sales 
record this year. 

“Our company is getting faster 
deliveries of certain models this 
year and is only about a month 
|behind in others,” commented the 
general manager of one firm. “This 
factor, and the strong demand for 
new cars, is going to give us 4 
much better year than last, judging 
from the business we did in Janv- 
ary.” 

Some dealers are doing so we 
now that, as one big dealer put i 
“who has time to think abou 
taxes?”—(M. L. Schwartz.) 
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The clipper ship FLYING CLOUD established a new record when it arrived 
Copyright H. D. T. COMPANY FACTORS, INC. 1953 in San Francisco 89 days and 8 hours after leaving the Port of New York. 


a5 ear Supremacy ee 


Today, after the lapse of a century, the record-breaking performance of the world famous 
clipper ships are still a challenge to shipbuilding and naval design. Steam has supplanted 
the sail, but the memories of this brilliant era will never fade. 


BLUE CORAL, also, has won enviable reputation and leadership. But it differs from the 
sailing vessels of old—in that it has never been supplanted by a better product. 


For over twenty-five years BLUE CORAL has lead the field with unchallenged supremacy. 
Unmatched by substitutes, BLUE CORAL restores, burnishes and presérves the finish of fine 
cars to a degree of perfection that has won acclaim and recognition everywhere. 


One day, perhaps, some magic may bring forth a product that is intrinsically better. But when 
that day arrives .. . that product will be BLUE CORAL. The Finishing Touch for Any Car! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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FOB FACTORY 


GM Plastic Cars Hold 
Clue to New Styling 


NYONE interested in the styling features of tomorrow’s | strips rather than the usual hori-/lock prevents the rear doors from 
| zontal bumper bars. The grille-and- | 


passenger cars should look closely at the four plastic 
cars now being exhibited by the General Motors Motorama 
on its coast-to-coast tour. There is no assurance, of course, 
that any single feature of the plastic cars will later be 
adopted for GM production® : ee ore 
cars. Many of the innovations | 
on the plastic cars may be 
vetoed because they cost too much.| the new plastic cars give a good 
Also, it is probably quite true that/ indication as to what is ahead in 
the best—the most practical—styl-| GM styling. If past history is any 


ing gimmicks GM has up its sleeve 
aren’t being shown to the public. 
Nevertheless, it is likely that 


criterion, many of the innova- 
tions of the exhibit cars will un- 
doubtedly be seen later as public- 
approved styling features. 

For example, Cadillac’s Le Mans | 
and several other models had wrap- 
around windshields. 


* + * 


Vertical Grille Strips 
‘Ts Cadillac plastic model also|the front seat forms a structural | 


featured vertical metal grille 


bumper combination is probably the 
most frequently changed compo- 
nent of the American car. 

New front-end styling treatments 


1953 


many a car stylist. While nickel 
is still under control, the trend 
is away from Washington con- 
trols. This will encourage many 
designers who have held back on 
their designs because of plating 
limitations, 

In the customized Cadillac Or- 
leans, the front and rear doors 
open from the center. The rear of 


brace for the body. A special door 


being opened except when the 
transmission is in neutral. 


Both safety and increased body 


| rigidity are involved in this styling | 
" | change. These features, perhaps at | 
are constantly being introduced. It| symewhat 


lower cost, have been 


will be surprising if vertical bar | demanded by many motorists. 


treatment is not tried on at least} 
one GM car during the next year 
or two. 

In the past, limitations on | 
available nickel have throttled | 


| 
| 


* 


40-V olt Feature 


* * 


‘HE Cadillac Orleans also fea-| 


tures a converter that permits 


...and 55,000,000 


motor cars since have 
used WORSE Chains 


The builders of that classy ‘“‘Lozier’’ were among the first to recognize 
the correct engineering principle and remarkable dependability of 
Morse Chains in motor car performance. 


Today Morse timing chains and other Morse transmission products 
are almost universally preferred for original equipment and for re- 
placement use in practically every industry as well as in motor cars, 
trucks, buses, tractors and farm implements. 


For 39 years Morse Chain—a unit of Borg-Warner Corporation has 
contributed to and shared in the progress and prosperity of the auto- 
motive industry. B-W’s Morse Chain is another example of how 


ENGINEERING MAKES IT WORK Bu PRODUCTION MAKES IT AVAILABLE 


ENGINEERING 


| the use of radios and electricz] 
| appliances requiring up to 40 volt:. 


Oldsmobile’s Starfire, too, has a 
| “panoramic,” or wraparound, winc- 
|shield. The windshield extends 
|}around the corner, past the door 
opening. The style-studded Oldsmo- 
bile has a checkerboard-type grille. 
The rear license is recessed behind 
glass, just below the deck lid. 

Buick’s Wildcat has two ai: 

inlets, placed at either side of the 
hood ornament. The car had 
“roto-static” front wheel discs 
which remain stationary while 
the wheels revolve. The point to 
be remembered about the new 
Buick front wheel design is that 
it has airscoops for ventilating 
the front wheel brakes. The mo- 
torist may hear a lot about air- 
cooled brakes during the next 
year or two. 


It has been reliably reported that 
a Detroit tractor producer who 


| tried to use plastic hoods has gone 
|back to steel. The failure proves 
| nothing — except that this type of 
|plastic failed 
| Situation. 


in this particular 


x * * 


Michigan Tool Announces 


Larger Lead Checker 


DETROIT.—Michigan Tool Co., 
7171 E. McNichols Rd., Detroit 12, 
has introduced the Michigan “Sine- 
Line” Model 1248 lead checker, said 
to check both lead and axial pitch 
on large helical or herringbone 
gears, as well as parallelism of 
teeth on large spur gears. 

The firm said that the lead 
checker is the world’s largest, in 
that gears from 18 to 48 inches 
outside diameter, with a maximum 
face width of 25 inches and maxi- 
mum shaft length of 96 inches, may 
be accommodated. Either right or 
left-hand leads may be checked, the 
company said. 

” 


* + 


Electric Steam Generator 


Designed to Save Space 


WORCESTER, Mass.—A line of 
electrically operated steam gener- 
ators utilizing a new electric boiler 
|design has been announced by 
Livingstone Engineering Co. of 100 
Grove St., Worcester 5. 
| Identified as Speedylectric Series 
ABC, they represent more compact 
units where floor space is limited. 
| 


According to the manufacturer, 
ABC boilers operate at 98 percent 
efficiency with unity power factor 
and are free from low-water danger 
and fire hazards. 

* 


* . 


Remington Rand Releases 


| Electronic Brain to Business 

| NEW YORK.—Remington Rand’s 
| ERA 1103, a general-purpose elec- 
|tronic digital computing system 
| originally designed for the Federal 
|Government, is now available in 
commercial models. 

The machine is said to be of 
particular value in automatic 
process control, as a prelude to 
the automatic factory. According 
to the firm, the machine receives 
data through “sensing” devices and 
makes all types of calculations in 
a matter of seconds. 


Space Suit— 


This high-altitude pressure suit, which 
carries its own supply of oxygen and air, 
was developed by B. F. Goodrich Co. for 
the Navy. According to the firm, the svit 
safeguards life at altitudes as high os 
100,000 feet. Made of rubber, it ‘s 
inflated automatically in case of puncture 
of the pressurized cockpit. 
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Write Their Own Deals. . 
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New Orleans Buyers 


Rule U. C. Market 


By Gordon Hebert 
Staff Correspondent 
NEW ORLEANS.—tThe used-car 
business here, which has been ex- 
tremely weak for 60 days, is still | 
the paramount topic of conver-| 
sation among both franchised and 
independent dealers. 


A few dealers are enjoying a 
good used-car business, but the 
majority contends that business is 
bad. One dealer said used-car sales 
have picked up “but still can’t be 
called good.” 

Many dealers say they are 
forcing sales by making any 
deals the customer will accept. 
One dealer said he has gone as 
far as to finance deals himself, 
after finance companies had 
turned down customers, in order 
to move a few cars. 

With the buyer’s ability to pav 
as the determining factor, used-car | 
prices are flexible, though tending 
to drop as some dealers sacrifice | 
merchandise. 

Finance comnanies have tightened | 
credit terms. One firm said it was| 
turning down as much paper as it 
was accepting. Another said it had | 
taken many loose deals just to)! 


FTC Restrains 
18 Chain Makers 
In Trust Charges 


WASHINGTON. — In a 3-1 deci-| 
sion, the Federal Trade Commis- | 
sion has ordered 18 chain} 
manufacturers to cease banding 
together for the alleged purpose of | 


fixing prices on their products. 


The order was actually issued | 
against Chain Institute, Inc. a 
trade association in Chicago. How- 
ever, 18 chain makers were named 
as respondents in the case. 


One portion of the Government’s 
case. which alleged that the com- | 
nanies were violating the Robinson- | 
Patman Act by engaging in price 
discrimination, was dismissed bv 
FTC. 

The commission ruled. however. 
that the 18 concerns “had consnire” 
among themselves to restrain an? 
suppress competition in the sale of | 
chains and chain products.” 

Manufacturers involved in the} 
action were American Chain & | 
Cable Co., Inc.: Bridgenort Chain 
& Mfg. Co.; McKav Co.: Pyrene|} 
Mfg. Co.; Hodell Chain Co.: St. | 
Pierre Chain Corp.: Taylor Chain | 
Co.; Cleveland Chain & Mfg. Co.: 
Columbus McKinnon Chain Corp.; | 
Campbell Chain Co. 

Nixdorff-Krein Mfg. Co.: Peer-| 
less Chain Co.; Round California | 
Chain Co.; John M. Russell Mfze. | 
Co., Inc.; Seattle Chain & Mfg.| 
Co.; Turner & Seymour Mfz. Co.: 
Western Chain Products Co., and 
Woodhouse Chain Works. 





Simoniz to Start 


Bodygard Drive 


CHICAGO.—Following a test run | 
in a number of cities last fall. | 
Simoniz Co. is readying a national | 
promotion of its Bodygard product | 
on the basis of the slogan, “We 
Pay You 50 Cents to Try Body-| 
gard.” 

The firm claims that Bodygard is | 
the only liquid car wax that shines 
in minutes without rubbing. 

Retailers will be provided with | 
display material, newspaper mats | 
and merchandising aids. The firm | 
will back the promotion with 640- | 
line advertisements in local papers, | 
half-page ads in national maga- | 
zines, including Life and Saturday 
Evening Post, and on its television 
show, “The Big Story.” 


Read Appoints Hoth | 
Clement W. Hoth has been ap- | 
pointed general manager of Read | 
Motor Co., Ford dealership at 5661 
Main St., Williamsville, N. Y., it is| 
announced by President Lawrence 
E. Read. Hoth formerly served as 
a factory representative in upper 
New York State and northern 
Pennsylvania for Lincoln-Mercury. 


| 
| 


satisfy the dealers, but added that | 
it was discontinuing this practice. 
The dealers have increased their 





advertising appropriations. As a 
matter of fact, used-car classified 
ads in newspapers have about 
doubled. 


In an endeavor to try something | 
different one used-car dealer used | 


ran teaser copy prior to a page| 
advertisement featuring his first | 
clearance sale. He followed the} 
splash with quarter-page advertise- | 
ments. 


| 


Another dealer advertised used- 
cars at 10 percent above his cost, 
while a third ran an advertise- 
ment urging the public to clip the 
ad and bring it to his lot with the | 
promise of a $100 discount on any | 
car in stock. 


The new-car picture continues to| January. A few have complained | MOTIVE NEWS every week! 








A a 


| Nash Holds Product School— 


— 


. . ; At the 1953 product school held at the Nash technical service department in 
the display section, that is the front | mijwaukee, W. A. Cook (center), national service manager for Nash, discusses this 
part of one of the local papers. He | year’s service programs. Others are (from left) C. W. Strohm, general service man- 
ager, Canada; W. H. Curtis, body quality engineer; K. E. Kuehl, Kenosha (Wis.) 


development engineer, and J. A. Kemp, export service manager. 


be bright. Virtually all dealers in 
the low-price field are picking their 
deals, and a couple have run out of 
stock. 

Dealers did not receive as many 
shipments from the factories for 
the first 10 days of February as 
they did for the same period of 





TOUGH AS A BULLDOG 
... BUT OH, SO STYLISH 





about “poor distribution” of cars 
by the factory. 

One dealer says he was without 
ears for 19 days in January, and 
two days before the last of the 
month he received 16 cars in a 
single shipment. 


More than 100,000 persons read AUTO- 
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Ford Award 
Cadillac Engineer Honored 


At SAE Meeting 


DEARBORN. — Winner of the 
1952 Henry Ford Memorial Award 
for junior engineers, Bruce Edsall 
last week was presented with a 
certificate of merit and $200 in cash 
at a special meeting of the Detroit 
section of the Society of Auto- 
motive Engineers. 

Edsall, a project engineer for 
Cadillac, won the award for an 
outstanding paper on automatic 
transmissions. The _ presentation 
was made by Robert Insley, vice- 
president of Continental Aviation 
& Engineering Corp. 

Speakers were James K. Gay- 
lord, engineering vice-president of 
the Gaylord automotive division, of 
Gaylord-Shelton Inc., and Norman 
E. Carlson, chief engineer of C. 
Cretors & Co. and vice-president of 
Point Engineering Corp. Charles A. 
Chayne, General Motors vice-presi- 
dent of engineering, served as 
toastmaster. 

E. S. MacPherson, engineering 
vice-president of Ford Motor Co., 
delivered the welcoming speech at 
a dinner held at Ford’s Adminis- 
tration Bldg. 











NO WONDER LUMITE* SARAN PLASTIC 
OUTSELLS ALL OTHER SEAT COVER FABRICS 


... ab gradion profits to you ! 


FOR FREE SALES AIDS and further information, write: 
Dept. AN-31, Lumite Division, Chicopee Mills, Inc., 


47 Worth Street, New York 13, New York, 


woven SARAN 


LUMITE™ 


fabric 


*Registered Trade-mark 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





DEALER who took stock of his 
operation built an effective ad- 


vertising series on the result and| 


attracted a good deal of interest | 
during the advertising clinic at the| 
NADA convention the other day. 

John W. Allen, San Francisco 
DeSoto - Plymouth dealer, found 
that the public and his own em- 
ployes believed a lot of bunk 
about his profits. 

One of his ads was headlined: 
“How do we stack up?” (You can 


you had your brakes adjusted... 
your motor tuned up... your 
filter cartridge changed . 

Service suggestions, if given ina 
helpful manner, are a real service | 
to your customers. 

J. C. Holman, of the Wolf com- 
pany, points out, too, that some 
service write-up men often neglect 
to ask for work which is obvious. 
| It is easy to spot the customers who 
need body work, wash and polish 
jobs, new mufflers, tail pipes, etc. 


| 
| 


| Time 


twist . 
short.” 

Edited by a newspaperman, Bill 
Parker, the newsletter has an at- 
tractive, informal touch. Some of 


| the headlines: 


“Our boy Lefty (General Man- 
ager Lefty Mann) is going back to 
school . . Two Beautiful models 
delivered by stork...” 


\Battery Firm Plans 
To Cover U.S. 


NEW BRAUNFELS, Tex.—Life- 
Battery Corp. of America 
| plans to increase its scope of oper- 
ation to all 48 states during 1953, 
R. V. Abshire, president, an- 


|nounced last week. 


At the present, the company 
operates in 10 southern states— 
Texas, Oklahoma, Arkansas, Ten- 
nessee, Missouri, Louisiana, Missis- 
sippi, Alabama, Florida and Kansas. 


“making LONG stories | [% 





see the layout of several of the 


ads in the picture at top, right.) Dealer Ads Attract Dealers— 


“The first phase of the expansion 
plans for 1953 will be to appoint 


To get the work, ask for it. 








Allen listed the facilities of the = _*. = ; ‘ Dealers attending th t NADA ion i i i i 
! ; franchise holders in New York,|. f g the recen convention in San Francisco display lively 
dealership and its ultra-modern Informal Connecticut, New Jersey, Pennsyl- interest in blowups of ads used by John W. Allen (DeSoto-Plymouth), San Francisco. 
el aen ‘ . on L LONG FORD in Hamtramck, | vania Massachusetts, Delaware | Allen (on the stage) discussed advertising at one of the clinics. 
ombined experience adde . . : 7 : ” oi : : tae lan $a aa”. 
Mich., is putting out a news-|and 10 other eastern _ states, The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


to 1,123 years. This was inter- 
preted as meaning “money saved 
and real driving satisfaction to 
you.” 

On profits, the ad noted: “Our 
profit is actually less than Cali- 
fornia sales tax.” 

Many asked Allen if it were pos- 
sible to run similar ads in their 


letter for its employes with a neat Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Abshire said. 





SELL THE 
PURCHASE PLAN 
THAT SELLS 


I), you Helieve this? 
is TRUE, 


WE'VE INSTALLED $125,000 WORTH 
OF EQUIPMENT so a te give you BET 
TER, FASTER and LOWER COST service 
We Double Check every car leaving our 
Service Center — once by the service 
rechmcsam and again by hin super 
vter And we return to you amy replaced 


«TRUE 


OUR STAFF HAS A TOTAL OF 1176 
[| YEARS EXPERIENCE. Each factory 

trained and an automotive career man 
Lach is prowd of his ability te work v0 
oe eo caretully, And to have 
your car ready tor you WHEN PROMISED’ 
They ri woe ow cn ) einen v0 1:30 


it “TRUE 2 


OUR PROFIT MARKUP BEFORE Tax 
5 15 LESS THAN CALIFORNIA SALES 





























Sed to saree te of mary. + te of gienmmen 
Tieeneeee ree tech cere io past tow Cost 
‘sree, We eal bs gineand to carve vee TOmOaRO! 


J.W. ALLEN CO. 


SOUTH VAN NESS 








TE FROM 26h v0 












DE SOTO Thew Brvrmds PLYMOUTH 


Where Owe Cosomers Beng 





Cornerstone 
Why Go to Dealer? 
This ad used in newspapers by John W. for a 
Allen, San Francisco DeSoto - Plymouth S f i 
dealer, effectively tells the story of why uccesstfu 





owners should have their cars serviced at 
a new-car dealership. 
. * * 


Future 


own cities. He arranged with his 
advertising agency to supply on re- 
quest proofs of the ads from which 
the dealers could order mats for 
reproduction in their own papers. 





The GMAC Thrift-Guard Plan 








The agency is Elliott, Goetze & 

Boone, 681 Market St., San Fran- available only through General Motors Dealers: 

cisco. Bc a CHEVROLET *« PONTIAC * OLDSMOBILE « BUICK * CADILLAC 
Approval 


AMES F. GOODWIN, Dodge- 

Plymouth dealer in Chicago, is 

using an approval type ad. 

The ad says: “. . . speaking of 
good deals—Brand New 1953 Dodge 
4-door sedan, $2,194.53. Delivered in 
Chicago—with all taxes paid (with 
Fluid Drive, $20.81 extra). 

At the top of the ad in script 
is: “This ad has my approval. 
James F. Goodwin.” 
Copy was prepared by 

Bott, Jr., Advertising. 
oe x + 


MEBA 


Arch Livingston, of Florida, ad- 
vised the new Alabama used-car 
dealer association: 

“Don’t be an MEBA association.” 

MEBA? Meet, Eat, Belch and 
Adjourn. 


rl 


Leo P. 


* * * 


How Long? 


HzFes a timely reminder from 
the John E. Wolf Co.: 

In selling services, the need for 
which you cannot see, use five little 
words. 

“How long has it been . 


Oa TMCS 


.. since 








Midwest Motors’ School Stresses Contacts .. . 





Salesmen Get ‘Obstacle Course’ | 


By L. H. Houck 


Staff Correspondent 


“ANSAS CITY.—The question of | spotty house-to-house selling ex-| partment. For instance, if it needs 


where to find trained auto 
salesmen equipped for the com-| 
petitive selling ahead has _ been) 
solved by C. P. Thompson, sales | 
manager of Midwest Motors, Inc. 
(Dodge-Plymouth), who has started 
a school for salesman applicants. 
Persons who have been selling 
cars in the lush period since 1946 
are ill-equipped to cope with the 
present selling situation, according 
to Thompson, who prefers young 
men with experience selling house- 
to-house lines like vacuum cleaners. 
He has found that such men 
often make ideal students for the 
Midwest school, designed to tailor 
salesmen to the firm’s idea of 
what a car salesman should be, 
what he should say and how he 
should conduct himself. 
It so happens that the last four 


| estate 





Thompson has turned out are ex- 
Marines. One used to be a real 


salesman, 
and the 


one sold ap- 
pliances, other two had 
perience. Thompson said their car 
sales record so far has been excel- 
lent. 


Prospective salesmen are taught | 
courtesy and the proper approach 
to a customer. They are also taught 
how to use the telephone. 

* * + 


— and selling proceed | 
almost simultaneously as the} 
educational process progresses. 
Each salesman gets a daily quota 
of 10 telephone calls, 10 mailing} 
pieces and a list of 20 names from 
which he must make eight contacts. 


His 20 prospects are softened a 
little by a card mailed by the com- | 
pany telling these persons that the | 
salesman will call on them. The 10) 
names to be telephoned may be 
“speared” from the telephone book 
at random, and records show that 
some of these calls have led to} 
sales. 


The names on the call list are 
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made up of owners of cars most in 
demand by the used-car de-| 


49s, '50s and ‘51s, names of the 
owners of such cars will be given 
to salesmen for contact. 

“I tell the salesmen that if they 
turn in a false report or lay down 
on the job, they are only kidding 
themselves,” Thompson pointed 
out. 

He shows the sales crew that 
company statistics prove that each 
of the eight daily contacts is worth 
from $3.75 to $4 each to the 
salesman. He shows them that 
their time is worth $1 every 15 
minutes and that it costs them $1 
to go out for a cup of coffee, be- 
sides the cost of the coffee. As a 
result, salesmen spend most of 
their time trying to close deals. 

Thompson said the whole business 
had been reduced to a mathemati- 
cal formula. The salesmen know 
how many calls have to be made 
to close a deal, and how many 








Colonial Motors Hires Hall for Display— 


Colonial Motors, Burlington, Vt., hired the city's Memorial Auditorium for a display 


of the 1953 Chrysler and Plymouth models 


. In the photo, Lee Senesac, sales manager, 


shows a Chrysler engine to a visitor. The prizefight ring in the center of the hall 


spotlighted a sign: ‘The Winner—New Chrysler for '53." 








qualified prospects there are per 20 
calls. 
* * * 
——_—_ keeps score and dis- 
plays it every morning at a 
sales meeting. 

Salesmen also are taught the part 
women play in buying the family 
car. They must be able to talk 
intelligently about the finish, the 
upholstery and seat covers, and 
must learn to avoid habits that 





Ton TIME BUYERS may like 


your services, like you. 


your cars, like your values, like 


But unless you control the time purchase—and unless it 


satisfies them fully—they will surely “shop around’, next time. 


What kind of financing will bring customers back to you? 


First—ease in arranging complete credit service, without 


embarrassment or wasted time. Second—comfortable, thrifty 
monthly payments, with no regrets about total cost. Third— 


considerate adjustment of payments if circumstances change. 


Fourth—greatest value at low cost. 


You sell all these satisfactions when you sell the 
flexible GMAC Thrift-Guard Time Purchase 


Plan. And you can use it to sell again. Many 


customers buy every time through GMAC. 


Add up all these GMAC benefits to you: 


Control of the whole transaction. 


Gross from time contracts. 


Extra business from pleased 


customers. And above all— 


repeat sales from satisfying 


GMAC service. 
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might irritate a fastidious women. 

“A woman may take a dislike 
to a salesman because he dangles 
a cigaret from his mouth or 
sprinkles ashes over the interior 
of the car as he talks,” Thompson 
said, “and once she takes this dis- 
like, she is lost as a customer.” 


Another phase of the training is 
to follow up opportunities which 
may be opened up by a sale. For 
instance, the sale might be a truck 
to a bakery. There are perhaps a 
dozen employes at the bakery, and 
they all own cars. The idea is to 
interview each one and try to make 
a sale. This has produced a high 
record of sales, according to 
Thompson. 

“We believe there is no substitute 
for contacts,” he said, “and the 
more contacts that are made, the 
more cars will be sold.” 







Social Security 
Due for Review 
To Cure Faults 


WASHINGTON. — The pressure 
of criticism is expected to explode 
soon into a congressional review of 
social security, says Pathfinder 
Magazine. 
| President Eisenhower has com- 
mitted himself to more adequate 
coverage, Pathfinder points out, 
and the Republican platform 
| promises a “thorough study of uni- 
versal pay-as-we-go pension plans.” 

Here are some of the demands 
for improvement in old-age and 
survivor insurance: 


1. Inclusion of the unprotected 
aged. About half the nation’s 13 
million persons over 65 are ineli- 
gible for old-age insurance, old-age 
assistance or any other Govern- 
|ment pension. 


2. Inclusion of all workers. About 
| 7,500,000 farmers, doctors, lawyers 
land others are not included in 
ae employment. 


3. Absorption of other Federal 
retirement systems to _ eliminate 
confusion and competition. These 
include railroad retirement, civil 
| service and others. 


4. Elimination of the _ reserve. 
| Officials claim old-age insurance 
has a reserve of $16,800,000,000 built 
up from the expected excess of 
contributions over payments in the 
early years. But Senator Eugene D. 
| Millikin, Colorado Republican, has 
| said bluntly: “The thing is a fake.” 


The Government borrows the re- 
serve and spends it, giving the fund 
IOUs in the form of bonds. If the 
reserve is needed to pay benefits, 
the Government would redeem the 
bonds. It would get the money 
through taxation. Thus, persons 
who paid the Social Security tax 
would pay a second time. 


Most critics agree that a pay-as- 
you-go system deserves careful 
consideration, Pathfinder says. The 
U. S. Chamber of Commerce is 
polling its members on the proposal. 
The Senate has already authorized 
a study of it. 


Experts are said to be _ ex- 
amining Canada’s pay-as-you-go 
plan. This provides $40 a month 
for everybody 70 or over. It is 
financed by 2 percent levies on 
sales, incomes and corporations. 











Nash Firm Grows 


New and larger quarters have 
been occupied by Nash San Fran- 
cisco Co. Richard Bullis is presi- 
dent, and Fred Hudkins is vice- 
president and general manager. 
Art Warner has been named sales 
manager, and John Dilman con- 
tinues as service manager. 
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Tax Cut Held No Bar 
To Balanced Budget 


By William Ullman 


Washington Correspondent 


ENATOR FRANK CARLSON, Kansas Republican, told 
the Senate last week that, with careful paring of Federal 





| 
| 


S 


expenditures, it should be possible both to balance the 
budget and cut taxes this year. Carlson, a close friend and 


adviser of President Hisen-? 75-3 





ad 


Willys Distributor for 64 Counties— 


Dave Hockett (center), general manager of Dave Hockett Motors, 420 Capitol Ave., 
Indianapolis, signs a contract with Willys for a distributorship covering 64 counties 
| in Indiana and Illinois. Looking on are J. F. Boyer (right), assistant regional sales 
| manager, and Orville Hockett, Dave's brother and sales manager of the firm. 


should not exceed $66.1 billion 
the total ex- 
penditures in the 
last fiscal year of 
the Truman Ad- 
ministration. 

He did not en- 
ter the tax reduc- 
tion controversy 
which has _ been 
created in the 
House by Chair- 
man Reed of the 
Ways and Means | 
Committee. Reed | 
is insisting that a quick tax reduc- 


hower, apparently disagreed 
with the official Administra- 


tion position that achieving both 
objectives may be extremely diffi- 
cult, if not impossible, in the cur- 
rent session of Congress. 

But he did support the Presi- 
dent’s contention that budget - bal- 
ancing must come first. 

The senator, an expert on taxa- 
tion during his service on the Ways 
and Means Committee when he was 
a member of the House several 
years ago, told the Senate that 
Government spending for fiscal 


B.F.Goodrich | 
‘Tubeless Tire 


leads the industry in sales gain! 


GAIN IN UNIT SALES OF PASSENGER CAR TIRES—1952 


the Eisenhower Administration took 
over. The senator said the rate of 
Federal expenditures already is be- 
ing reduced under the Eisenhower 
|regime. He pointed out during the 
‘ . ‘ first six months of the present fis- 
| Drop in Spending Noted cal year ending June 30, the annual 
— first advanced this pro-| rate of Federal expenditure was 

4 gram of tax reduction before | $73 billion. During the month of 


tion bill be passed immediately, 
|eliminating an 11 percent income | 
|levy which is scheduled to expire | 
on June 30 along with the excess | 


profits tax on corporations. 
+ * + 








js 
William Ullman 








BFG LIFE-SAVER sales 
increase 90% 


O WONDER “it’s great to be a B. F. 

Goodrich dealer”! As chart shows, Tube- 
less sales increased 90% in 1952 against 35% 
for the industry. And, today, Life-Saver sales 
are still skyrocketing! 





Here's a product that’s not a price “football”. 
It means new profit to the dealer. What's more, 
BFG Life-Savers are easy to sell because they 
offer more protection than any tire and blow- 
out-protecting tube, yet cost less! 


Watch B. F. Goodrich dealers GO in "53 as 
patented Life-Saver Tubeless Tires get top 
billing in all advertising, merchandising 
and selling. 


INDUSTRY 


(ALL MAKES) 


And, if you want to have a profit-making 
sales curve like this, phone or write your BFG 
District Manager. The B. F. Goodrich Co., 
Akron, Ohio. 





ee 
N 





says B. F. LeCuyer, 
Gene Fiedler 

Tire & Appliance Co., 

Seattle, Washington 
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YES. (TS GREAT 70 BE A 
B.F GOODRICH DEALER! 








January, 1953, the rate was $66.5 
billion. 

Carlson approved the directive 
issued by Budget Director Dodge, 
with the approval of the Presi- 
dent, looking to substantial re- 
vision in the budget of the Tru- 
man Administration. He said that 
this directive, going to all agency 
heads in the executive branch of 
the Government, urged a reduced 
level of expenditures, critical ex- 
amination of existing programs, 
and a general drive for greater 
efficiency and reduced costs. 


“President Truman, in submitting 
his budgets for the fiscal years end- 
ing June 30, 1953 and 1954,” said 
Senator Carlson, “submitted an 
estimate for expenditures in 1953 
of $74.6 billion and estimated re- 
ceipts of $66.7 billion, leaving a 
deficit of $5.9 billion. For the year 
1954, President Truman had esti- 
mated expenditures of $78.6 billion 
with receipts of $68.7 billion and a 
deficit on June 30, 1954, of $9.9 bil- 


lion. 
“It is interesting to note the 
sharp increase in Truman's esti- 


mates for 1953 over the actual ex- 
penditures for 1952; namely, an 
increase of $8.5 billion. The increase 
for 1954 over 1953 is $4 billion, and 
the increase in fiscal 1954 over fis- 
cal 1952 is $12.5 billion. 

“Regardless of the swollen budget 
that the previous administration at- 
tempted for fiscal 1953, we should 
bring the total spending to a figure 
not exceeding $66.1 billion. This 
calls for readjustments and cut- 
backs, but the people expect it of 
us. The budget for fiscal 1954 will 
be entirely in our hands, and our 
goal should be a lower figure than 
Truman’s biggest year of spending.” 

* « +. 


| Tool Restrictions Eased 


ATED orders no longer are- 
needed to obtain certain ma- 

chine tools. This NPA _ decision, 
| effective March 1, is incorporated 
‘in an amendment to M-41, the 
|order regulating the delivery of 
| metalworking machines. 

Donald Pattison, director of 
NPA’s metalworking equipment 
division, said two major reasons 
motivated the lifting of the two- 
year ban against acceptance of 
unrated orders for machine tools 
described in Exhibit D of M-41: 

1. Military and all others quali- 
fied for rated orders are now get- 
| ting prompt deliveries of such tools. 
| 2. Fuller and better-planned pro- 
| duction of these critical items will 
| be made possible by permitting pro- 
;ducers to accept and fill unrated 
| orders. 








* * 


Truck-Trailer Output Up 


T= Department of Commerce re- 
ported last week that factory 
shipments of truck trailers during 

December, 1952, amounted to 5,046 
units valued at $20 million. This, 
it was noted, represents a 3 percent 
increase in number and a 5 per- 
cent increase in value from Novem- 
ber shipments of 4,905 trailers val- 
ued at $19.1 million. 
| Of the more important types 
of truck trailers, shipments of 
platform trailers and tank trail- 
ers during December showed in- 
creases of 27 and 14 percent, 
respectively. Shipments of vans 
were down 1 percent, 

Of the 4,737 complete trailers 
| shipped during December, vans ac- 
counted for 53 percent, platform 
trailers 24 percent, and tank trail- 
ers 9 percent. 

* 


* 


x x 


Would Replace NLRB 


ORMER NLRB General Counsel ~ 

Robert N. Denham has recom- 
mended to the House Labor Com- 
mittee that the present National 
Labor Relations Board be abolished 
and replaced with a new agency. 
His purpose in suggesting this, he 
said, was to give President Eisen- 
hower the right to pick a “strong © 
and unbiased” NLRB, counsel and = 
staff. 

Denham charged that the present 
board is “biased” in favor of labor. 
He urged the committee to “rein- 
force” the present law. 

* * * 


Standby Curbs Backed 


ADMINISTRATION spokesmen 
told the Senate Banking Com- 
mittee that they are not opposed 
to a standby law to permit a tem- 
porary freeze of wages and prices 
in a national emergency or major 
war. The House Banking Commit- 
tee will start hearings this week on 
extension of rent controls, 
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objects ever created are more 
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engineered for excellence 


The Spicer Fully-Synchronized Transmission is man's 

outstanding example of efficiency in transferring automotive 
power. It is silk-smooth in action. Remarkably simple and sure 

in control. It’s the driver's dream in heavy-duty truck and bus 
operation . . . the equipment owner's ideal in economical service. 
Since 1908 the Spicer Fully-Synchronized Transmission has been the 


Handard of the Industry 


SPICER MANUFACTURING DIVISION of Dona Corporation 
TOLEDO 1, OHIO 
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SO ates EONS TRANSMISSIONS * UNIVERSAL JOINTS * BROWN-LIPE AND AUBURN CLUTCHES 


SERVICE © FORGINGS * PASSENGER CAR AXLES ¢ STAMPINGS © SPICER “BROWN-LIPE” 
GEAR BOXES © PARISH FRAMES * TORQUE CONVERTERS * POWER TAKE-OFFS © 


POWER TAKE-OFF JOINTS © RAIL CAR DRIVES * RAILWAY GENERATOR DRIVES 
MANUFACTURING 


We endorse the Junior Achievement Program 








P. Cronk has joined the 
sales division of Cleveland Graphite 


Carl 


Co. as manager of sales 

planning and research, according 

to L. W. Christenson, vice-presi- 

dent. Cronk had been director of 

marketing research for Bausch & 

Lomb Optical Co., Rochester, N. Y. 
* 
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Alemite Fills 3 New Posts 


In Factory Sales Setup 


Three appointments to new posi- 
tions in the factory sales organiza- 
tion of the Alemite division of 
Stewart -Warner Corp. have been 
announced by Gus Treffeisen, dis- 
tribution sales manager. 

Huntington Eldridge, who has 
headed automotive and farm mar- 
ket sales, has been made assistant 
distribution sales manager. He will 
retain his previous responsibilities. 

H, J. Howerth, former manager 
of the Detroit sales branch, will 
head farm market sales develop- 
ment. 

G. W. Mullin, for the past two 
years in the Los Angeles Alemite 
distributorship, has joined the fac- 


tory sales organization as a na-| 


tional accounts representative. He 
will handle sales in southwestern 
states. 

e * * 


Ford Appoints Three 


In Detroit District 


Three managerial appointments 
in the Ford division’s Detroit 
sales district have been an- 
nounced by R. R. Anfin, district 
manager. 

Kenneth D. Holloway succeeds 
J. O. Wardwell, recently pro- 
moted to the division’s central 
region, as special field manager; 
George Lansberry, administrative 
manager, replaces Holloway as 
manager of business manage- 
ment, and C. Kenneth Warren 
becomes administrative manager. 

- +. a 


L-M Picks Smith to Direct 


Business Management 


Appointment of Traver C. Smith 
as business management manager 
of Lincoln-Mercury has been an- 
nounced by Joseph E. Bayne, gener- 
al sales manager. 

Starting with the division’s sales 
department in March, 1946, Smith 
has held positions as field manager, 
district business management man- 
ager and assistant district sales 


manager. 
oe . 


Rice Named Sales Chief 


Of Spicer Service Parts 


The appointment of Hal W. 
Rice jr., as sales manager of the 
service parts division of the 
Spicer manufacturing division of 
Dana Corp., Toledo, has been an- 
nounced by 8S. F. Dupree jr., 
manager. 

For the four years before join- 
ing Spicer, Rice was sales man- 
ager of Pennsylvania Rubber ¢& 
Supply Co., Cleveland. Prior to 
that, he was for 13 years field 
representative for McQuay-Norris 
Mfg. Co., St. Louis. 

. . * 


Reiter Gets Aircraft Post 


At Willys-Overland 


Richard E. Reiter has been 


named superintendent of the land- 
ing gear division of Willys-Over- 


Auto Personnel 
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{land Motors, R. R. Rausch, 
president, announces. 

Reiter, in accepting the Willys 
position, has resigned as general 
Manager, secretary and board 


vice- 


member of Leading Engine Co., 
Farmington, Mich. From 1937 to 
1942, Reiter was a supervisor in 


the Henry Ford Trade School. 


Auto Maintenance Group 


Installs Officers in Mich. 


The Automotive Maintenance 
Assn. of Michigan has installed the 
following officers: 

Albert Petzold, of Grand Rapids, 
president; Vernon H. Webb, of 
Grand Rapids, vice-president, and 
Howard Swaggerty, of Detroit, sec- 
retary-treasurer. 


The executive secretary, John M. 
Spath, of Detroit, reported on the 
shortage of mechanics capable of 
doing an acceptable job. He stated 
that there are practically no young 
men coming into the repair shops 
who are willing to learn mechanics 
as a career. 





| Hupp Appoints Best 
General Sales Manager 


Paul B. Best jr., has joined Hupp 
Corp. as general sales manager, 
according to R. S. Geddes, president. 


charge of all au- 
tomotive sales, in- 
cluding those of 
the Hupp-ABF 
regulator prod- 
ucts division of 
Detroit and the 
Globe stamping 
division at Cleve- 
land. 

Best will make 
his headquarters 
at Hupp’s Detroit 
plant. Prior to joining Hupp, he 
was vice-president in charge of 





Paul B. Best jr. 


Co., of Owosso, Mich., since 1939. 


Staby Succeeds Taylor 


On N. H. Road Group 
Andrew J. Staby, of Auburn, 





New Hampshire 
Assn., has been named to succeed 
Stinson L. Taylor as chairman of 


the survey and planning committee | 
of the New Hampshire Highway | 


Users Conference. 


Stinson resigned from the com- 
mittee, along with Barry T. Mines. 
| Charles R. Eastman, of Kensington, 
|}and Robert Kane, of Manchester, 


|executive secretary of the New| 


Hampshire branch of the American 
Automobile Assn., will fill the va- 
cancies. 

The committee participated in 
the preliminary work for New 
Hampshire’s 15-year highway re- 
habilitation program. 

* * * 


Divco Elects Sjoberg 


Sales Vice-President 

Roy H. Sjoberg has been elec- 
ted sales vice-president of Divco 
Corp., according to Ray A. Long, 
president. 

He joined Divco in 1952 as as- 
sistant to the president. 

Frank J. Messing jr., has been 
named vice-president of service. 











Oldsmobile Stresses U. C. Selling— 


First of a nationwide series of Oldsmobile used-car merchandising meetings was | #SSistant chief engineer, and Rich- 
held recently by Oldsmobile's Detroit zone. Attending the Detroit meeting were |@rd H. Berge to assistant plant 
(beginning at left front and reading clockwise): M. E. Bryant; Frank Sennett; M. C. 
Watson; Harvey Pfent; Ralph Johnson; E. Quinlan; R. A. Fischer; C. Fillion; E. D. Ruth, 


Detroit zone manager; Henry McKenzie 


and Leonard Kruszewski, of the General 


Motors Institute, Flint; A. Lensen; Art Jensen; F. C. McDonald, assistant zone manager; 


R. Battle; Herbert Charnock; E. G. Weber; 


R. V. Reed. 


L. S. Lorenzo; R. Draper; R. P. Stiles, and 


Best will be in| 


|series motor sales for Redmond) 


N. H., executive secretary of the | 
Truck Owners | 


He joined Divco in 1945 as serv- 
ice manager. 


* * * 


Roberts Is Vice-President 


Of Wholesalers Assn. 


The National Assn. of Wholesal- 
ers has elected Fred S. Roberts, 
president of Phelps-Roberts Corp., 
of Washington, as vice-president. 
Roberts is immediate past-presi- 
dent of the National Standard 
Parts Assn. and in that capacity 
has served as a trustee of NAW 
during the past year. 

The National Assn. of Whole- 
salers is made up of 10 leading 
wholesale trade associations. 

* » 


Clevite Service Names 


2 Field Representatives 


Two field appointments have 
been announced by R. H. Wicker- 
sham, distributor sales manager for 
Clevite Service, Inc., a unit of 
Clevite Corp. 

Dale Huff has been named field 
sales representative in the Oregon, 
Washington, northern Idaho and 
western Montana NAPA warehouse 
territories. 


Dan M. Crilley has been named 
field sales representative in the De- 
troit, Grand Rapids, and Indian- 
apolis NAPA warehouse territories. 

: * * 


Freyer Is Selected by Aro 
As New York City Rep 
Appointment of Harold F. 
Freyer as New York City repre- 
sentative for Aro _ lubricating 
equipment has been announced 
by Aro Equipment Corp., of 
Bryan, O. His territory also in- 
cludes southern New York, north- 
ern New Jersey and Fairfield 
County, Conn. 


Freyer joined Aro several years 
ago as a regional manager and 
then became assistant sales man- 
ager handling national represen- 
tation. His headquarters is at 37- 
29 Thirty-Third St., Long Island 
| City, N. Y. 








* * * 


White Motor Appoints 


Gustafson and Snell 

E, H. Gustafson has been named 
Chicago branch manager and Irl 
Snell Chicago retail manager for 
is, N 











as Eee dl 
Iri Snell E. H. Gustafson 


White Motor Co., according to J. 
N. Bauman, sales vice-president. L 
| B. Gilbert is Chicago regional man- 
ager. 

| Gustafson has been with White 
|since 1945. He served as assistant 
|to the regional manager and retail 
| sales manager in Chicago. 

Snell has been regional wholesale 
| manager since 1942. Succeeding him 





salesman in the Milwaukee branch. 
- * * 


Gar Wood Names Howerth 
Wayne Division Sales Aide 

H. J. Howerth jr. has been 
named assistant sales manager of 
the Wayne division of Gar Wood 
Industries, Inc., according to W. 
S. Blakeslee, division sales man- 
ager. 

Howerth, who served as chief 
sales engineer for the division 
until his recall to military service 
two years ago, recently returned 
from a year in Korea. 

* * x 





4 in Eaton Pump Division 


Receive Promotions 
F. H. Mott jr., general manager 


of Eaton Mfg. Co.’s pump division, | 


Marshall, Mich., has announced the 
promotion of W. Ross Eames to 
assistant to the general manager; 
Louis A. Selin to assistant sales 
manager; Nicholas A. Noreyko to 


| manager. 


Eames has been chief engineer | 
since 1949, a position he will con-| 


tinue to hold Selin became sales 
representative in 1949. Noreyko had 
| been drafting room supervisor since 





| 
| 


|is Elmer Forster, formerly a retail | 
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1948, while Berge had been time|the company in Arkansas, Later he 
study supervisor since 1946. was. district sales manager in 
Buffalo, Boston, and Atlanta. He 


was named assistant general sales 
manager in September, 1952. 
+ a > 


U. S. Tire Names Picetti 
To Head Farm Sales 


Appointment of Aldo L, Picetti 


Goodyear Appoints Lee 
as manager of farm market sales 


Tire Development Head 


for the U. S. Tire division, U. S.| , Z 
tubber Co., has been announced | Appointment of Walter J. Lee 
by H. C. Oliver, sales manager.| 488 Manager of tire development 


Goodyear 
to succeed 


compounding at 
& Rubber Co., 


and 


Picetti was formerly in charge of | : 
| Tire 


ear dealer sales. 


At the same time, Oliver ap- eee Ee mt = aoe aa 
pointed C. Robert Schlichter as P= a ikea cont m cha: - a 
assistant manager of passenger es ip —— a 


velopment and research, 

Lee had been general manager 
of Goodyear’s rim division. Vogt 
will assume. special technical 
duties as assistant to Dinsmore. 

Hilton J. Lafaye, sales manager 
of the rim division since 1951, has 
been named general manager of 
the metal products division. 


tire sales, Henry W. Dodenhoff as 
assistant manager of truck tire 
sales, and Perry L. Watkins as as- | 
sistant district manager of the| 
Portland (Ore.) branch. 


Johnson Heads Up Sales 


At Seiberling Rubber 
Walter T. Johnson has_ been i : 
named general sales manager of | Ford Ups Kerr 
Seiberling Rubber Co., J. P. Seiber-| Appointment of John E. Kerr as 
ling, president, announces. Johnson, | manager of the process analysis 
promoted from assistant general | department, manufacturing opera- 
sales manager, succeeds C. A, Reed |tions, Ford division, has been an- 
who becomes assistant to the presi-| nounced by J. O. Wright, assistant 
dent. general manufacturing manager. 
A 26-year employe of Seiberling,| Kerr formerly was supervisor of 
Johnson started as a salesman for|Ford car forward planning 





* * 
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k in Persil tik 


Let the Sparton 
TTL ORC ALaL 
your way to sales 





Model 250 
(Dual Mounting) 


The famous Sparton Tornado 


...is back, one of the most popular horns ever 
produced. Here’s the twin-trumpet, electric air 
horn that’s perfect for cars, trucks, buses, boats. 
Sturdy, graceful design of chrome-plated brass. 
Corrosion-resistant, stainless steel diaphragm. 
It’s all-electric, so there’s no installation problem. 
No bulky tanks, pipes or compressor to fit; no 
motor “tapping” to be done. Just connect to 
electric system. Simple and dependable, with a 
voice that can’t be ignored. Also available in 
single mounting (Model 260). Write for Catalog 
Sheet No. A29-1A. 


Profit by this new PTR SLL 





sive Sparton 45° mounting 
cuts shock and _ vibration. 
Prolongs bulb life. 


1 Safeguards bulb — Exclu- 


Cuts socket corrosion — 
Dust, grime, moisture col- 
lect at base, cannot cor- 
rode offset socket. 





Allows perpendicular 
mounting — Offset base 


— permits perpendicular 
a mounting on any surface. 
Result: Directional signal lamps that hold up under any drivirg con- 


ditions. Ideal for cars or trucks, for city or highway. Avail ible in these 
Series 600 directional signal lamps. Send for Catalog Sheet No. VSE-3A. 





Model 664-5: Mode! 650: Model 6105-06: Model 651-2: 
Semi-flush mount. Two-face, hollow-stud Flush mount.Red Hollow-stud, pedestal 
Red (664) or amber mount. Red and (6105) or amber mount. Red (651) or 

(665) lenses amber lenses (6106) lenses amber (652) lenses 


MAKERS OF QUALITY 
AUTOMOTIVE EQUIPMENT 


Bs VOL 


SINCE 1900. 
AUTOMOTIVE 
Buy U.S. Defense Bonds pray 
Today . . . For Your Future imis ee aie JACKSON 


Security Tomorrow rote ere et] 











ft takes more 
than horsepower 


fo move a car 


Liaw suppose your car has the most horsepower in its class. Let’s go 
further and say it has the best ads. 


You'd still need something else to move it off your showroom floor. 
People... People to read your ads—and buy your car. 


What kind of people are the most likely new-car buyers? An authoritative 
survey shows that 6690 of all automobiles are purchased by folks who earn 
from $3,000 to $10,000 a year. Take a look at the figures: 


AUTOMOBILE SALES BY INCOME GROUPS 


under $2,000 


and over to $10,000 to $3,000 
INCOME GROUPS 





Collier’s has 72% of its circulation concentrated in this motor-minded 
3 to 10 thousand dollar bracket. 


This year Collier’s readers will buy over 800 million dollars’ worth of cars. 
And they’ll spend millions for repairs and service, too. 


If your car is in Collier’s, it’s being advertised to your best prospects. 


Collier’s Makes Things Happen in the Car Service Field 


Get your 
CAT If type 





Three times a year—spring, summer and fall—Collier’s 
publishes a two-page feature on “Preventive Service,” 
stressing the importance of keeping cars in shape for 
top performance. Result: Collier’s readers are repair- 
minded, spent millions of dollars last year for parts 

' and accessories alone. The next “Preventive Service” 
spread will appear in the March 28th issue. 
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MAKES THINGS HAPPEN 
The Crowell-Collier Publishing Company, Detroit Office: General Motors Building, Detroit 2, Michigan 
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AUTOMOTIVE NEWS, MARCH 9, 


— Coming Events= 


Dealer Conventions 


March 9-10—Louisiana Automobile Dealers 
Assn., Jung Hotel, New Orleans, 

March 23-24—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 24—Brooklyn and Long Island Au- 
tomobile Dealers Assn., Granada Hotel, 
Brooklyn. 

March 25—Rhode Island Automobile Deal- 
ers Assn., Sheraton- Biltmore Hotel, 
Providence, 

May 3-5—North Carolina Automobile 
oe Assn., Carolina Hotel, Pinehurst, 
N.C. 


May 45— Missouri Automobile Dealers 
Assn., Chase Hotel, St, Louis, 

May !12— Automobile Merchants Assn. of 
Now York, Inc., Waldorf-Astoria Hotel, 
New York, 


May 12-13— Massachesetts State Astemo | 


bile Dealers Assn., Inc., Hotel Statler, 
Boston, 

May 14-15— Illinois Automotive Trade 
Assn. and Chicago Automobile Trade 
Assn. (jointly), Palmer House, Chicago. 

May 14-15— Nebraska New Car Dealers 
Assn., Omaha. 

May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 

June 25-27—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Mich. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 9-10—N.H.A.D.A. Granlidden Hotel, 
Lake Sunapee, N. H. 

Sept. 10-12— Maine Automobile Dealers 
Assn., Samoset ‘Hotel, Rockland, Me. 


Sept. 13-14—Colorado Automobile Dealers 


Assn., Broadmoor Hotel, Colorado 
Springs, Colo. 

Sept. 13-15—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, Ark. 
Sept. 13-15 — New York State Automobile 
Dealers Assn., Saranac Inn., Saranac 

Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. of 
North Dakota Patterson Hotel, Bis 
marck, N. D, 

Sept. 17-19 
Dea As 


New Mexico Au 
n., La Fonda Hotel, Santa 
Fe N.M. 
Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 
Ky. 


Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 

ers Assn., St. Paul Hotel, St. Paul. 
Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 
N. J. 
Sept. 26-29—A.A.D.A., Inc., 
Hotel, Hot Springs, Ark. 
Sept. 27-28 — Georgia Automobile Dealers 


Arlington 


Quantity 


PRODUCTION 
i 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


1953 
Assn., Biltmore Hotel, Atlanta, Ga. 

| Oct. 3-5— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 

Oct. 4-6—National Used Car Dealers Assn. 
convention, Hotel Statler, Detroit. 

Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 


Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 


Oct. 13-16— Federation of Automobile 


Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 


Oct, 18-20— Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 


Cet. a7 — Rutomovite Destors Assn. of 


| St. Louis Tax Record 


| ST. LOUIS.—An alltime record 
|was established here last year 


| when the City collected $1,854,399.47 


| 


in taxes on gasoline sales, bettering | 


the 1951 high of $1,779,839.98. The 
| City’s one-cent-a-gallon tax has 
| been in effect since 1942. 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE | 


Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 25-27 — Flerida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 

Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Nov. 18-19 — Oklahoma Automobile Deal 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—Idaho Automobile Deal 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn 
h Salt Lake City 

* * 7 


Newhouse Hotel 


Dealer Auto Shows 


March 7-14—Pittsburgh Automobile Deal 
ers Assn., Hunt Armory, Pittsburgh. 
March 7-15—Seattie Automobile Dealer 

Assn., Seattle Armory. Seattle. 

March 12-19—Oakland Automobile Dealers 
Assn., Oakland, Calif. 

March 13-15 — Plymouth, Ind. Pilot-News 
3 14 dealers in shall County, Ind. 
Centennial Auditorium, Plymouth, Ind. 

March 14-2i—Rochester Automobile Deal 
ers Assn., Rochester, N. Y 

March 14-22—Chicago Automobile Show, 
International Amphitheater, Chicago. 

March 21-29—Motor Car Dealers Assn. of 
San Francisco, San Francisco. 

March 27-29—Columbia City Chamber of 
Commerce, 4-H Fair Grounds, Columbia 
City, Ind. 

April 4-I1— Canton City Auto Dealers 
Assn., at Canton Memorial Auditorium, 
Canton, O. 

April 6-11 — Sioux City Automobile Deal- 
ers Assn., Municipal Auditorium, Sioux 
City, 

April 6-11 — Denver Automobile Dealers 
Assn., Denver Auditorium-Arena Bidgs., 
Denver. 

April 22-26—Long Beach Junior Chamber 
of Commerce, World Auto Show, Long 
Beach Municipal Auditorium, Long 
Beach, Calif. 


Aftermarket Shows 


March 9-10—Canadian Automotive Whole- 
salers & Mfgrs. Assn., King Edward 
Hotel, Toronto. 

March 26-29—Southwest Automotive Show, 
Automobile Bldg., Fair Park, Dallas. 

* * * 


General 


March 9-10 — National Truck Leasing Sys- 
tem, spring conference, Ambassador 
Hotel, Los Angeles. 

April 4-9—"Easter Parade of Stars’’ Au- 
tomobile Show, Waldorf-Astoria Hotel, 
New York, 

April 4-12—International Motor Sports 
en Grand Central Palace, New York 

ity. 

April 21-24—Middle Atlantic Regional Au- 
tomotive Show, Commercial Museum, 
Philadelphia. 

April 22-May 3— International 
Show, Turin, Italy, 

om 22-24 — Southeast Automotive Show, 

iami, Fla. 

Nov. 9-12—American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 


Moter 


Bottom Buys Interest 
In Universal Tractor 


Earle D. Bottom has purchased 
one-third interest in Universal 
Tractor Corp., of Richmond, Va., 
Ford tractor distributor in Virginia 
and part of North Carolina. He 
will assume management of the 
organization as _ executive  vice- 
president. 


Bottom formerly was executive 
vice-president and general manager 
of Stewart Co., Ford tractor dis- 
tributor of Dallas and San Antonio. 


Salute to Economy— 


Electric Auto-Lite’s weekly air salute to 
automotive manufacturers took a new turn 
in Toledo when Willys-Overland was 
honored. Laurel C. Worman, Inc., dis- 
tributor in Toledo, sent 14 Aero Willys 
sedans to the five Toledo Auto-Lite plants 
and also inaugurated a Toledo economy 
run. Jo Miller, secretary in Auto-Lite’s bat- 
tery division, pours a teacup of gasoline 
into an Aero Willys headed for display in 
an Auto-Lite plant while W. J. Sheahan, 
Worman sales manager, holds a saucer 
and warns Jo not to spill any gas. The 
five Auto-Lite plants are within a 10-mile 
radius of the Worman showroom. All 14 
cars were delivered to the five plants on 
less than one gallon of gasoline, it is 
claimed. 
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Highways 


GE Traffic Safety ‘School’ 


Starts on Nationwide Tour 


A motor coach containing the 
latest General Electric traffic con- 





trol equipment has started on a 
tour that will take it to all 48 
states and several Canadian 


provinces during the next year. At} 
many of its more than 300 stops. 
“traffic schools” will be conducted | 
for municipal, county and state 
officials. 

The coach’s automatic exhibits, 
designed for “on-the-spot” demon- 
strations of G-E traffic control 
equipment, permit a person to 
“create” typical traffic intersection 
problems, it is said. 

GE officials said that they expect 
the 30,000-mile tour to promote 
better understanding of the latest 
techniques of traffic control 
systems. 


73 Groups to Meet 
For Safety Talks 
In New York City 


Some 10,000 safety experts and| 
accident prevention personnel from 
more than 20 states will meet 
March 24-27 for the 57 sessions of 
New York City’s 23rd annual 
Safety Convention and Exposition. 

Traffic and law enforcement of- 
ficials, housewives, fire chiefs, 
leaders of major industries and 
small businesses, grade _ school 
teachers and college professors, 
and workers on atomic projects 
will discuss the latest developments 
in accident prevention in _ their 
fields. There will be 225 speakers | 
and panel leaders. 

The U. S. Air Force is represented 
this year for the first time among 
the 73 agencies coonerating with 





the Greater New York Safety 
Council in sponsoring the con- 
vention. 


Also among the cooperating 
agencies are the Eastern Railroads | 
Presidents Conference, National 
Board of Fire Underwriters, Ameri- | 
ean Transit Assn., the Army. Navy. 
Coast Guard, U. S. Atomic Energv | 
Commission. American Merchant 
Marine Institute, National Societv 
for the Prevention of Blindness, 
three New York State Government 
bureaus, chambers of commerce. | 
women’s clubs, professional feder- | 
ations, labor unions and insurance | 
companies. 

Among the “firsts” at this year’s | 
convention will be a _ session on | 
what is being done by some com-| 
munities in refresher courses and | 
clinics for adult motorists. 

Reginald M. Cleveland, president | 
of the New York safetv council. | 
will describe what has been done} 





’ in New York City in the way of | 


free and voluntary refresher | 
courses for drivers who learned 
vears ago by the “hit or miss” 
method how to operate a motor 
vehicle. 


Detroit Is Called 
‘Safest Large City’ | 


Detroit has been singled out as | 
the “safest large city, traffic acci- | 
dent-wise,” in the U. S. The city) 
recorded a rate in 1952 of 3.1 deaths 
per 10,000 registered vehicles. Phil- 
adelphia followed with 3.7 and Los 
Angeles with 4.1. 

James A. Hove, traffic director of | 
the Detroit Police Department, said 
he considered this record the best} 
Detroit has ever established. In 
1944, a lower rate of 3.0 was re-| 
corded, Hove said, but that was a)! 
war year when vehicle travel was 
down sharply because of restric- 
tions. 


H & S§ Shorts 


New York motorists who 
answered a statewide survey re- 
cently called for tougher laws to 
rid the highways of dangerous | 
drivers and faulty vehicles, the 
State Assn. of Insurance Agents 
says. The association said replies 
to its postcard poll showed de-| 
mands for crackdowns on speeders; | 
reckless, incompetent or physically | 
— drivers, and unsafe vehi- 
cles. 


* z 
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At the instigation of the 
Ontario Good Roads Assn., sever- 


& Safety 


al Ontario universities are em- 
barking on a program to train 
men for highway research po- 
sitions, such as the study of 
building better, more serviceable 
roads, J. Lee Shearer, president 
of the association, reports. He 
asserts that Ontario’s research 
program for improving highways 
is being handicapped by a lack of 
trained personnel. 

* * o 

At the fifth annual advanced 
conference on traffic court 
problems in Los Angeles, Municipal 
Judge Roger A. Pfaff proposed 
yearly examinations of drivers 65 
years or over and annual compulso- 
ry inspection of automobiles by a 
State or local governmental agency. 
Pfaff also proposed amending the 
Juvenile Court Act to take traffic 
violations out of the delinquency 
category, and to cite all violators 
to their local municipal or justice 
court. Said Pfaff: “Juvenile drivers 
are flouting our traffic laws be- 
cause they know they can get away 
with almost anything.” 





MAKE US PROVE 


Ta 





We Guarantee 
To Help You 


@ Increase Customer Paid Labor Sales 







@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 


@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 








@ Bring ALL service operations to 
clock-work precision 
APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


4 note on your company letterhead will 
bring all particulars— promptly. 


FLASH-A-CALL 


SERVICE PRODUCTION CONTROL 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


1112 South Wabash Avenue 
Dept. AN-39, Chicago 5, Illinois 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 



















Silcot# Bros. Opens in Monrovia, Calif.— 


Looking more like a western-style home than a business establishment, this modern 
dealership was opened recently by Silcott Bros. (Hudson), 123 S. Myrtle Ave., 
Monrovia, Calif. The building has more than 8,000 square feet of space for show- 
room, service and parts departments, and an adjoining 10,000-quare-foot area for 
displaying used cars. 





















4 FRAM RADIATOR 
AND WATER CLEANER 
WOULD HAVE 





RAM Radiator & Water Cleaner fil- 
ters out solid particles, softens coolant 
water, stops the formation of rust and 
scale. Harmless to antifreeze and other 
radiator chemicals. Eliminates the major 
causes of engine overheating. Only two 


WATCH for FRAM’S Big Television Show, ‘‘Va- 
cationland America” starring John Cameron Swayze 
and his family. Time and TV channel will be an- 
nounced in your local paper. If your TV station does 
not carry the show, local FRAM newspaper adver- 
tising will plug you as ‘‘Vacationland America” 


Headquarters. 





HMM,,,.4+6-3 
+12+ 120=134... 
EARL, I'LL SAVE THE 
COST OF A NEW ENGINE 
WITH A FRAM RADIATOR 
AND WATER CLEANER 
PUT ONE ON MY 
CAR RIGHT AWAY,’ 


THIS , MISTER / 


MY ENGINE 
NEVER GETS TOO HOT 
SINCE EARL INSTALLED 
A FRAM RADIATOR 
AND WATER CLEANER 
TO STOP RUST, SCALE 
ANP DIRT. 


Lao Oude 


HERE IT 15, EARL... 
py} 
o Meas JI 


FACKED COMPLETE WITH 

ALL FITTINGS, I'LL GET 

YOU THE HEATER HOSE 
YOU NEED 


sizes fit all cars and trucks. Easy to in- 
stall, easy to change cartridges. And it’s 
profitable! Ask your FRAM salesman to- 
day. Fram CorPoRATION, Providence 16, 
R. I. In Canada: J. C. Adams Co., Ltd., 
Toronto, Ontario. 


OIL * AIR © FUEL * WATER 


Be sure to display this sign 
-it means business for you! 
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Ford's New Test Course— 


A new 4,600-foot straightaway test strip, now completed at Ford's test track in Dear- 
born, is shown while under construction. The test strip is surrounded by low and high- 
speed tracks winding around the former Ford airport. The Henry Ford Museum, Green- 


Installation of an 11-inch converter and 10-inch 
disconnect clutch. Combined with the customer's oil 
pump, relief valve, housings and reservoir, it is suit- 






From $628 


LOUISVILLE. — How much does 
lit cost to sell a car? 
| One Kentucky dealer estimates 
| that it costs him an average of $216 
to merchandise a new car. He says 
| that the cost of selling a used car 
|runs him about $82. 


The dealer cited these figures 
in a recent letter to the Kentucky 
Automobile Dealers Assn, The 





Service Tool Booklet 


Offered by Miller 


DETROIT.—A booklet on special 
service tools is being offered by 
Miller Mfg. Co., of 5919 Tireman 
Ave., Detroit 4. 


The publication describes the 
|nature of special service tools and 
their production; the relationship 
between tool manufacturer and car 
producer; how these tools are sold, 





All Is Not Profit on Car 


Kentucky Dealer Shows How Gross Dwindles 


to $80 Net 


letter was reprinted in the as- 
sociation’s bulletin to members, 


Here’s how the dealer figures it| 


out: 

“In the first 10 days of February 

I delivered three new cars. Two 
were straight sales where 
tradein was involved. This, I know, 
jis unusual, but it actually hap- 
|pened. My gross profit on these 
| three new-car sales was $1,885.” 
He continues in his letter: “My 
|average cost of selling a new car 
| includes direct selling expenses and 
| overhead allotted to new-car sales.” 
In other words, the cost of selling 
| three cars amounted to $648, or $216 
a car, he notes. 

Thus, the dealer estimates that 
his profit on the sale of the three 
new cars, after expenses, was $1,- 
237. 

In the same 10 days, he reports, 
he sold 10 used cars. But at $82 





per car for selling expenses and 
































































































































able for many applications. Converter is direct air- 
cooled, but where service is severe a supplemental oil 
cooler is easily added. Also available without clutch. 


>» high starting torque 
>» smooth, flexible power flow 
} FOR AUTOMOTIVE « INDUSTRIAL « MILITARY APPLICATIONS 


This Long Torque Converter and Long Clutch combination gives 


high starting torque, smooth application of power and fluid 


coupling characteristics at running speeds. Long Torque Con- 


verters are available in 11- and 12-inch sizes with ratios of 


2.1 to 1 and efficiencies above 90%. Simplified manufacture 


é 
means lower cost. Simplified design means trouble-free operation. 


LONG MANUFACTURING DIVISION, BORG -WARNER CORP. 
DETROIT 12 and WINDSOR, ONTARIO 


20 Years of Quality Manufacture 
for the Automotive Industry 





TORQUE 
CL 
RADIATORS 


OIL 





CONVERTERS 
UTCHES 


COOLERS 
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overhead, his expenditures ran 
$820, he points out, 

“The 10 used cars were sold for 
| $176 less than the price allowed for 
jthese cars, including recondition- 
|ing,” he states. “All of which indi- 
|cates that my cost of selling these 
|/10 used cars, plus’ my loss, 
|} amounted to $996.” 
| Here’s how the 
the transactions: 

Profit on sale of three new 


dealer evaluates 





cars (after expenses) $1,237.00 
Loss on sale of 10 used cars 996.00 
Actual net profit on sale 

of three new cars $ 241.00 





Actual net profit per new-car sale $ 80.33 





Illinois Governor 


Says He’ll Push 
Cut in Truck Fees 


SPRINGFIELD, Ill.—Gov. Wil- 
liam G. Stratton promised a group 
of truckers here last week that he 
would push for a reduction in truck 
license fees this year. 

“You have my promise that I will 
back a bill to amend the present 
act,” he told a delegation of about 
30 truckers at an open house here. 

While the truckers declared that 
this was not an “organized move,” 
| they fired questions at the governor 
on what he proposed to do about 
the $28 million license increase en- 
acted last year, and how soon 
action could be expected. 

Stratton said that he would ful- 
fill campaign promises; that he 
|would review the entire problem 
|}and do away with inequities in the 
jlaw. Although no action could be 
taken immediately, he said, it was 
possible that some provision might 
|be made to take care of the perio! 
|from July 1 on. 
| of the delegation sai‘ 





| Several 
that the “only fair way” of obtain- 
jing revenue for the highways was 
ito increase the five-cent-a-gallon 
gasoline tax. Stratton said that 
such a move will be considered. 
| The governor indicated that he 
| favored restoration of the provision 
|repealed in 1952 which permitted 
truckers to buy a $5 license plate, 
and then pay on the basis of mile- 
age traveled on the highways. Some 
|truckers would pay lower fees 
| under this system. 
| Truck fees went up about $20 
|million a year in 1952 and, under 
the present plan, are scheduled to 
be hiked another $8 million on 
| Jan. 1, 1954, 






Greene Reelected 


‘In Los Angeles 


LOS ANGELES.—The Downtown 
| Figueroa St. New Car Dealers Assn. 
has reelected the following officers 
|to 12-month terms: 

| Burch E. Greene, president; 
James S. Munroe, vice-president, 
and Lathrop G. Hoffman, secre- 
| tary-treasurer. 

The association is composed of 
11 new-car dealers on the Figueroa 
St. “auto mile” who do an annual 
| sales volume of over $63 million on 
new and used cars and parts dis- 
| tribution. 

The members are J. V. Baldwin 
{Motor Co. (Chevrolet); Greene- 
|Haldeman (Chrysler - Plymouth); 
|Lathrop G. Hoffman, Inc. (Stude- 
|baker); Ed James Buick Co.; 
Kaiser Bros. (Oldsmobile); Les 
Kelley Ford; Marshall & Clampett 
| (DeSoto - Plymouth); Nash Cali- 
fornia Co., Pelton Motors (Dodge- 
i\Plymouth); Savage - Haldeman 
(Pontiac), and Tupman Motor Co. 
| (Lincoln-Mercury). 





Goodrich Becomes Owner 


Of I. T.S. Business 

AKRON.—-Assets and business of 
iI. T. S. Co., of Elyria, O., have been 
acquired by B. F. Goodrich Co., 
according to F. A. Lang, general 
manager of the Goodrich shoe 
products division. 

The entire line of I. T. S. heels 
and soles was added to the Good- 
rich shoe products line. 
| Under a new sales setup, field 
supervisors will be established at 
Akron, Atlanta, Los Angeles, New 
York and St. Louis. 
| Manufacture of I. T. S. products 
will continue at Goodrich’s Clarks- 
ville (Tenn.) plant, which has been 
making I. T. S. heels and soles for 
many years. 
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for a plus 
no other medium 


can provide ba 


Chicago Tribune newsprint color 


When you feature your models in Chicago Tribune newsprint color, you add 
a plus to your promotion which no other medium in this market can provide. 
Color supplies the dynamic impact that gets extra attention and 
buying interest. Full pages in Chicago Tribune newsprint 

color will give your promotion distinction and 

your sales organization something new and different. 

Thru no other medium can you make such a dramatic 
presentation of your car in this market. Pages in Tribune 
newsprint color sell more when the selling is easy and sell more 
when the selling is tough. Chicago is big enough to merit and reward 
intensive promotion. It has always been one of the industry’s primary markets. 
Tribune readers buy the bulk of the new cars sold here. 

To get more sales this season and to improve your competitive position, 

power your Chicago sales drive with pages in Chicago Tribune newsprint color. 
For full details, get in touch with W. E. Bates, 

Penobscot Building, WOodward 2-8422. 


When dealers and the public want to sell cars, 


ee ema th lt ld 


they prefer the Tribune. They placed more automotive 
want ads in the Tribune in 1952 than 


in all other Chicago newspapers combined. 





FRONT PAGE NEWS. 


Announcing 


Another Pinin Farma Now re PorvaK Nast RaMuee xeHt8¢r 


the last word in continental styling! In every 
elegant detail you'll see the glamour, the cus- 
tom luxury, the genzus that Pinin Farina—and 
Ma t = q* only Farina—can lavish on a car. Yes, you 
i erpiec will see it allin America’s compact custom car 
—in the first car designed for today’s traffic! 


New Styvle—New Vision! 

Now the new windshield is *‘picture-window” 
wide, deeper, with 25% more glass. Now 
there’s a rakish new slope to the hood, a new 








functional air-scoop .. . 





Yes —front page news broke all over America on March 
6th! The new Nash Rambler Airflyte for 1953—America’s 
custom compact car—was dramatically announced to an 
enthusiastic motoring public. 


Now bearing the distinguished mark of Pinin Farina’s 
styling genius ... now offering new power and new features 
galore, the 1953 Rambler marks another great stride for- 


ward in the Nash policy of giving dealers automotive prod- 


new ‘‘Road-Guide”’ 


fenders . . . a sweeping, new flair to the racy luxurious of compact cars gives you custom 


. a swanky new continental spare tire accessories like radio, Weather Eye Condi- 


... greater luggage space. 


tire mount—included in the standard price. 


True to Nash Rambler tradition, this most 


tioned Air System—even the continental spare 


ucts specifically designed to meet the needs and desires of 


the Nation’s car buyers. 


The striking 4-color advertisement reproduced below will 
tell the new Nash Rambler story to the millions who read 
America’s leading mass and class magazines. It is further 
evidence that there is none so new as Nash! None so new 
in product! None so new in sales and merchandising 


programs! 





New Rambler Country Club Hardtop model, styled by Pinin Farina 
Hood ornament designed by Petty, white sidewall tires, optional. 


For 1953 There’s None So New As 


Dual-Range Hydra-Matie Drive! 


Now the Rambler’s even more fun to drive. 
There’s added power in the Super Flying Scot 
engine—vet you'll still get up to 30 miles a gal- 
lon at average highway speed with overdrive. 
And, with new Dual-Range Hydra- Matic 
Drive, you can Ramble all day without shifting ! 


On Display Now! 

You still haven't heard ha/f the Nash Rambler 
news! Come in and see America’s newest— 
the smartest of compact cars—the Nash Ram- 
bler ‘Country Club” hardtop convertible, the 
Station Wagon, the Convertible Sedan. 





lhe Ambassador « The Statesman « The Rambler 
Great Cars Since 1902 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 
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The Chrysler merit award for facilities and public relations—the first of its kind 
conferred in Cincinnati—is presented to J. H. Albers, president of J. H. Albers Co. 
(Chrysler-Plymouth). Attending the ceremonies are (from left) Ralph F. Foster, mayor 
of Wyoming, O.; Carl Rich, mayor of Cincinnati; J. H. Albers; Warren Stuessi, 
regional manager of the Chrysler division; J. C. Albers, general manager of the 
dealership, and Joseph Koetters, mayor of St. Bernard, O. 


Flying Ohio Dealer Leads ing of Wellington businessmen and 
industrialists for a move to ask the 


Fight for City Airport State to provide space for an air- 
A Wellington (O.) auto dealer| Port on State park land just a mile 

whose almost daily flights from;#"d a half south of town. The 

home to office and return have| Proposal need cost the State noth- 

piled up 60,000 miles in the past|ing in cash, he said. 

few years may be the means of a cael 

returning a full-fledged airport to Pontiac Deal for Dwyer 

Wellington. Bernard J. Dwyer has been ap- 
He is Art Wamberg, whose home| pointed a Pontiac dealer in Cin- 

is in Chagrin Falls, O., 50 air miles|cinnati and has taken over Valley 

from his dealership. 
Wamberg is lining up the back-! Ave. in Lockland. 








Ernest North, president of North 
Bros., Inc. (Ford), 
Mich., has announced the appoint- 
ment of Maurice Sennett as sales 
manager. 


* * * 


Detroit Ford Dealers Set Up 


Group; Elect Schoenherr 


Formation of Metropolitan De- 
troit Ford Dealers, Inc., has been 
announced by Edward J. Schoen- 
herr, general manager of Stark 
Hickey, Inc., who was elected 
president of the nonprofit organ- 
ization. 

Arthur M. Stringari is execu- 
tive secretary and general coun- 
sel. 

Other officers are Lewis F. 
Brown, vice-president; Cy Owens, 
secretary, and Roy E. O’Brien, 
treasurer. Trustees are Russell 
B. Dawson, Donald J. Gorno and 
Harold K. Turner. 


* ok + 
Universal Auto Receives 


Chrysler Honor 4th Time 


| Universal Auto, Ltd. (Chrysler- 
| Plymouth), of Quebec City, has 
| been presented with a certificate of 








| honor by Chrysler Corp. of Canada, | 
| Ltd., for the fourth successive year. | 


| 


| 


AUTOMOTIVE NEWS, MARCH 9, 1953 


Dealer Doings 


| The presentation was made at a} 
Pontiac Co. at 628 W. Wyoming| Montreal dinner to Roland Guille- | 





by P. J. Melvin, regional manager 


Lincoln Park, |of Chrysler. 


Also taking part in the cere- 
monies were J. Eloi Malouin, treas- 
urer of Universal Auto; J. A. 
Brochue, and W. T. Byrne, of the 
wholesale division; G. Michel 
Giroux, secretary, and R, P. Trem- 
blay, district manager for Chrysler. 

* cd * 


Becherer Honored 
Oliver E. Becherer, president of 
Becherer Buick, Inc., Monrovia, 
Calif.. was chosen “Dealer of the 
Week” recently by the Monrovia 


News-Post. 
* 


Memphis Pontiac Firm Ups 


Three in U. C. Department 

Douthit-SanChez Co., sole Pontiac 
dealership in Memphis, has an- 
nounced the following promotions 
in its used-car operations: 

Jim Fite, general used-car man- 
ager; Robert Foust, manager of the 
lot at 857 S. Third; Johnny Greg- 
ory, manager of the lot at 1011 
Union, and Roy Billings, manager 
of the lot at 3264 Summer. 


| Suburban Trend 
Third Oldest Ford Dealer 


Leaves Chicago 
Holmes Motor Co., third Ford 


* * 


| 





|mette, president of Universal Auto, | dealer to be appointed in 1903, the 








“LOAD-STER” HELPER 


SPRINGS, EASY TO STOCK 


Individual cartons take little shelf space... labeled 
for easy identification. 


SMALL INVENTORY Ten (10) sizes cover 90% of the 
cars in operation. Distributors located throughout the 


country means quick delivery. 


BIG MARKET For % ton and % ton pick-up trucks... 
passenger cars; salesmen with heavy sample cases, vaca- 
tioners with luggage, cars pulling house trailers and work 


trailers ...a sales potential in the millions. 


NO MAINTENANCE REQUIRED 


EASY TO INSTALL 


PRICED RIGHT 
List prices from $14.75 to $21.40 


PROFITABLE 


For descriptive literature on the ““Load- 
ster” Helper Spring and the name of 
your nearest distributor write 


PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 












year Ford Motor Co. was organized, 
has given up its downtown Chicago 
location at 30 W. Lake St., opened 
30 years ago, and acquired Purnell 
& Wilson, Inc., with outlets in 
suburban Highland Park and Des 
Plaines. 

Clifton H. Stowers, president of 
Holmes Motor and son-in-law of 
the late Glenn E. Holmes, the 
founder, announced that the com- 
pany will retain the 850-car garage 
at the Chicago address and that 
Henner Ford Sales, Inc., headed by 
Joseph T. Henner, will operate the 
downtown Ford dealership there. 

Purnell & Wilson, Inc., the High- 
land Park and Des Plaines Ford 
dealership, will become Holmes 
Motor Co., he added. 


* * * 


Moon Gets Packard Deal 

Earl Moon Packard, Inc., of 400 
E. Douglas, Wichita, has been 
appointed a Packard dealership. 


* co ok 
Phoenix Dealer Honored 
Read Mullan, Phoenix (Ariz. 
Ford dealer, has been reelected 


chairman of the Better Govern- 


ment Assn. 
* 


Anderson Chevrolet 
Completes New Building 


Anderson Chevrolet, Inc., 
Baltimore, has completed 


* 


of 
its new 


building at 4600 Edmondson Ave.,| 


according to A. D. Anderson, 
founder of the firm. 
The business, which started out 


in a blacksmith shop, now contains | 


the latest service equipment, ac- 
cording to Anderson. 


* he 


Pore Buys Ruhl Motor 

Ruhl Motor Co. (Oldsmobile- 
Buick), of Fostoria, O., has been 
sold to J. Oliver Pore and re- 
named J. Oliver Pore Co. Pore 
formerly was general manager of 
Worman Motor Co., of Toledo. 

Edwards Motor Moves 


Edwards Motor Co. (GMC), 
formerly located on W. Main St., 


Spartanburg, S. C., has occupied 
new quarters on the Asheville 
Highway. 

* * # 


Avenue Motor Builds 


Avenue Motor Co. (Dodge-Plym- 
outh), 205 Braddock Ave., Brad- 
dock, Pa., has built a garage for 


storage of 125 new and used cars. 


Hartigan Chevrolet Adds 


$150,000 Garage, Truck Area 


Purchase of a $150,000 garage 
building and truck display area has 
been announced by William Harti- 
gan sr., president of Hartigan 
Chevrolet, Inc., 8151 S. Racine Ave., 
Chicago. The property was pur- 
chased from Southtown Nash Sales 
and is located at 8115-33 S. Racine. 

The Hartigan properties now 
cover more than a block along 








Athens (Tenn.) Dealers 


Get Chamber Reins 

Auto dealers have been elected 
to top offices in the Athens 
(Tenn.) Chamber of Commerce. 

Frank Riggs (Dodge - Plym- 
outh) is president; R. A. Wall 
(Chevrolet), vice-president, and 
Lynn Grubb (Buick), a member 
of the board of directors. 





Racine Ave. between 81st and 83rd 
Sts. and include a customer park- 
jing lot. The purchase marks the 
third major improvement since the 
company was established in De- 
cember, 1950. 


* * * 


U.C. Showroom Opened 


Bill Kay Oldsmobile Co., Colum- 
bus, O., has announced the opening 
of a heated showroom for used cars 
on E. Broad St., operated by the 
Rocket Motors division. Hal F. 
Elder is sales manager of the new 
division. 


* * * 


Johnson in New Home 


Johnson Lincoln-Mercury Co., of 
Natchitoches, La., is occupying a 
new sales and service building at 
1300 Washington St. Pittman John- 
son is manager; John Troquille, 
parts manager, and Joe Harrell, 
service manager. 

* * 


Dick Motor Chartered 


Dick Motor Co., Inc., of Oxford, 
|N. C., has been granted a charter 
to deal in automobiles. Authorized 
capital stock is $100,000. Principals 
are Harvey H. Dick and Mrs. Pearl 
Heggie Dick, both of Lexington, 
and J. P. Floyd jr., of Oxford. 


* * * 


Martin Bankruptcy 
Martin Motor Sales, Ltd., Lon- 
don, Ont., has made an assignment 
in bankruptcy, according to a no- 
tice filed in Ottawa. 


2 Firms Get New Owners 


In Ohio Dealer Shifts 

Clancy Motors (Dodge - Plym- 
outh), Euclid, O., has been taken 
over by Milton M. Miller, veteran 
of 20 years in the automotive field. 

Miller’s Dodge-Plymouth dealer- 
ship at Conneault, O., has been 
purchased by another automotive 
veteran, H. W. Lawrence, formerly 
of East Aurora, N. Y. The name 
has been changed to Lawrence 
Motors. 

Walter Clancy, former head of 
Clancy Motors, will remain with 
the firm as fleet representative. 


SWOOSH IT ON WINDSHIELDS 
-COUNT 10- 


FROST DISAPPEAKS 


New liquid spray thaws thin ice and 
frost off windshields and windows, 
won't harm finish, rubber or chrome. 
In handy plastic squeeze flask, with 
refills, also in gallon containers with 
plastic dispenser for garage and serv- 


ice station use. 


= | ee 





FROM 
YOUR 
| JOBBER 








Made by The Las-stik Mfg. Co. 
Hamilton, O. 


CONSULTANT 


Truck and Passenger Car 
TTT. 


19 Yeors Experience 


WARREN S. HILLIS 


15322 Forest Ave, Wilmette, iii 
Phone Wilmette 3786 
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or, **Wanna Sell a Truck*’—Chapter VI 








y Q 
4 out of every 10 commercial trucks you see on the Q 
streets are operated by the 800,000 paid businessman 
subscribers to Nation’s Business. 


They own and operate more than 
two million trucks — a market larger than the entire farm market .. . 
2 million out of the 5 million owned by all business. 


These 2 million Nation’s Business trucks are owned 
by big business and small business, in big cities and small towns. 
A high percentage are in fleets of ten trucks 
or less, your real profit reserve. 











How do you sell the truck market at low cost? The 
Satevepost can help you—top truck medium. And 
Nation’s Business is your next best bet. 
Why? Because wherever business is being done, 
there’s Nation’s Business on the job. 


Yup, NB nails down these truck operators 
wherever they are, because of all management 
magazines it alone has the mass coverage you need, more than 
200,000 over the next management book. 


—e oe ws? om wT woaoeutNwtewSeerrtTlrerlUCrlCU! 
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A 12-page schedule to NB’s 800,000 businessmen will pack 
9,600,000 mass sales impressions into this market that is ripe 
right now to replace 718,000 trucks 4 years old or older. 


If you sell trucks, tires or accessories, you might sell 
more at less cost if you ask headquarters to consider a schedule in 
Nation’s Business... Detroit, Cleveland, Chicago, New York, Washington, D.C. 


4 
\ 
) 
4 out of every 10 commercial trucks you see Hadi /\ h 
on the streets are operated by the readers of... 


A GENERAL MAGAZINE FOR BUSINESSMEN 








N LINCOLN’S Birthday, the 

most significant announcement 
in the modern history of American 
industry and education was made 
at the Ambassador Hotel in New 
York. 

Perhaps young Abraham, stretched 
on the floor, learning to read by 
the light of a blazing pine knot in 
that log shack near Hodginsville, 
Ky., would have had the vision to 
understand . . . but perhaps only a 
few present-day Americans, young 
and old, will realize the importance 
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HE automobile showroom that puts 
up a good front makes a good sales 
showing, especially if it’s an inviting 
Pittsburgh open-vision front. Your en- 
tire showroom—front to back—is on 
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of that announcement. Yet histori- 
ans in the days to come may point 
to it as the “real beginning of the 
new Renaissance in America.” 

It was the announcement of 
the approaching wedding of that 
husky fullback, American Indus- 
try, to that colorful, but slightly 
timid, bride-to-be, American Edu- 
cation. 

To this writer, of course, it means 
the first step in casting off the 
apron strings of the old political 
aristocracy to unite the spirit of 
an honest woman to the brawn of 
a young man who has always 
wanted to be honest. 

It means the beginning of an 
aristocracy of capacity ... of ac- 
complishment (Call it the 
friendly substitution of brains for 
emotions, if you like.) 

Millions of boys and girls, now 
approaching maturity but unable to 
pay the cost of a college or uni- 
versity education, will welcome the 
Council for Financial Aid to Edu- 
cation, now headed by top business 
leaders and soon to become nation- 
wide in its scope, providing finan- 
cial help to colleges and universi- 
ties. 

It will make no difference who 
the boy or girl is . . . his color, 
religion, which way his rich uncle 


display through an unobstructed, 


open-vision front. Your automobiles 
and accessories are exhibited attrac- 
tively, persuasively, night and day . . . 
even after hours, your showroom goes 
right on selling! An open-vision front 
banishes shadows and dark corners, 


Store Fronts 
and Interiors 
by Pittsburgh 










gives your showroom a bright, inviting 
look that catches the eyes of the pass- 
erby . . . stops him, sells him. 

Make your bid for increased business 
now by modernizing with sales-win- 
ning Pittsburgh Products. Remember: 


TT 
SIN 


sells 





or aunt voted, or what fraternity 
he may be pledged to .. . he will} 
have to qualify for a scholarship, | 
by applying the only simple solu- | 
tion for any problem ... as experi- | 
ence teaches ... think straight, and | 
then work happily, but like hell. 


* * + 


Firms Would Contribute 


ees the whole idea has 
been made possible by the fact 
that the tax laws permit corpora- 
tions to deduct up to 5 percent of | 
their taxable income for charitable 
purposes. During the past 15 years 
these grants for all purposes, of 
which education is just a part, have 
averaged about 1 percent... about 
$235 million a year. Corporations 
pay the colleges and universities | 
little or nothing for training the | 
personnel they eagerly recruit each | 
June. 

The preliminary plan of the 
new group which will act as a 
“clearing house” for the many 
plans for the same purpose, now 
being made over the country, 
were disclosed by Frank W. 
Abrams, chairman of Standard 
Oil Co. of New Jersey, who spoke 
on “Business Contributions to 
Education” before 300 educators 
at the 13th annual forum of the 


« 


Pittsburgh Plate Glass Company 


Sells.’ 
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Push back the walls ... pull in the customers with an open-vision front like this one in Beau- 
mont, Texas. An expanse of Pittsburgh Polished Plate Glass makes this showroom a giant display 
case. An entranceway featuring sturdy Herculite Tempered Plate Glass Doors and Herculite Door 
Frames completes the open-vision design. And the eye-catching glass-holding and decorative mem- 
bers are Pittco Store Front Metal. 


PLASTICS - 


a ee ee 






The “Argonaut” was a subma- 
rine that could run on the ocean 
floor like an automobile (about 
1900). 


Tuition Plan at the Ambassador 

Hotel in New York. 

The other top members of the 
directorial group include Irving 
Olds, until recently board chairman 
of U. S. Steel Corp. . . . Alfred P 
Sloan jr., chairman of General Mo- 
tors Corp. . Walter Paepcke, 
chairman of Container Corp. of 
America ... and Henning W. Pren- 





Pittsburgh Opan-Vision Store Front 


opens shoppers eyes... 









cet TS And 


modernization is a custom that means 
more customers. 
real estate value of your property, too. 
For examples of other Pittsburgh mod- 
ernization jobs, fill in and return the 
coupon below. No obligation, of course. 


And it adds to the 


Room 3189, 632 Duquesne Way, Pittsburgh 22, Pa. 


1 
| 
| 
| 

Without obligation on my part, please send me a FREE copy of your | 

modernization booklet, “How To Give Your Store The Look That | 

| 
| 
| 
| 
| 
| 
J 








FIBER GLASS 












tiss jr., chairman of Armstrong 
Cork Co. 

Three hundred colleges in 20 
states already have formed coopera- 
tive organizations on regional bases 
to secure financial help from indus- 
tries and corporations. The new 
council is expected to provide lead- 
ership and encouragement for these 
and similar groups. 

The council is planning to operate 
on a three-year basis. Funds for 
its operation are expected to be 
obtained from such philanthropies 
as the Ford, Sloan, Rockefeller and 
Carnegie foundations. Its tentative 
operational budget will be upward 
of $150,000 a year. 

“The main objective,” Mr. Abrams 
said, “is to promote a better under- 
standing by the managers and own- 
ers of American business, and by 
the public, of the substantial con- 
tribution which higher education is 
making to the effectiveness, the 
skill, the growth and the success 
of American business, and to the 
development of the country. The 
task of management is becoming 
increasingly complicated. We must 
look more and more to the institu- 
tions of higher learning for the 
men and women we need. 

“It is important that some care- 
ful attention be given promptly to 
developing adequate standards to 
guide business policies on financial 
backing for higher education, of 
which ‘academic merit’ is only one.” 

* * * 


Strictly Business-Like 


_ heartfelt enthusiasm of thou- 

sands of corporations and mil- 
lions of deserving, ambitious young 
men and women will be behind this 
program . . . because it is certain 
to be handled on a business-like 
basis. No one will get a scholarship 
because he is a nephew of so-and- 
so. The boy or girl will have to 
have what it takes. 

One thousand persons attended 
a luncheon the other day at the 
Waldorf, presided over by Mrs. 
Mildred G. McIntosh, president 
of Barnard College. Robert R. 
Young, chairman of Chesapeake 
& Ohio Railway Co., told them 
that businesses with which he 
was connected ... railroads... 
finance .. . investment . . . paper 
making .. . heavy manufacturing 
- » « would offer the privilege of 
alternating between college and 
business . . . hospital or law of- 
fice . . . in equal relays of three, 
four or six months . . . business 
to pay the costs. Under such a 
system, our institutions of learn- 
| 








ing, like our businesses, would 
function continuously throughout 
the season. No more would fu- 
ture doctors or engineers spend 
their summers washing dishes. 

In most businesses today there 
are plenty of young men and 
women, all willing to become execu- 
tives ... big desks ... six tele- 
phones ... short hours... secre- 
tary with blond or red hair. But 
there is a shortage of capable can- 
didates for the top jobs. Auditors 
are familiar with the high cost of 
turnover of personnel, especially at 
the lower levels. Now, the Ameri- 
can Management Assn., long con- 
cerned with the problem, conducts 
a series of four-week courses on 
how to run a company .. . students 
guided by lecturers who are top 
| Officials in the big companies. 


Vertex Distributor 
| PHILADELPHIA. Scintilla, 
| Ltd., of Switzerland, has appointed 
|Ronco Corp., 1412 Packard Bldg., 
|}as United States distributor for its 
Vertex magnetos. 


CAR 
DIAPERS 


protect your 
expensive rugs and 
show room floors 















Tie tightly under chassis. Catches oil 
and grease drip. Does not show. Made 
from heavy 8-oz. treated duck. Size 


144-in. long x 36-in. wide $7.95 


F.0.B. St. Louis. Each... 
ORDER DIRECT FROM 


COMFORT 


Specialty Company 
200 So. 7th St. Louis 2, Mo. 























we 


— =e FS a6 6|—UlUUe 


aie owe se 


“= 





— 


AUTOMOTIVE NEWS, MARCH 9, 1953 


31 





In the Hopper 


Diesel-operated vehicles would be | to establish a form of flat-rate com- 


required to be 
overhead exhaust outlet under a 
measure introduced in the Pennsyl- 


vania House. 
* + * 


Ark. House Approves Bill 


On 56,000-Lb. Truck Limit 


An Administration-backed bill to 
fix truck weights in Arkansas at 
56,000 pounds, exclusive of front 
axle weight loads, was passed by 
the House of Representatives and 
sent to the Senate, which had 
previously passed a similar measure 
of its own. 

The House bill, listed as HB 393, 
was described as representing “an 
agreerrent” between the Admini- 
stration, the lumber industry and 
the trucking industry. 

The present Arkansas 
limit is about 64,000 pounds. 

* * 


N. D. Bill Fails 


A bill proposing repeal of North 
Dakota’s unsatisfied judgment fund 
was killed in Senate. Under the un- 
satisfied judgment fund law, up to 
$10,000 may be collected from the 
state for personal injuries or 
deaths resulting from traffic acci- 
dents in which the person at fault 
carries no insurance or has no 
funds to pay damage awards 
granted in court. 

7 = * 


Pennsylvania Studies 2 Bills 


For Compulsory Insurance 


Two bills for compulsory insur- 
ance on motor vehicles in Pennsyl- 
vania have been introduced in the 
Legislature. 


One bill would require a motorist 
to carry at least $1,000 property 
damage insurance or post $11,000 
with the State revenue secretary. 
The second bill is aimed at “catch- 
ing the 11 percent of motorists who 
don’t carry the required amount of 
liability insurance.” 


Under the present law, a motorist 
who cannot show proof of re- 
sponsibility to pay for damages 
loses his license if he is involved in 
an accident, regardless of who is 
at fault. 


weight 


x * x 


Colo. May Boost Road Tax 


On Interstate Truckers 


A bill that has been given pre- 
liminary approval by the Colorado 
Legislature would capture an addi- 
tional $500,000 in revenue from 
interstate truckers. 


The bill would provide round-the- | 


clock ports of entry on all state 
borders where trucks entering 
Colorado would be required to 
check in and pay highway-use 
taxes. At present, there are only 
four such ports operating eight 
hours a day, five days a week. 
* * + 


Wis. Gets Bill to Prohibit 


Turning Back Speedometers 
Turning back the speedometer 


reading on used cars offered for | 
sale would be prohibited under a | 
in the Wisconsin | 


bill introduced 
Legislature. 

Violators would face a fine of $25 
to $2,000, imprisonment of up to 90 
days, or both. 


* * * 


3 Truck Bills Introduced 
In West Virginia 

Three companion bills introduced 
in the West Virginia Legislature 
would increase from 45 to 50 feet 
the permissible length of trucks 
operating on State highways; in- 
crease from 18,000 to 20,000 the 
permissible single-axle load limit of 
trucks, and reduce from four to 
two inches the required size of fig- 
ures used in painting gross weights 
on the sides of vehicles. 

x ok x 


Drunk Driving Tests 
A bill to legalize blood tests and 
drunkometer evidence in cases of 
drunken driving has been in- 
troduced in the Michigan Legis- 
lature by Rep. Edward A. Borg- 
man, Grand Rapids Republican. 


Similar bills were rejected in 
previous sessions. 
- * * 


Flat-Rate Auto Insurance 


Rejected in Massachusetts 


Both branches of the Massachu- 
setts Legislature have killed bills 


|pulsory insurance system, 








equipped with an/|pulsory auto insurance. 


The action took place as _ the 
Committee on Insurance was hear- 


ling other bills to revise the com- 


includ- 
ing the measure of Gov. Herter to 
establish a merit plan and to 
launch a crusade for safe driving. 

The House flat-rate bills were 
defeated 153 to 68. 


+ * 


* 
Wyo. Loan Changes 

The Wyoming Legislature has 
passed and sent to the governor 
for signature a bill providing that 
small loan concerns may make 
loans up to $1,000, instead of the 
present $150. The measure sets up 
a sliding scale of interest, including 
terms of 3% percent a month on 
loans up to $150 and 8 percent a 
year on $1,000. 
* 


* * 


Idaho Bill Would Require 


Dealers to Register Stock 


A bill pending in the Idaho 
Legislature would require all 





vehicles held in stock by dealers 
to be registered under the State 
motor vehicle law or be subject 
to ad valorem taxes. 

The measure was introduced 
as House Bill 236, by the Revenue 
and Taxation Committee. 

* + + 


Gas Tax Boost Off 


The Albuquerque (N.M.) City 
Commission has rescinded a gas 
tax increase which would have 
boosted the tax from half a cent to 
1 cent a gallon. The _ increase, 
originally voted in January, was 
to provide funds for purchasing 
rights-of-ways. It was to go into 
effect Feb. 5, but was held in 
abeyance by a referendum petition, 
signed by 19,692 voters. 


* * * 


Colo. Safety Check Bill 


A bill pending in the Colorado 
Legislature would place inspection 
of motor vehicles under direct 
supervision of the State highway 
patrol. 

* * * 


Missouri C. of C. Backs 


Auto Inspection Bill 


The Missouri State Chamber of 
Commerce has come out in favor 








Studebaker Joins Air Patrol— 


Associate membership in the Civil Air Patrol, Indiana wing, has been conferred 
upon Studebaker. K. B. Elliott, executive vice-president (second from left), accepts u 
membership certificate in behalf of the corporation from Lt.-Col. E. Kaye-Smith, Civil 
Air Patrol (center). To his right are Capt. J. O. Rhyner and Sgt. David Bell, and at left 
is Lt.-Col. Claude Gerlach. Individual associate memberships in the patrol were given 
to H. S. Vance, chairman and president; Elliott and P. O. Peterson, executive vice- 
presidents, and W. R. Walton and T. A. Berchtold, of Studebaker's public relations 
division. 


tend to reduce insurance cost. 

The bill, requiring annual inspec- 
tion of automobiles for a $1 fee, has 
been reported on favorably by the 
House Committee on Motor Vehicle 
Regulations. 


of the Legislature’s auto inspection 
safety bill. 

A spokesman for the organization 
said Missouri was third highest in 
liability insurance cost and that 
passage of the inspection bill would 





GREAT NEWS FOR NIGHT DRIVERS! , 


aU hee 


10. i no 

ie Lees) 
QUICKER THAN 
THE FOOT 


Mounted on the driver's side of the instrument panel, the 
AUTRONIC-EYE is the revolutionary new electronic device 
that dims and brightens your headlights automatically. 











You’ve done it many times before ... but you'll never have to do it 
again! 'There’s no more need for frantic footwork or headlight “fight” 
at night, thanks to Guide’s new automatic headlight dimmer—the 
AUTRONIC-EYE. The AUTRONIC-EYE lowers your headlights 
for oncoming cars. Then it brings them back to “long range” when 
all cars are past—switches your lights from “bright” to “dim” to 
“bright” again—automatically! The AUTRONIC-EYE relieves you 
of countless foot operations—makes night driving a real pleasure! 
You're cordially invited to write us today for complete information, 


FOR SAFER 
DRIVING 


GUIDE LAR? SIVISION OF GENERAL MOTORS, ANDERSON, INDIANA 
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LIVE KEYBOARD MACHINE—With each 
key acting as its own motor bar, this 
new adding machine eliminates 25 per- 
cent of the hand motions required of the 
operator, the maker says. It comes in five 
models. National Cash Register Co., 
Dayton 9, O. 


* * * 


Reynolds Offers Program 


On Service Merchandising 


Reynolds & Reynolds Co., Day- 
ton (O.) manufacturer of sales 
aids and operating systems for 
dealers, reports it is now offering 
a guaranteed service merchandis- 
ing plan. 


The eight-point plan, the com- 
pany says, starts with a new-car 
sale and concludes by influencing 
“satisfied service customers to 
trade easy-to-move used cars for 
new ones.” 

Details of the plan are being 
made available in an illustrated 
folder offered by the firm’s sys- 
tems division, Celina, O. 


* * * 





DOOR BUMPER DISPLAY—Designed for 
use on store counters and can be hung 
on wall. The card is colored and is 11 
inches wide and 17 inches high. The No. 
202 display features one pair of Protekt- 
A-Dor door bumpers, while the No. 202 
cards are said to be ideal for bin dis- 
plays. Supersite Corp., 384 Canal Place, 
New York 51. 


* * * 


Hot Rod Spark Plugs 


Auburn Hot Rod spark plugs, 
made especially for hot rod-type 
engines, have been introduced by 
Auburn Spark Plug Co., Inc., 119 
York St., Auburn, N. Y. To meet 


high engine temperatures, the 
spark plugs are made with jet air- 
craft-type Aloxide insulators, the 
firms says. 





STARTER SWITCH — Provides automatic 
starting after car stalls, the maker states. 
it is especially recommended for cars with 
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| automatic transmissions. With the auto- 


matic starter, the driver simply shifts into 
neutral after stalling, and the starter goes 
into operation. Automo Corp., First Sav- 
ings & Loan Assn. Bidg., Saginaw, Mich. 





TIRE SERVICE PACKAGE—Consisting of 
a gasoline-engine driven air compressor 
with Impactools for nut running and air 
tire tools for bead breaking, this kit is 
designed to mechanize road-service tire 
trucks. Ingersoll-Rand Co., 11 Broadway, 
New York 4. 


* * * 


Bumper Guards Offered 
For 10 Car Makes 


Erie. Kargards are being offered 
by J & H Sales Co., Chicago 1, sales 
representative for the Erie manu- 
facturing division of Pressed Steel 
Car Co., Inc. 

Cars fitted include all models of 
Buick, Chevrolet, DeSoto, Dodge, 
Ford, Nash, Oldsmobile, Plymouth, 
Pontiac and Studebaker. Maximum 
fender-to-fender protection is pro- 
vided by bolting directly to the 
frame. 


De eee ne 





SELF-ADJUSTING TAPPET—Perfect valve 
timing and greater engine efficiency are 
claimed to be the advantages of the SM 
tappet. Valve life is increased, the firm 


says, because these tappets do not burn|_ 


from failure to close, or hammer by 
closing too soon. Dynanometer tests 
showed an increase in compression and 
effective horsepower. Skinner-Moser Sales, 
Dunedin, Fla. 


* * * 


Promotional Material 
Offered by Ad Council 


The Automotive Advertisers 
Council, Inc., 105 Jennings Bldg., 
New Castle, Ind., has assembled a 
“Care Will Save Your Car” display 
and promotional kit for retail out- 
lets. 


It contains decals for windows, 
gas pumps, etc.; a set of seasonal 
streamers; bulletins advertising re- 
pair services, and a membership 


Your Car” Institute, 
Retailers may buy additional ma- 








NEW PRODUCTS 


terial such as mailing cards, enve- 
lopes, radio spot announcements, 


stickers and other aids. 
* * * 





HANDLE GUARD PLATE—Fits all 1948- 


53 Hudsons except the ‘53 Jet. It is 
made of highly polished stainless steel 
and is designed to match the manu- 


facturer's body trifh. The Style King guard 
prevents ring and key scratches and scuff 
marks. Groboski Industries, 6055 S. Ash- 
land Ave., Chicago 36. 


* * * 


Plastic Container Developed 


For Antifreeze Storage 


Development of a low-cost plastic 
container for preserving drained 
anti-freeze has been announced by 
George B. Bickelhaupt, president of 
Plastic Gravure, Inc., 6425 Cam- 
bridge St., St. Louis Park, Minn. 


The container, known as “Handi- 
Tainer,” is designed not only to 
save antifreeze, but also for such 
uses as a picnic and beverage 
cooler, ice cube carrier and carton 
for fishermen. 

Holding three gallons, the con- 
tainer consists of heavy-duty outer 
box 7% by 7% by 13 inches, with 
a specially treated welded plastic 
liner. 





BROWLITE—Slipped on like a pair of 
glasses, this device takes the place of a 
flashlight for mechanics working below the 
floorboard or in cramped quarters. It 
comes in plastic with pencil-sized bat- 
teries and bulb. Research Products, 88 
Exeter St., Boston 16. 


* * + 


3 Air-Operated Wrenches 
Offered by Illinois Firm 


Three new Thor air-operated im- 
pact wrenches, designed for auto- 
motive service use, have been an- 
nounced by Independent Pneumatic 
Tool Co., of Aurora, Il. 

Made in three sizes, %-inch, %- 
inch and i-inch, the impacts are 
said to speed teardown and assem- 
bly work on cars and trucks. 





WIRE WHEEL DISCS—Especially created 
certificate in the “Care Will Save] for several 1953 models and designed for 


modern styling in stainless steel. A bolt 
lock-on virtually eliminates theft, the 


| 
maker claims. Discs are attached to the| 
bolt circle of the wheel and are held by | 
| the same bolts that hold the wheel. | 
| Offered for Buick, Studebaker and Nash. | 
A. S. Campbell Co., Inc., 161 Prescott St., 
East Boston. 





AUTO ANTENNA —Brach Mfg. Corp., 
200 Central Ave., Newark, N. J., an- 
nounces its new 473 Universal auto an- 
tenna. A special feature of the new! 
antenna, according to Brach, is a flanged 
locking nut which cuts into the plastic ball 
and locks it firmly in place. The antenna 
is chrome-plated. 








OIL FILTER—It removes abrasives and 
contaminants and does not disturb de- 
tergent-dispersant additives in heavy duty 
oils, according to the maker. Electronically 
controlled density is said to provide 
optimum flow-filtration characteristics and 
lengthen cartridge life by preventing 
matting and channeling. Wix Accessories 
Corp., Gastonia, N. C. 


* * * 


Automotive Solvents Offers 


Windshield-Washer Fluid 


Vizo, a new-type windshield- 
washer fluid, is being marketed in 
limited quantities by Automotive 
Solvents & Specialties, Inc., of 
22700 Harper Ave., St. Clair Shores, 
Mich., according to Clark T. Wells, 
president. 

The firm says that Vizo combines 


efficiency as a cleaning agent, 
especially in removing bug spatter 
in summer, with protection against 


| freezing of the washer jar or ice 


formation on the windshield during 
winter driving. 





CAR POLISH —Bodysheen is said to 
clean as it polishes, eliminating the need 
for car washing. Simoniz Co., 2100 In- 
diana Ave., Chicago 16. 


* Ea * 


| Multi-Pur pose Drill Press 


Produced by South Bend 


A new drill press, designed for 
multiple operations involving drill- 
ing, tapping, reaming, burring and 
chamfering, is the newest product 
of South Bend Lathe, South Bend 
22. Units equipped with from one 
to four drill heads are available. 


A feature claimed for the new 
model is a drill head positioning 
attachment. The control unit is said 
to give each drill head assembly 
four inches of vertical adjustment 
at any one setting. The positioning 
attachment can be set at any point 
on the column, and swivels around 
with the drill head, moving it up 
and down the column by means of 
an enclosed worm gearing. 





PARTS MERCHANDISER—The CPA 100 
Top-Tune-Up parts merchandiser is de- 
signed to furnish the mechanic with the 
parts most often used in carburetor work. 
The metal cabinet is partitioned with 
index cards and labels for identification 
of parts. Hygrade Products Division, 
Standard Motor Products, Inc., 37-18 
Northern Bivd., Long Island City 1, N. Y. 





ASPHALT TILE FLOORINGS—Poly-Krome 


is a new-design asphalt available in 10 
colors. Multi-colored chips are set deep into the surface of the tile and retain their 
sparkle and brilliance, says the maker, Hachmeister, Inc., Box 357, Pittsburgh 30. 
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Lawsuits Affecting Dealers ... 


Court D 


By Leo T. Parker 
Attorney at Law 
en higher courts have held 
that negligence on the part of 
a driver operating a vehicle for 
hire renders the driver as well as 
his employer liable for damages. 
Other courts hold to the contrary. 

For example, in Moser v. Inter, 
62, N. E. (2d) 558, it was shown 
that a pedestrian was severely 
injured by a _ negligent truck 
driver. 

The higher court held the truck 
driver personally liable for 
damages of $8,500, although he 
contended that he should not be 
held personally liable because he 
was an employe and did not own 
the truck. 

* * 


Driver Should Know 


BVIOUSLY, letting a hired 

driver know that he may be 
held personally liable for his own 
negligence can importantly in- 
crease the degree of care he 
normally uses when driving a 
vehicle. 

In the case of Willis, 218 N. Y. S. 
536, testimony indicated that a 
hired driver negligently injured a 
pedestrian, who sued the driver 
personally for damages. The court 
held that any driver, owner or not, 
is liable for damages if he oper- 
ates a vehicle in a careless manner 
and causes an injury. 

Again, in Reinmueller v. Chica- 
go 95 N. E. (2d) 120, the higher 
court held a_ negligent hired 
driver liable for $22,500 damages. 

Naturally, the court could order 
such a driver’s home and personal 
chattels sold to satisfy the 
judgment rendered against him. 

* * +. 


Homicide Convictions 


| further comparison, see 
Whitlou, 156 Pac. (2d) 790. Here 
a higher court held that anyone 
who drives an automobile while he 


Nash to Honor 
2,000 Workers 
For Long Service 


DETROIT.—More than 2,500 em- 
ployes of Nash-Kelvinator Corp., 
who have been with the company 
25 years or more will be honored 
by the company during 1953, 
George W. Mason, president and 
cnairman, has announced. 

Mason said the company will 
present gold lapel pins to those 
who have completed 25 years of 
service, and a choice of an en- 
gravea watch or an _ engraved 
mantel clock to those with 30 years 
or more. 

About 2,000 workers will be 
honored at Nash’s Kenosha (Wis.) 
and Milwaukee plants, about 500 at 
Kelvinator plants at Grand Rapids 
and Detroit, and five at the Nash 
assembly plant at El Segundo, 
Calif. 

Among those to receive honors, 
Mason said, are 237 workers who 
have retired under the company 
pension plan. More than 800, he 
said, have 30 years or more of 
service. 


“We are very proud of the fact 
that 10 percent or Nash-Kelvinator 
employes have served Nash Motors, 
Keivinator and Leonard for a 
quarter of a century or more,’ 
Mason said. “The company owes its 
success to the loyalty and long 
time service of its employes, and 
we are naturally pleased that so 
many have found our company a 
good place to work.” 


Industrial Tape Opens 


Warehouse in Dallas 

NEW BRUNSWICK, N. J.—New 
warehouse facilities have been 
opened at 107 Pittsburg St., Dallas, 
by Industrial Tape Corp. to serve 
the sales markets in Texas and sur- 
rounding areas. 

The new outlet will be under the 
supervision of William Cooker and 
will handle distribution of the 
firm’s line of Permacel and Texcel 
tapes. 


ecisions | 


|requires sleep or rest, and kills a 
pedestrian, may be convicted of the 
crime of manslaughter and 
sentenced to a term in the peni- 
tentiary. 

Furthermore, one higher court 
has held that both an employer and 
his hired driver of a motor vehicle 
are guilty of murder if through 
their joint recklessness the driver 
kills a human being. 

For illustration, in Brewer v. 

State, 1438 S. W. (2d) 599, it was 
shown that an employer author- 
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imputed to each member of the 
party. This means that if a driver 
in such a case is convicted of 
murder or manslaughter, all other 
occupants of the car may be con- 
victed of the same offense. 

Irrespective of various laws, 
the higher courts consistently 
hold that one who suffers an 
injury through his own negli- 
gence cannot recover damages 
from anyone. A_ higher court 
recently held that a person who 
rides with a known _ reckless 
driver is contributorily negligent, 
and cannot recover damages for 
an injury. 

For example, in Pikeville Co. 
et al. v. Marsh, 232 S. W. (2d) 789, 
Marsh was seriously injured when 
a bus in which he was riding was 


ized an intoxicated driver to drive | Showing Workers Where Those Parts Go— wrecked by the driver. Marsh, who 


his truck. The driver killed a | 
pedestrian. 


murder, and sentenced each to 


William C. Byers, of George Byers Sons, Inc. (DeSoto-Plymouth), Cincinnati, points 
to Auto-Lite parts on a new DeSoto displayed at the Evendale (O.) plant in connection 
The higher court held both the | with Auto-Lite's “salute” program. Auto-Lite employes looking on are (from left) Helen — 
driver and the employer guilty of Toepke; Rose Greber; William Halker, factory manager, and Lorainne Tarmey. 


knew the driver to be reckless, sued 
the company for damages. The 
court refused to award 
damages and said: 


“It appears that the plaintiff 





serve five years in the penitentiary. 
Also, in Wilson v. Holloway, 208| gent driving. 
S. W. (2d) 178, the higher court .* € * 


held that if testimony shows that 
the occupants and driver of an Death Blame Shared 





automobile drank together and be- re MISSOURI Transp. Co. v. 
Howard, 143 S. W. (2d) 538, it| negligence of the driver must be| MoTIVE NEWS WANT ADS! Are you? 


came intoxicated, all occupants of 


the car are responsible for negli-|was disclosed that a number of 


(Marsh) was fully cognizant of the 
- : reckless propensities of the driver 
persons were drinking intoxicants | of the bus.” 


and driving around. They had a 


wreck. The back pages of every issue of AUTO- 


The higher MOTIVE NEWS contain the WANT AD 
8 court held that the Section. Others are profiting from AUTO- 


















LO-HI-D 


Weaver Lo-Hi-Draulic Jacks are geared to the 
faster, more exacting pace of modern service 
operations. You can count on them to slash job 
time and boost job profits. 

The Lo-Hi-Draulic rolls freely on big ball- 
bearing wheels and ball race casters. Quick-Lift 
Lever located near base of handle was introduced 
by Weaver to promote quick, convenient spotting 
of jack and to speed travel of saddle to load. The 
lever can also be used to lift light loads in close 
quarters. 

The three Weaver models shown above look 
alike and operate alike, varying only in size and 











STREAMUNE YouR 
service operanions witd * 


WEEE! 


WA-72 — 2-TON MODEL 


WA-73 — 4-TON MODEL 










RAULIC JACKS 


THERE'S A SIZE 
FOR EVERY NEED 










WA-75 — 10-TON MODEL 


capacity rating. All three lift to a 24” high. The 
long, low chassis simplifies spotting under mod- 
ern cars with extreme overhang. Jack slips under 
the lowest axle, even with tire flat, and lifts 
high enough to permit easy removal of wheel 
despite extremely low fender line. Safety valves 
prevent overloading. Removable, spring-balanced 
handle operates on any phase of stroke... stays 
in vertical position when not in use. Safety latch 
prevents accidental lowering of load. 

All Weaver Lo-Hi-Draulic Jacks are also 
adaptable for transmission removal and replace- 
ment service. 


See your Weaver jobber or write us for Bulletin AN-461 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S. A. 


SERVICE SHOP EQUIPMENT 


Complete Weover line includes — Twin Post Lifts. ..Unit Lifts...Wheel Align- 
ment Equipment . . . Headlight Testers .. . Brake Testers... Wheel Balancing 
Equipment. ..Jocks...Wheel Dollys...and Air Compressors. 
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How Pa. Dealers Make Workers Happy . . . 


By George E. Shelley 
Staff Correspondent 


HARRISBURG, Pa.— (UTPS) - 
Latest results from a series of 
surveys conducted during the past 
seven years by the Pennsylvania 
Automotive Assn. indicate that 
Pennsylvania dealers are “very 
much interested in their employes 
and have done something about 
keeping their employe relations up- 
to-date.” 


In announcing the results of 
the survey on employer-employe 
relations in the average Pennsyl- 
vania automobile dealership as 
taken from 1,480 completed 
questionnaires submitted by PAA 
members, Claude S, Klugh, the 
group’s general manager, ex- 
plained: 

“For the past seven years we 
have conducted a survey of wages, 
hours and working conditions in 
dealer service departments. Each 
year nearly 1,500 dealers answer 
our questionnaire. As a result, we 
are in a good position to show the 


| trends taking place on the various 
-_— covered. 


“Seven years ago many dealers 
gave little or no thought to grant- 
ing holidays with pay, a shorter 
work week, employe facilities, paid 
vacations and group insurance.” 

Klugh outlined a summary of 
conditions existing in the average 
Pennsylvania dealership, which he 
said is of primary interest to the 
individual dealer “because it shows 
average conditions existing 
throughout the state so that he can 
determine if’ his own employer- 
employe relations program is in 
tune with the times.” 

Following are the conclusions 
reached from the survey: 


HOLIDAYS — Six nationally 
recognized holidays are granted 
with pay by 87 percent of the 
reporting dealers. These are New 
Year’s Day, Memorial Day, Inde- 
pendence Day, Labor Day, 
Thanksgiving and Christmas, 
WORK WEEK — Of the 1,480 

dealers who returned completed 
questionnaires, 554, or 38 percent, 
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Keeping in ‘Tune’ with the Times 


reported that their mechanics 
worked 44 hours per week. One 
hundred sixty eight, or 11 percent, 
of the total indicated that their 
mechanics worked more than 50 
hours per week. Very few, except in 
larger cities, indicated less than 44 
hours. The balance of all dealers 
reporting said that they worked 45 
to 50 hours per week. It is interest- 
ing to note that 88 percent of the 
service departments have a regular 
work week of 44 to 50 hours. 


COVERALLS—83 percent of the 
reporting dealers indicated they 
furnish coveralls for their me- 
chanics, with 78 percent paying at 
least half their laundering cost. 


EATING PLACE Something 
new to some dealers; old to others! 
A substantial number reported that 
they provide a place for mechanics 
to eat and few stated they furnish 
free coffee. 

NUMBER OF MECHANICS—Re- 
ports from Pittsburgh and Phila- 
delphia indicate 10 or more me- 
chanics employed per dealer, while 





Dealers Elect in Virginia— 

The Northern Virginia Automotive 
directors. Shown are (from left) Charles Mason, director; Grayson Douglas, treasurer; 
Julius Pruss, director; Walter H. Eyles, president; Robert Stewart, vice-president, and 


Burton Kephart, secretary. 
are Martin Logan and Douglas Stewart. 


Dealers Assn. 










has elected new officers and 


Other directors, in addition to Eyles, Kephart and Pruss, 








cities having over 25,000 population | the large cities, compared with 


employ eight to 10 mechanics. 
Smaller cities and towns reported 
an average of five. 


FLAT RATE OR STRAIGHT 
TIME—More mechanics are paid 
on straight time than on flat rate, 
especially in the rural areas. 
However, flat rate is gaining each 
year. This year’s survey showed 
nearly 50 percent of the reporting 
dealers pay on a flat rate basis in 








Why te lade pr 
PUROLATOR 





FULL-FLOW 


MICRONIC FILTER 


V Full-flow rates within practical filter dimensions: 
The famous “accordion-pleated”’ Micronic* filter ele- 
ment has up to ten times more filtering area than 
old-style filters—gives high flow rates in a minimum 


of space. 


¥ Ultra-micronic filtration: High flow rates are, of 
course, meaningless unless effective filtration is main- 
tained, too. Electron micrographs prove that the 
Purolator* Micronic filter stops particles down to 
submicrons—.0000039 in.! 


v¥ Maximum dirt storage capacity: The pleated de- 
sign of the Micronic filter element provides many 
times more dirt storage space than old-style filters. 
This important advantage means uniform, efficient 
performance and a lengthy service life. 


v¥ Minimum pressure drop: The Purolator Micronic 
filter element introduces a remarkably small pressure 


drop in the lubricating system . . 


. permitting pumps 


of practical size and simple type. 


¥ Willnotremove or absorb additives: With Purolator 
Micronic filtration, you keep all the oil quality you 
pay for. The Micronic filter element will not strip 
additives . . . an important advantage with modern 


HD and heat-resistant oils. 


*Reg. U.S. Pat. Off. 





Purolator Micronic Filters in a typical Diesel full-fiow installa- 





tion. Although the Purolator Micronic filter elements measure 
only 4% in. by 9 in., each one filters 9 gallons of oil per min- 
ute, giving a total of 27 g.p.m. for the complete filter unit. 


Tue advantages of Purolator Full- 
Flow Micronic filtration—wherein all 
the oil is filtered each time it passes 
through the engine—have been dra- 
matically demonstrated during the past 
few years. In some instances engine life 
has been increased by thousands of 
hours, bearing and ring wear has been 
reduced to Almost imperceptible mini- 
mums, and engines have been made to 
operate efficiently where air-borne ab- 
rasives formerly destroyed them in a 
matter of hours. One after the other, 
leading makers of Diesel and gasoline 


engines and vehicles are adopting full- 
flow lubrication . . . and standardizing 
on Purolator Full-Flow Micronic filters. 
In some fields, manufacturers are find- 
ing that full-flow lubrication is becom- 
ing a necessary feature to maintain a 
competitive sales position. 

Time and again, in impartial tests 
conducted by vehicle and engine manu- 
facturers themselves, Purolator Mi- 
cronic filters have been proved best on 
all counts. . . fineness of filtration, long 
service life, ease of servicing. 

Our Engineering Department will 


gladly co-operate in helping you prove — 
in your own way, on your own equip- 
ment—that there is no finer filter made 
than Purolator. Simply write, describing 
your equipment and filter requirements. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey, and Toronto, Ontario, Canada 


Branch Offices: Chicago, Detroit, Los Angeles 










PUROLATOR 
MICRONIC OIL FILTER 


“FIRST IN THE ne FIELD OF FILTERING” 





25 percent in the rural areas, 


VACATIONS—Paid vacations are 
becoming the rule rather than the 
exception with the number of days 
or weeks, depending on the length 
of service. Ninety-six percent of the 
reporting dealers in the larger 
cities and 88 percent in the rural 
areas stated that they granted paid 
vacations in 1952. 


GROUP INSURANCE—This, too, 
is fast becoming the rule in most 
dealers’ employer-employe relations 
programs. Seventy-five percent of 
those reporting made group in- 
surance available for employes in 
1952. 


OTHER BENEFITS — Many 
dealers report that they hold 
annual parties for their employes. 
Christmas parties and summer 
picnics, they note, are becoming 
popular as goodwill instruments in 
employe relations. 


Maremont Forms 
3 Export Firms 


CHICAGO.—To streamline its ex- 
port business and open new world 
markets, Maremont Automotive 
Products, Inc., has formed three 
new corporations and started a new 
leaf spring manufacturing plant in 
San Juan, P. R., it is announced by 
Howard E. Wolfson, president of 
Maremont. 

The new corporations, all wholly 
owned subsidiaries of Maremont, 
are Maremont International Corp., 
a trade corporation operating in 
the western hemisphere; Maremont 
Overseas Corp., a trade corporation 
operating outside the western 
hemisphere, and Maremont Mfg. 
Corp., a Delaware firm that oper- 
ates the new Puerto Rico plant, 
devoted exclusively to the export 
market. 

J. Theodore Wolfson, director of 
exports of Maremont, has been 
elected president of the three new 
corporations. 


Stars with Cars, Too 


Merrick A. Coles jr., former 
college football and baseball star, 
has been promoted to used-car 
manager of Automobile Sales Co., 
309 Union Ave., Memphis. Coles was 
an athlete at Christian Brothers 
College and Memphis State College. 















YES, DO A 


DOUBLETAKE 


AT THIS... 


COMBINE 
YOUR 
VACATION 
With Your 


SPRING 
}) CAR 
BUYING! 


Nowhere will you find as clean, as 
big, as well serviced, a fleet of luxury 
cars (over 500) under one roof as 
Couture’s. Take yourself to fabulous 
Miami Beach and at the same time 
find yourself remarkable and irre- 
sistible values in these “like new"’ 
cars —all models! Save time — yes, 
save money too. Call, Write or Wire 
(Teletype MM79) NOW... 


COUTURE 
CAR RENTALS 
Executive Offices — 825 Fifth Street 
Miami Beach, Florida 
Miami Beach's Oldest & Largest 
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Affecting Factories and Dealers... 
Auto Advertising 


By George Deery 
Associate Editor | 

Auto accounts no doubt played| 
an important part in placing sev-| 
eral ad agencies among the 52 with | 
billings of $10 million or more last | 
year. 

J. Walter Thompson (Ford), | 
“perpetual leader in agency bill- | 
ings, again topped the field last | 
year with estimated billings of 
$142 million,” according to Ad- 
vertising Age. This compared 
with $138 million in 1951. 

Batten, Barton, Durstine & Os- | 
born (DeSoto), in third place, is 
credited with $118 million, against 
$104,100,000; McCann-Erickson 


(Chrysler), fourth, $94 million 
against $81 million, N. W. Ayer & 
Son (Plymouth), fifth, $86,500,000 


versus $85 million, and Grant Ad- 
vertising (Dodge), ninth, $45 mil- 
lion, campared with $42 million. 

Kudner Agency (Buick), 12th, 
jumped to $39 million from $34,500,- 
000, and Maxon (Packard), 20th, to 
$30 million from $27 million. Camp- 
bell-Ewald (Chevrolet), 23rd, had 
$28 million, the same as in the pre- 
ceding year. MacManus, John & 
Adams (Cadillac-Pontiac), 25th, in- 
creased to $22,500,000 from $18 mil- 
lion, while Geyer Advertising 
(Nash), 28th, remained the same as 
in 1951—$20 million. 

Brooke, Smith, French & Dor- 
rance (Hudson), 31st, the Adver- 
tising Age compilation points out, 
raised its billings to $19 million 
from $18 million. William H. 
Weintraub & Co. (Kaiser-Frazer), 
31st, is credited with $19 million, 
as compared with $18 million. 


Roche, Williams & Cleary (Stude- 
baker), 47th, is tagged with $11 
million, which compared with $9 
million in the preceding year, and 
D. P. Brother & Co. (Pontiac), 49th, 
$10,600,000, whereas in the prior 12 
months its total was $10 million. 

* * * 


C. P. Fisken Dies 


Cc. P. Fisken, 60, ad manager of 
Chevrolet from 1934 to 1946, died 
last week at the Mayo Clinic in 
Rochester, Minn. 
At the time of his 
death, he was 
president of Ad 
Counselors in De- 
troit. 

Before becom- 
ing ad chief of 
Chevrolet, Mr. 
Fisken was man- 
ager of the divi- 
sion’s truck de-| 
partment for} 
three years. In| 
the ad post, he was also director | 
of the Soap Box Derby. 


* * * | 


Heads Ross Roy Research 


Ross Roy, president of Ross Roy, 
Inc., ad agency, has announced the 
appointment of Robert E. Riordan 
as research director. | 

Riordan, who joined the agency | 
some weeks ago, has been doing 
research and market analysis ever 
since his graduation from Michigan 
State College in 1940. He was with 
Maxon, Inc., prior to joining Ross 
Roy. 








C. P. Fisken 





* * * 


Army Times Promotions 


R. W. Hunsehe has been named | 
general manager of Army Times | 
Publishing Co., Washington, and 
Allan S. Waldo, ad manager, has 
added the title of business man- 
ager. 

Donald Mace, editor of Air 
Force Times, has been appointed 
executive editor, supervising 
Army Times, Air Force Times 
and Navy Times editorial activi- 
ties. 





* Bo tk 


D. P. Brother Staffs Grow 


Expansion of the creative and 
management staffs of D. P. Brother 
& Co., ad agency with offices in De- 
troit and New York, has been an- 
nounced by Clarance Hatch jr., ex- 
ecutive vice-president. 

Additions to the creative staff 
are writers E. J. Baldwin, Alex 
Darragh, John W. Gafill, Robert F. 
Higbee, Stephen J. Manhard, Der- 
mott F. McCarthy and Sylvester 
Nemes, and artists Robert R. Clark 
and Paul R. Meyers. 


Sherburne C. Brown has joined 





the company as account ex- 
ecutive. Albert C. Cochrane, 
formerly of the copy department, 
has been assigned account execu- 
tive duties, Val Corradi, formerly 
of the copy department, has been 
named account executive of the 
sales promotion department 
serving the Oldsmobile account. 
William L. Keene, artist, has been 
assigned to the R. O. W. Sales Co. 
account, of which Richard A. 
Young is the account executive. 
I. E. Reynolds has been named 
office manager in Detroit. Other 
new employes are Joseph P. Henry 


in the media department and 
Thomas F. Cram in the IBM 
Records department. 

+ * * 


Show Edition Is Program 

A special tabloid auto show 
edition of the Lawrence (Mass.) 
Sunday Sun was used by the 
auto dealers’ association in that 


city for distribution as the of- 
ficial program of its show, ac- 
cording to John P. 8S. Mahoney 
jr., publisher. 

Dealers in the group ordered an 
| advance printing of several 
thousand copies of the 24-peage 
supplement. 


k * * 


| Hamill Wins Promotion 


W. R. Heckethorn, 
president of Heckethorn Mfg. & 
| Supply Co., has announced the pro- 
| motion of John 
Hamill to. sales 
and ad manager 
of the Littleton, 
Colo., firm, which 
manufactures 
shock absorbers, 
other automotive 
products and mu- 
nitions for the 
armed services. 

Hamill left the 
ad department of 
Rocky Mountain 
News, Denver, early in 1952 to join 
the firm as manager of the ad de- 
partment. 

His promotion followed the resig- 
nation of L. T. Lathrop, who be- 
came sales manager of D. & V. 
Mfg. Co. in Birmingham, Ala. 





John Hamill 


sales vice- | 
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Chevrolet Parts Champ Cited in Pittsburgh Zone— 


William Coyne (center), of Beyerl Chevrolet, Turtle Creek, Pa., is congratulated by 
Chevrolet's eastern region parts and accessories manager, A. R. Kilgore (left), for 
earning the highest point total in the 1952 Pittsburgh Zone Parts and Accessories 
Record Club. Zone Parts Manager Ernest Stafford watches at right. Named as officers 
for 1953 were the following parts managers: Coyne, president; Leonard Stoudnour, 
Hershberger Garage, Martinsburg, Pa., vice-president; John Schnur, Chevrolet Harpster, 
Philipsburg, Pa., secretary, and Thomas Claybaugh, H & B Chevrolet, Charleroi, Pa., 
treasurer. The offices are awarded annually to the parts managers who make the 
highest point totals. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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PISTON RINGS 





Manufacturers have recognized the 


engineering and production skills 


of McQuay-Norris in the piston ring 


field for more than 42 years. 


For Piston rings to meet every requirement 


—no matter how exacting — 


our engineering know-how is at your disposal. 


MCQUAY-NORRIS MFG. CO. 


ST. LOUIS 


10, MO. 








Rambler Station Wagon— 


The 1953 Nash Rambler custom station wagon is said to meet the needs of owners 
requiring both passenger and cargo space. It features simulated wood grain on 
steel side panels. The rear seat can be lowered to increase the cargo compartment. 
The station wagon features an improved engine, a 25 percent larger one-piece wind- 
shield, new exterior color selections and new interior upholstery and trim combi- 
nations. Other 1953 Rambler station wagon-type models include the Custom Green- 





brier and the Suburban. 


Murray and Jim Britt. Hood is a 
motorbike enthusiast and owns a 
“Brute,” said to be the fastest 
motorcycle in the world. 


Downey Nash Deal 

A Nash dealership for the 
Downey (Calif.) area has been 
opened by Bud G. Hood, Bill 
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Hydra-Matie Drive Optional . . . 





‘03 Ramblers Offer More Power 


1‘ Ramblers, featuring continental 


| design, Hydra-Matic as extra-cost 
|equipment and, according to H. C. 


Doss, sales vice-president, ‘“Amer- 
ican passenger comfort.” 

Styled by Pinin Farina, Euro- 
pean designer, the new Rambler 





Oil Refinery Capacity 
Reported Up Sharply 


WASHINGTON. — Before the 
end of this year, the nation will 
have a million barrels a day of 
new petroleum refining capacity 
over and above that which 
existed on Jan. 1, 1951, the Na- 
tional Petroleum Council was 
told last week. 

Dr. Robert E. Wilson informed 
the council that the increase in 
refining capacity had already 
cost the petroleum industry 
about $900 million. Wilson has 
served as chairman of the NPC’s 
“million barrel committee.” 





IT DOES THESE JOBS—AND MORE! 


Accounts Receivable Ledgers and 


Statements * New-Car Deposits 
Monthly Financial Statement 
General Ledger * Payroll 
Accounts Payable * Age 

Revenue Distribution 


Analysis °¢ 





A SIMPLE TURN of the job selector knob 
changes jobs in a second—gives choice of any 
four accounting operations controlled by each 
sensing panel. Any number of panels may be 
used, so there’s no limit to the number of jobs 
a Sensimatic will do. 


| \]7ASH last week unveiled its 1953, line includes a convertible, station 


wagon and a hardtop convertible. 

Unitwise, Ramblers accounted for 
about 36 percent of all the retail 
sales posted by Nash last year, as 
against 33 percent in 1951. 

a4 + + 

| \JASH dealers’ sales of Ramblers 
+‘ in 1952 were good for 2.3 per- 
| cent of all the business done in the 
jlow-priced field. In 1951, Nash 
settled for 1.7 percent of that 
| market. 
| For 1953, Ramblers will offer 
more power, 25 percent larger 
one-piece windshields and a con- 
tinental rear tire mount as 
standard equipment on both con- 
vertibles. 

The new Ramblers have a longer, 
|lower and wider appearance than 
their 1952 predecessors. Front 
fenders rise above a lower hood, 
promising greater visibility. 

* * * 
a engines for 1953 are 
rated at 85 horsepower with a 

compression ratio of 7.25 to 1, as 
compared with 82 horsepower in 













No other accounting machine is so universally useful— 
can do so many accounting jobs with such speed, . 
such ease .. . at such a saving! 


There’s practically no limit to the number of accounting 
problems your Sensimatic can solve! Its most 
remarkable feature—the sensing panel or “mechanical 
brain”—automatically directs it through every 
operation—effortlessly, unerringly. Moreover, the 
Sensimatic’s many other automatic features and highly 
efficient design save costly working time and operator 


effort . .. make it simple to learn, easy to use! 


Why not see for yourself how much more Sensimatics 
can do for you? Simply call your nearby 
Burroughs office, listed in the yellow pages of the 
telephone book. Burroughs Adding Machine Company, 


Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE'S 





Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 


Burroughs 


| 1952 at the same compression ratio. 
Doss says the engines for 1953 
feature a new induction system 
incorporating larger valves, re- 
designed combustion chambers, 
improved manifolding and a new 
“high-lift” camshaft. 
When Hydra-Matic transmission 
is installed, the horsepower of 
Rambler engines is increased to 90, 





Tire Mount Standard— 


The continental rear tire mount is 
standard equipment on the 1953 Nash 
Rambler convertible and Country Club 
hardtop convertible models. Mounting the 
spare tire behind the rear deck, Nash 
says, adds greater space in the luggage 
compartment. The tire mount is hinged to 
tilt backward for easy access to the rear 
deck handle. 


x * * 


and the compression ratio stepped 
up to 7.3 to 1. 

The new Rambler grille is of oval 
design, highlighted by a bar bear- 
ing the Nash crest. The air intake 
of Nash’s “Weather Eye” air and 
heating system has been redesigned 
and extends along the entire width 

(Continued on Page 37, Col. 2) 


Trip Across U.S. 
Took Driver 63 
Days in 1903 


NEW YORK.—How an auto- 
mobile was “wrestled” across the 
United States for the first time, 
west to east, despite incredible 
difficulties half a century ago, is 
recalled by Tom Mahoney in the 
March Reader’s Digest. The trip 
required 63 days. In 19 of them, no 
mileage was recorded because of 
mud and mishaps. 

The car was a two-cylinder Win- 
ton. Driving it were Dr. Horatio 
Nelson Jackson, a physician of 
Burlington, Vt., and his chauffeur, 
Sewell K. Crocker, of Tacoma, 
Wash. 


Mahoney’s article says Dr. Jack- 
son’s route across the then road- 
less west followed the Union Pacific 
tracks for long distances, the car 
actually bumping over the cross 
ties. Telegraphers flashed ahead 
word of his approach. Cowboys who 
had never seen an automobile rode 
miles to see the “mad doctor” and 
his car. 


Dr. Jackson started his historic 
trip from San Francisco on May 
23, 1903, having wagered $50 that 
he could make the crossing in three 
months. To avoid the Nevada sands, 
he drove north into Oregon and 
then eastward by way of Pocatello, 







Id.; Cheyenne, Wyo.; Omaha, 
Chicago, Toledo, Cleveland, Buffalo, 
Rochester and Albany to New 
York. 


A few days after his start, a 
Packard and an Oldsmobile, with 
professional drivers at the wheels, 
set out from San Francisco to over- 
take him. The former was in 
Nebraska and the latter in Colo- 
rado when the mud-covered Win- 
ton ended its run at New York's 
old Holland House at 4:30 a.m. 
July 26. 

Now 81, Dr. Jackson still lives 
in Burlington and looks back on a 
career that has included mining in 
Mexico and Alaska, publishing 4 
newspaper and heading a bank. 
Except for military service in 
World War I, he regards his 1905 
cross-country trip as his most ex 
citing adventure. 

The $50 bet, he says, was neve 
paid. 


Bus, Truck Rules Asked 
OTTAWA.—The New Brunswic! 
Federation of Labor has asked th« 
Governinent for regulation of buse 
and trucks in that area of Canada 
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Emblem Cap— 


All 1953 Nash Rambler models have a 
new fuel tank cap flush-mounted in the 
left rear fender. It incorporates a chrome- 
plated “N"’ which serves as a handle. 
The die-cast housing of the larger tail- 
lights blends smoothly with new, larger 
rear fenders, Nash says. 


Car Performance 
Tied to Improved 


Lubricating Oil 


DETROIT. — Improvements in 
lubricating oil have played a vital 
role in automobile engine progress, 
Earl Bartholomew, Ethyl Corp. re- 
searcher, told the American Pe- 
troleum Institute here last week. 
Present-day engines, he said, de- 
liver 80 percent more power per 
cubic inch of displacement than 25 
years ago. 

Bartholomew spoke on “25 Years 
of Crankcase Oil Performance” at 
a meeting sponsored by the lubri- 
cation committee of API’s market- 
ing division. 

The dependability and utility of 
today’s motor vehicles, Bartholo- 
mew said, are due in large measure 
to the improved properties of 
motor oils. He noted that the de- 
velopment of solvent-refined oils, 
and the subsequent use of new 
additives, have led to motor oils of 
improved viscosity and cleanliness 
characteristics. 

This in turn promotes higher 
average road speeds and year- 
round use, he said, adding that 
the improved oils, have made it un- 
necessary to crank a car by hand 
in winter and have greatly reduced 
the necessity for the winter radia- 
tor front and other devices former- 
ly required for cold-weather start- 
ing and driving. 

Bartholomew predicted that the 
use of additives in engine oils will 
increase further as the compression 
ratios and power of engines con- 
tinue to rise. 


MEWA Schedules 


Business Clinic 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn.’s middle 
Atlantic business conference will 
be held at the Bellevue-Stratford 
Hotel in Philadelphia Apr. 20, the 
day before the opening of the Mid- 
dle Atlantic Regional Automotive 
Show, it was announced at MEWA 
headquarters here last week. 

“Prospecting for Profits” will be 
the theme of the conference, which 
begins at 9:30 a.m. The program 
is being built around management 
problems, methods, and procedures 
as a means of increasing profits. 

MEWA officials attending the 
conference will include Ray Graff, 
president; B. W. Ruark, general 
manager; J. Howard Reed, man- 
agement and legislative counsel, 
and Carl B. Dietrich, director of 
member services. 


LEASE CARS 
AND TRUCKS 


to save your market? 


An authority on leasing with five years’ 
experience in the field is available to 
CEALERS ONLY for consultation. Full infor- 
matien on how to set up a leasing company, 
rain ive proc es, pr potential, etc. 
Dally fee basis. Write L. R. Hall, 522 Fifth 
Ave., New Yerk. N. Y., TODAY. 














of the hood as an integral part of | 
the overall design. 

* * 
“@QUEEZE type” door handles 
“’ have replaced the “hook type” 
used in 1952. The fuel tank cap is} 
mounted flush in the left rear| 
fender. A chrome-plated “N” 
serves as a finger-grip on the cap. | 

Interiors of the new models have | 
been completely redesigned, includ- 
ing upholstery and hardware. The 
dash panel has been restyled to 
harmonize with the rest of the in- 
terior treatment. 

Clock and radio dials are 
mounted on the chrome panel. 
Instruments are located in a 
cluster directly in front of the 
driver on a protruding section 
which conceals the steering 
column, Gearshift and directional 
signal levers are also mounted on 
this panel section. 

Available as optional equipment 
on all models are “airliner reclining 















Pats. Pending 


Ramblers for 53 Bow 


Vore Power, Hydra-Matic Drive Are Offered; 
Restyled by Pinin Farina 


(Continued from Page 36) 
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seats.” In addition, an optional | 


combination of genuine leather and | ~ 


needlepoint upholstery is available | 
in all models. 


A total of 13 solid and two-tone | , 
exterior color combinations are! =" 


offered. 
6 e 9 ° | 

Filter Check’ Drive 
| e a 
To Open in April 
| RAHWAY, N. J. — Car dealers 
and service stations during April 
|will conduct a campaign for 
| regular inspection and replacement 
of the filter element in cars. 

It will all be a part of 1953 Filter | 
Check Time, sponsored by Puro- 
lator Products, Inc., and backed by 
a consumer and trade advertising 
and sales promotion program. 


Another objective of the cam-| 
paign is to further educate re- 
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Rambler Convertible— 








The 1953 Nash Rambler custom convertible is claimed to afford much of the safety 


of a sedan with the advantages of an open car. Overhead safety protection is 


| provided by two steel side rails framing the top of the side windows. These rails 


carry the built-in tracks for the electrically operated nylon top, available in black 


or tan. The convertible features a continental rear tire mount as standard equipment. 


whenever car owners are shifting 
from one seasonal grade of oil to 


|another, says the firm. 


Coast Aluminum Mill 
Planned by Harvey 


TORRANCE, Calif. — Plans for 
construction of the first rolling mill 





cular shapes have been announced 
here by Harvey Machine Co., Inc. 
Erection of the plant, which will 
cost approximately $20 million, will 
begin as soon as a site is selected, 
said Leo M. Harvey, president. 
The new mill is part of the ex- 
pansion goal set by the Defense 
Production Administration to in- 
crease facilities for the production 





tailers on the big extra sales and 
profit possibilities in filter changes 


and heat treating of aluminum 
sheets and strips, Harvey explained. 


on the Pacific coast for production 
of aluminum sheets, strips and cir- 
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spokes. 


ance weights. 


1—Easy to install—just snap on. 
2—Fits any car with 15” wheels. 
3—Heavy gauge stainless steel wire 


4—Solid, one-piece steel discs— 
gleaming chrome finish. 


5—Authentic *‘knock-off’’ type 
hubs. Perfectly balanced—do not 
interfere with existing wheel bal- 


6—Faster turn-over, higher profits. 
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GAY-LORD AUTOMOTIVE DIVISION —Dept. AN-3 
Gaylord-Shelton Inc., 1918-36 Prairie Ave., Chicago 16, Illinois 


Gentlemen: Please send complete details on your Gay-Lord 
Wire Wheel Discs at once to: 


AR ee a eee 


ChE co ccccccccevecccs ce MOMBrcccccescees 


DMM cciece sends speeebneaeseaneen 


START YOUR 


“Wheel of Fortune” 
ROLLING WITH 





Lor 
Discs 


( Continental Styled ) 


ody, 


They’re new... they’re in demand... they’re profit-packed— 
for you! They’re the exciting, stylish, last-word in the 
luxury touch for motoring moderns...smart, up-to- 


date Gay-Lord Wire Wheel Discs. They sell on sight! 


Start your wheel of fortune rolling and stock up 
now, to give your customers that fashionable, 
continental look for their cars at unbeliev- 
ably low cost. Yes, here’s that luxury look 
with quality construction...striking, 
sturdy, wire wheel discs with sensa- 


tional 1953 **knock-off”’ type hubs. 


$7950 


e set of four discs! 


by Gay-Lord 
at only 


= 
i 
i 


(Check Which) i 


eee GG a a aes eeeceense eee 


[ |} Jobber 


rs i 
| } Dealer = 
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Used-Car Auction Prices | 


Market Trend | 








The overall average price of used cars at wholesale rose to $1,120 
last week, as the price of ’53s was included in Automotive News’ index 
calculations for the first time. However, the index would have reflected 
a sharp loss to $942 if the ’53 prices had not been included. 

The market split between ’51 and ’50 cars, the index showed, with the 
newer cars making all the gains, and the older cars, including ’50s, 
taking all the losses. 

The price of ’52s was up $36, according to the index, with ’53s close 
behind with a $34 hike. ’51s were up $27. The biggest loss for the week 
was shown for ’46 models, down $42. Other losses were ’48s, down $37; 
49s, $25; ’50s, $20, and ’47s, $17. 

Activity at the auctions also hit a new low for more than a year last 
week, when only 54 percent of the offerings were sold. At 13 repre- 
sentative auctions last week, 1,586 cars were sold from 2,938 offerings 
—down 4 percentage points from a week earlier when 1,698 cars were 
sold from 2,909 offerings, or 58 percent. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


‘ , 595*, $1,535*, $1,550*; Bel Air, $1,775*. 

OAKLAND, CALIF. ’51 SL Deluxe sedan, $1,160. ‘50 SL 
(Pollock's Used Car Auction. Sale every Deluxe sedan, $1,005. ‘49 ae oa 
Prices are for sale of Feb. sedan, $820, $655, $755. "48 SM sedan, 

— $440, $630. '47 SM sedan, $495. *40 se- 


jan, $235. 
aol , ‘ . $2,465°.]_ < "= 
le teen Bovten "a Gen; a-ar. as ane*, DODGE—'49 Custom sedan, $560 
2-dr., $1,325*%. °49 Super 2-dr., $1.100*, | FORD—'52 Custom (8) sedan, $1,590, 
$1,210*. °48 Super conv., $700. '47 RM $1,750*. '51 Custom (8) sedan, $1,295*, 
conv., $545; 4-dr., $610. ‘46 Super 4-dr., $1,130, $1,100, $1,250*. '50 Custom (8) 
$425, $470. °41 4-dr., $170. sedan, $1,025. ‘49 Deluxe (8) sedan, 


CADILLAC—’51 (62) 4-dr., $3,050*; conv., ad = 
$3,565*. °50 (62) 4-dr., $2,600*, $2,.710°*. 
"49 (62) 2-dr., $1,955°. 


CHEVROLET—’53 %-ton pickup, $1,420 
’52 Suburban, $1,415. ‘51 SL Deluxe 
2-dr., $1,460; Bel Air, $1,555: 4-dr.. $1,- 
425. °50 SL Special 2-dr.. $980; FL De- 
luxe 4-dr., $1.105, $1.245, $1,125: SL 
Deluxe club coupe. $965, $1.130*, $1,050 
"49 FL 2-dr., $965. °48 FL 2-dr., $620; 
FM 4-dr., $680. °47 2-dr., $480. 


CHRYSLER—'48 Windsor 4-dr., $700. ‘47 
Windsor 4-dr., $390. 


DeSOTO—’51 Custom 4-dr., $1,440*, $1,- 
400*, $1,420*; club coupe, $1,430*. 


DODGE — '51 Coronet 4-dr., $1,350. °50 
Coronet 4-dr., $1,100. °49 %-ton pickup 
$705. °'48 Custom 4-dr., $605. °41 conv., 
$130. 

FORD — '51 Custom (8) 2-dr., $1,250°*: 
conv., $1,540*; Custom (6) 2-dr.. $1.145: | 
4-dr., $1,125. °50 Custom (8) 2-dr., | 
$985. $980; conv.. $1.195, $1,139; '%-ton 
pickup, $885. '49 Custom (6) 4-dr., $775: 
Custom (8) 2-dr.. $750, $785. $875: 4-dr. 
$785. °48 SD (8) conv., $680. °47 SD 
(8) 2-dr., $470: SD (6) club coune, $440 

HUDSON—’48 Super (6) 4-dr.. $465, $625. 
46 Super (6) 4-dr.. $385, $310. 

LINCOLN—’53 Cosmopolitan 2-dr.. $3 859*. | 
*52 Capri sedan, $3,025*. °49 4-dr., $990: | 
2-dr., $840. 

MERCURY—’51 club coupe $1,535*: 4-dr.. | 
$1,500*; conv., $1,520. "50 4-dr., $1.160. | 
"49 club coupe, $950, $980; 4-dr., $600; 
conv., $1,050. °'48 4-dr.. $600. 

NASH—'50 Statesman 4-dr., $755. °46 club 
coupe, $285. | 

OLDSMOBILE—’51 (98) Holiday. $2,200*. 
"50 (88) 2-dr., $1,380*%: club coupe, §1,- 
395°; 2-dr., $1,415*. '49 (88) 4-dr.. $1,- 
190°; (98) 4-dr., $1,095*. °48 (66) club 
coupe, $665. °47 (66) 4-dr., $610. ‘41 
4-dr., $110. 

PACKARD — ’48 conv., $400. °46 4-dr., | 








$260. 

PLYMOUTH—’52 Cranbrook 4-dr.. $1 495. 
*51 Concord business couve, $1,000: Cam- 
bridge 4-dr., $1,220: club coupe, $1,225: 
4-dr., $1,250, $1,305, $1.260. ‘48 SD| 
4-dr., $620; Deluxe 4-dr., $680. "41 
4-dr., $105; 2-dr., $145. 

PONTIAC—’51 conv., $1.655*. ‘50 Chief- 
tain (6) club coupe, $1,195: Chieftain (8) 
4-dr., $1,435*; conv., $1,295*. °49 Chief- 
tain (8) club coupe, $905*; SL (6) 2-dr., 
$980. °47 SL (8) 2-dr., $450. | 

STUDEBAKER —’'51 Champion 2-dr., $1,- 
050. °50 Champion 4-dr., $900. '49 %-ton | 
pickup, $780. °48 Champion 4-dr., $550. | 
"47 Champion 4-dr., $590, $600. | 

WILLYS—’52 Aero Lark 2-dr., $1.655. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 25.) 


(Sold 55 cars out of 87 offerings.) 

BUICK—’52 Special Riviera 2-dr., $2,220*. 
‘51 Special 2-dr., $1.425. °'50 Special 
2-dr., $805. ‘49 Super 4-dr.. $810. ‘47 
Special 4-dr., $500. '46 Super 4-dr., $210. 

CHEVROLET—’52 FI Special 2-dr., $1,- | 
495; SL Deluxe 4-dr.. $1,480; station 
wagon, $1,450. °51 SL Deluxe 2-dr.. $1.- 
285. ‘50 SL Deluxe club coupe. $920. '49 
SL Deluxe 2-dr., $700; FL Special 2-dr.. 
$560. "48 SM 2-dr., $615. '47 SM 2-dr., 
$480; FM 2-dr., $625, $545; club coupe, 
$555. °51 SM 2-dr., $130. 

DODGE—'47 2-dr., $480. 


FORD—’51 Custom (8) 2-dr., $1.500*: 
station wagon, $1,260; club coupe, $1 
155; Victoria, $1,355. °50 Custom (8) 
2-dr., $1,067. '49 Custom (8) 2-dr., $720. 
"48 SD (6) 4-dr., $510. °40 2-dr., $400. | 


LINCOLN—’'49 4-dr., $525. 


MERCURY—’52 4-dr., $1,815*. ‘49 4-dr., 
$625. } 


NASH—’'51 Statesman 4-dr., $1,095. 


OLDSMOBILE—’51 (88) 4-dr., $1,710*. °50 | 
(88) 4-dr., $1,335*, $1,345*. 


PACKARD—’49 (300) 4-dr., $625. 

PLYMOUTH-—'52 Cambridge 4-dr.. $1, 
300; Cranbrook 4-dr., $1,285. '51 Belve 
dere, $1,265; Cranbrook, 4-dr.. $1,180. | 
‘48 Deluxe 4-dr., $500. '47 SD club coupe, | 
$475; Deluxe 4-dr., $425 

PONTIAC—-'52 Chieftain (8) 4-dr., $1.755*. 
‘50 SL (6) 2-dr., $790. °49 SL (8) 2-dr., 
$1,067. '47 Chieftain (8) 2-dr., $405 

WILLYS—'52 Aerolark 2-dr., $1,065 "49 
jeep, $405. 








DALLAS 


(Southwestern Auto Auction. Sale every | 
Wednesday. Prices are for sale of Feb. 25.) 


(Market fair. Too many rough cars. 
Sold 47 cars out of 122 offerings.) | 


BUICK—'51 RM sedan, $1,445°. ‘50 se- | 
dan, $820, ‘47 sedan, $280. 


CADILLAC—'48 (62) sedan, $1,385°. 
OCHEVROLET—'52 SL Deluxe sedan, §1,- 


$790, $465, $620. '46 station wagon, $280 | 
"40 SD (8) sedan, $100 

HUDSON ‘48 Super (6) sedan, $360. '46)| 
Super (6) sedan, $195 





















BUICK—-'51 Super conv $1,510* Riviera 
sedan, $1,550*. 50 Super 4-dr $1,110. | 
’48 RM 4-dr., $600* 

CADILLAC—'49 (60) sedan, $1,470* 41] 
(61) sedan, $170 | 

CHEVROLET—'51 SL Deluxe sedan, §$1,- 


DeSOTO—’53 Custom sedan, $2,200* (P.S.) | PACKARD—’'49 sedan. $725. '47 Clipper, models held steady. Sold 





MERCURY 51 sedan, $1,255. °50 sedan 
$1,025, 949 sedan, $855, $1,025°. "46 se- (Compiled by Automotive News) 
dan, $180 
| OLDSMOBILE 51 (88) sedan, $1,625* March 1953 
| PLYMOUTH 51 Cambridge sedan, $1,365 $1,120" Model (to date) 
'50 Deluxe sedan, $890 1953 $2,366 
PONTIAC 51 Chieftain (8) sedan, $1,480 =9 
49 SL (8) sedan, $800, $750. °40 sedan 1952 1,849 
$155 1951 1,375 
| 1959 1,066 
LAUREL, MD. 1949 817 
(Colie’s Auto Auction Sale every 1948 603 
Wednesday. Prices are for sale of Feb. 25.) 1947 503 
(Price trend is up, and bidding was 1946 380 
active. Mild weather aided sale. Sold mine 
63 cars out of 89 offerings.) Overall ba: iia 
*'53 prices are included Average $1,120 


‘51 Deluxe sedan, $1,110*. $190. °46 (160), $410 of 383 offerings.) 


c—’ sus $18( . . 
FORD 52° Main’ Vs." sedan, $1,100, | PLYMOUTH—'51 Belvedere, $1,385, $1,150. 


5 , 5 "5 : 765. '48 SD se- 
$1,365*. °51 Deluxe (6) sedan, $825: 50 Deluxe club coupe, $765. "48 SD se 


BUICK 
per sedan, 2 at $2.300* 


Crestliner (8), $1,000. '50 Deluxe (8)| 48M, $525. '47 SD sedan, $495; Deluxe} 1 soss 9 at $1.645*. 


sedan, $710, $575. '49 Custom (8) club| Sedan, $600. "40 Deluxe sedan, $102.50.) gaeq" $4 o35° °$1.040°. 

coupe, $500; sedan, $815; conv., $895. | PONTIAC—'’51 Catalina, $1,740*. '50 De- $720, $745*, $780, $880". 

"48 SD (8) club coupe, $605; ‘%-ton luxe (6) sedan, $1,010. '49 SL (8) sedan, $335. 

panel, $300. '46 SD (8) sedan, $410 $700. °42 SL (8) sedan, $100. '41 SL (8) Ca - 
LINCOLN—'49 Cosmopolitan, $625 club coupe, $170 CADILLAC —'53 (62) sedan, 





MERCURY—’50 club coupe, $1,015. '49 | STUDEBAKER— ‘51 Commander (8) club (62) sedan, 2 at $3,600*, 


sedan, $755. | coupe, $1,100*. 


who live on farms 


ra i 
“eer -<. 


Average Used-Car Prices 


Feb 
1953 
$2,332 
1,813 
1,348 
1,086 

812 
640 
520 
422 


$ 953 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 


$ 


$ 


Jan 
1953 
2,349 
1,853 
1,346 
1,084 
852 
638 
509 
419 


=~ 


957 


925 , > NASH—’50 Ambassador sedan, $710, $660 TAY 

235° 50 FL Deluxe sedan $1,195*, . Ss a ow , 9 

$890; SL Deluxe sedan, $935; %-ton Statesman sedan, $685, $625 DENVER 

panel, $650. ‘49 SL Deluxe sedan, $750. | OLDSMOBILE—'51 (98) sedan, $1,600. °49 | (Denver Auto Auction. Sale every Tues 
’48 SM business coupe, $490; FL aero- (88) station wagon, $200. '46 (68) sedan, | day Prices are for sale of Feb. 24.) 
seaan, $625. $240. (Prices down as a whole, 


‘53 Super sedan, $2,950* 


but 
184 cars out 


‘51 Super 
"50 Special 
‘49 Super 


some 


"52 Su 
sedan 
sedan 
sedan 


"46 RM sedan 


$4.596* "52 
$3,945". ‘51 


(Continued on Page 39, Col. 1) 


In St. Joseph County, Mich., live 2479 farm families. They own 2884 automobiles, 
708 trucks, 1849 tractors. As you can see, these farm families would be out- 
standing customers in the eyes of automotive dealers and manufacturers alike. 


Main Street towns... 


4+OP BP <4?) 


In towns like this about 65% of the families are car-owners. If these people lived in a city like 
New York, only 41 % would be. In the largest city in St. Joseph County, Mich.—Sturgis—there 
are some 8000 people, 2300 families, more than 6 out of 10 of whom own one or more automobiles, 
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’51 Commander sedan, $1,125*. '48 Land | KAISER—'51 sedan, $900. '49 sedan, $740. 
Cruiser sedan, $520* '47 Champion se- | LINCOLN-—-'49 sedan, $880. 
| dan, $415* MERCURY—’'52 Monterey, $2,375*. '51 se- 
| WILLYS—'53 pickup, $1,700; Jeep, $1,210. | dan, $1,390. ‘50 sedan, $1,000, $1,070, 
| | $1,065. '49 sedan, $865". 
ALBANY N 8 NASH—'52 Rambler station wagon, $1,290. 
: ; P _—s wee - |; ‘50 Statesman sedan, $870. ‘48 (600) 
(Continued from Page 38) (Tim Anspach Auto Auction. Sale every | sedan, $310 
“ : in tine oes P a ‘ iam ; : g Monday. Prices are for sale of Feb. 23.) | OLDSMOBILE—’'53 (98) Holiday, $3,280*. 
sodac "aan $2,370" * 95 ba0e an veer aso. Sualaty bhiteaeee ee a oe (Prices making an uneven advance as ‘52 (98) sedan, $3,100*. '51 (88) sedan, 
sedan, a 370*, $2,520°. $760. 48 SD (8) sedan, $375, $475 17 | 'S51s and '52s provide most of the power. | $1,711. "50 (98) sedan, $1,380* 
CHEVROLET— 53 Bel Air sports coupe sD (6) sedan, $505 Some sharp cars brought as much as $50 PACKARD ‘50 (300) conv., $1,610° 
$2,195, $2,250, $2,310, $2,450°; %-ton | KAISER—'48 sedan, $375. ‘47 sedan, $205 higher, and strength was concentrated |?“ YMOUTH—’53 Belvedere, $2,315; Cran 
a 52 Bel - oon $1,- | EINCOLN—'51 Capri sedan, $1.655* on favored models. Sold 84 cars out of ye ee ‘51 Savoy, $1,460 
820*; SL Deluxe sedan, $1,520*. $1,620, | MINCOL! ‘ Ce sedan, $1,65% 116 offerings.) $1,430; Cranbrook sedan, $1,000; Con- 
$1,625, $1,650, $1,675, §1.685*: %-ton Cosmopolitan sedan, $890 Bt a —_ aan cord sedan, $1,000. ‘47 SD club coupe, 
pickup, $1,125, $1,245. °51 Bel Air, $1,- | MERCURY—'53 sedan, $2,455°. ‘51 sedan, | BUICK—'52 Special sedan, §1.S50*._ °51) 640 
430°, $1,585°; SL ‘Deluxe sedan, $1,250*,| $1,425°, $1,545°. "48 sedan, $515. “47| FAP viens, sedan, SL TtO) $8709, | PONTIAC ‘53 Catalina, $2,925*; Chieftain 
$1,150, $1,195, $1,200". ‘50 Bel’ Air, $1,- conv., $375. °46 sedan, $390. $455 - Super sedan, $1 250, 91,250, $1,290 (8) 4-dr., $2,600*. '52 Catalina, $2,32: 
130, $1,260, $1,320; FL Deluxe sedan, | NASH—’'51 Rambler Country Club, $1,090* $1,000. 41 Spucial 2 ¢ * tae Geeet ‘51 Chieftain (8) conv., $1,530°; s 
$790, $855, $910, $925, $965, $975, $985*, '50 Statesman sedan, $770*. ‘49 (600) ‘-dr., $200. pecial 2-dr., $100. '39 Special | §1,500*; station wagon, $1,775* 
$990, $1,075°. "49 SL Deluxe’ sedan,| sedan, $465". '46 (600) sedan, $240 auido a a a 
$760, $770 785, $840, $880, $895. °48 OLDSMOBILE—’5: ‘ vs ia aialeti CADILLAC 49 (62) sedan, $1,610 4s 
SM sedan, $495, $500, $535, $550, $555, . - : LE > 53 (98) Holiday $3,495* ; (62) conv $1,410; (61) sedan, $1,125 VAI DOSTA G A 
$615, $675. ‘47 SM sedan, $500. ona be ener be ace", ds tte: "6S. (98) | ce mmsine, $500 ace oe eee 
é ° «,50 . a, o*, 90,14 oe tft ) . Ta ~ me . © T Pw , sale >very 
CHRYSLER—'53 NY sedan, $3,245*; Wind-| Holiday, $2,720". ‘51 (88) sedan, $1,- | CHEVROLET —'53 Bel Air club coupe, $2.-| wiigay" prices are for sale of Feb, 200 
sor sedan, $2,600*, ‘52 Saratoga sedan, 605* "50 (88) sedan, $1,265*, $1,275* 330 , sedan, $2,161* 52 Bel Air, $2,- ; pee a ee 
$2,150*, $2,250*, $2,355*. °51 NY sedan, '49 (98) sedan, $935*, $1,010*. "48 (98) | 200°; SL Special sedan, $1,370, $1,300. | (Sold 220 cars out of 447 offerings.) 
$1,450*, $1,505*, $1,630*. '50 Windsor| sedan, $365, $695*. ‘47 (66) sedan Si FL Deluxe sedan, $1,240; SL Special | BUICK—'53 RM Riviera sedan, $3,400°. 
sedan, $1,215". ‘49 NY sedan, $980*.| $405*, $410* sedan, $1,230. °50 SL Deluxe sedan, $1.-| +52 Special Riviera 2-dr., $2,050, $1, 
'48 Windsor sedan, $660*, $685° | PACKARD—'48 sedan, $475* cae "a6 ah Beeonel ae ee gseo. 47 | 825%:, $1,730. "51 Super 4-dr., $1,690°. | 
ad aed meee.» 5 eT sedan, ‘ $950. ‘49 SL Special sedan, $860. ‘47 | 1.535: 2-dr. 1.500*: "ee 
DeSOTO—'50 Custom sedan, $1,030 49 | PLYMOUTH—'53 Cranbrook sedan, $1,730,| SM_ sedan, $600. '41 MD sedan, $110, Sees 8 oe "3 ., 61.088". 6 
Custom sedan, $855*. $2,042*, $2,114*. °52 Cambridge s | $125 500*; Special 2-dr., $1,375*, $1,350 50 
se : —_— a 2,042*, $2,114". ‘52 Cambridge sedan, | 29. Super Riviera 2-dr., $1,460*; sedan, §$1,- 
DODGE—'53 Suburban, $2,225", $2,325* $1,205 51 Cranbrook sedan, $895, $1,-| CHRYSLER—'49 Windsor sedan, $970 350*, $1,000 ‘ E 
‘52 Meadowbrook sedan, $1,190*. ‘51 150. ‘50 SD sedan, $950. ‘49 Deluxe | . a i cae, ek web CADILLAC—’52 (62 3.500% °5 
Meadowbrook sedan, $1,150*; 1%-ton pick- sedan, $700. ‘48 SD sedan, $405, '47| DESOTO—'51 Custom conv., $1.530°. |) | CATIA gl Tg cy 
up, $750 '49 Wayfarer sedan, $660* sedan, $365, $395. DODGE- 51 Coronet club coupe, $1 330°. | (62) 4-dr., $2,850 oe (60) sedan, $2,- 
‘47 Deluxe sedan, $370* PONTIAC—'53 Catalina, $2,870*, $2,880* > “Gan in te aq $1.30 48 (60 ‘oni $1,350." eae 
, NTE 93 C a, $2,570°%, $2, +} station wagon, $1,525*: Victoria, §$1,- .300. 48 (60) sedan, $1,350. 
FORD—'53 Victoria, $2,145, $2,355*, $2,- Chieftain (8) sedan, $2,345, $2,525*, $2,- | 70*- , * 20*- C ‘HEV IT —'5s ir ‘ 
365*, $2,395", $2,415*, $2 435°. §21460° ae*. "62 Coletta (6) codes, O2.716°,| tor Oe, Be, Oe: Cee | re ae ake. fines ne ee 
365°, ,395*, 415°, $2,435*, ,450* ; 1 730° anos A 2 bate? oad | (8) sedan, $1,285. ‘50 (6) pickup, $625.| $2,375*, $2,150; (210) sport coupe, §$2,- 
Custom (6) sedan, $2,065. 52 Custom phe , vs sane ae Gee’ $2,095". 51 '49 Custom (8) sedan, $850, $780, $820,| 135*; sedan, $2,100; (150) sedan, $1,745. 
* ‘ata 335* "50 Catalina 7 750: stati ‘ ; , r 5. '51 Bel 
eS tee ok "heen , $1,650*, $1,- $865°, $i abe $1.458° ~ (50 Catalina, | $700, $750; station wagon, $930, $800; | 52 station wagon, $1,825. ’51 Bel Air, 
° , . é Sustom (8) sedan, . i: , 840° ea ‘papa s < | Custom (6) sedan, $640; Deluxe (8) se- | $1,400. ‘50 SL Deluxe sedan, $1,100, 
$1,140*, $1,195*, $1,205*, $1,240*, $1,-| sedan, $840*, $830 | dan, $650. '47 SD (6) sedan. $440 $1,000, $970, $895. 
| 


285*. °50 Custom (8) sedan, $880, $890, ' STUDEBAKER 


"52 1%4-ton pic 


| CHRYSLE 





kup, $850. ' HUDSON—’50 PM sedan, $845*. 


R-—'52 Saratoga sedan, $2,075*, 


TOGETHER make up your biggest automotive market 


More than half the people in America live in and 
about placeg like Sturgis— in towns of less than 
10,000 population, in cross-roads villages or on 
farms. The people who live here buy more than half 
the nation’s cars—-account for well over half the 





nation’s service business. That’s why the majority 
of America’s car dealers and service shops are located 
here. Dealers in towns like Sturgis can count on 
customers from both inside the town and from the 
surrounding farms. This is the Country-Side Market. 


NOW you can reach and sell the WHOLE Country-Side Market 


Automotive advertisers as well as dealers 
and jobbers the country over are well 
aware of the power of Farm Journal in 
the farm market. For 75 years Farm 
Journal has devoted itself to the interests 
of farm families. It is the largest selling 
and the most influential farm publication 
in America. 


Newer on the national scene—but already 
making its power felt is Pathfinder, the 





True tae 





Pathfinder 





a 
a * 


i 
‘ 





5 









Town Journal, the only news-base maga- 
zine devoted to serving the interests of 
Country-Side families exclusively. 


Like the people of the Country-Side 
Market, both farm and non-farm, Path- 
finder and Farm Journal belong side by 
side. Now you can buy them that way, 
together as the Country-Side Unit, with 
over 4,000,000 circulation concentrated 
in America’s best automotive market. 


THE COUNTRY-SIDE UNIT... 
More than 4,000,000 circulation concentrated 


among the best automotive customers in 
America’s biggest automotive market. 


SELLS THE WHOLE COUNTRY-SIDE MARKET 
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$2,000*, $1,875. ’50 Windsor sedan, §$1,- 
350*; club coupe, $1,110*,. ‘49 Windsor 
sedan, $725. 

DeSOTO—'52 sedan, $1,950*. ‘50 sedan, 
$1,150. 

DODGE—'50 Coronet sedan, $800*, $775 
49 Custom sedan, $630. 

FORD—’53 Custom (8) sedan, $2,085, $2,- 
075. '52 Victoria, $1,925*; ranch wagon, 
$1,835*; Custom (8) sedan, $1,775, $1, 
750, $1,675, $1,650, $1,630. ’51 conv., 
$1,300. °50 Custom sedan, $1,125, $1, 
010, $980. '49 Custom sedan, $750, $850 
$600. '47 SD (8) club coupe, $500. °46 
SD (8) sedan, $350 

KAISER—'51 Deluxe sedan, $620 

LINCOLN —’50 sedan, $925 

MERCURY—’52 club coupe, 2,150*, $2, 
050; sedan, $1,975. ’51 sedan, $1,420, 
$1,400, $1,350, $1,375, $1,360. '50 sedan, 
$1,100, $1,015. 

NASH—’51 station wagon, $1,175 

OLDSMOBILE—’53 (98) sedan, $3,300"; 
Holiday, $3,150*. '52 Super (88) sedan, 
$2,.320*, $2,100*. 

PACKARD—'52 sedan, $1,045. ‘49 sedan, 
$590. '48 sedan, $300 

PLYMOUTH-—'53 Suburban, $2,180, $2,125: 
Cambridge sedan, $1,815; Cranbrook 
conv., $1,450. '51 concord sedan, $1,225, 
$1,065. 

PONTIAC—'53 Chieftain (8) sedan, §2,- 
660*. '52 Chieftain (8) sedan, $1,975*. 


’51 Catalina, $1,715*; SL (8) sedan, §$1,- 
410*. '50 SL (8) sedan, $1,095*; Chief 
tain sedan, $1,060. 


CLEVELAND, O. 


(O. K. Auto Auction. Sale every Tues- 


day. Prices are for sale of Feb. 24.) 
(Demand is up for late model cars. 

Market appears due for a rise with 

spring just around the corner, Sold 27 

cars out of 62 offerings.) 

BUICK—’49 Super 4-dr., $915*. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 


450; SL Deluxe club coupe, $1,465*. °49 
SL Deluxe 4-dr., $815. 

DeSOTO—’51 Custom sedan, $1,355*. '48 
Custom sedan, $630*. 

FORD—’51 Custom (8) conv., $1,515*; 
Victoria, $1,410*. '49 Custom (8) 4-dr., 
$700*; Custom (6) 4-dr., $625. ’47 SD 
(8) 2-dr., $515; SD (8) 4-dr., $385. '46 
SD (8) 2-dr., $360. 

HUDSON-——’49 Commodore (8) sedan, 
$550*. 

MERCURY-—'51 club coupe, $1,340*. '49 


club coupe, $850. 
NASH—’51 Statesman sedan, $980; Ram- 
bler country club, $1,025*. '50 Statesman 
2-dr., $665. '49 (600) sedan, $465, $625. 
PACKARD—'49 Clipper (8) sedan, $590*. 
PLYMOUTH—'50 Surburban, $925. ‘49 
P20 2-dr., $550; SD 4-dr., $840. 
PONTIAC—’49 Chieftain (8) 2-dr., 


MANHEIM, PA. 


Auto Sales and Auction Co. 


$870". 


(Manheim 


Sale every Friday. Prices are for sale of 

Feb. 20.) 

(Market good. Sold 114 cars out of 

183 offerings.) 

BUICK -’53 RM 4-dr., $3,180*%; Special 
4-dr., $2,700*. '52 Super Riviera sedan, 
$2,650*, $2,240*. ‘51 Super 4-dr., §$2,- 
275*. '50 Super 2-dr., $1,240*%; RM 4-dr., 
$1,150*. "49 RM 4-dr., $860*. 

CADILLAC—’'52 (62) 4-dr., $3,690*. '51 
coupe deVille, $3,305*; (62) 4-dr., $2,- 
760*. '50 (62) 2-dr., $2,440*; conv., 
$2,360*. °49 (60) 4-dr., $1,660*. 


CHEVROLET— 
(210) 2-dr., $1,985. 
SL Deluxe 4-dr., 
station wagon, $2,340; 


'53 Bel Air sedan, $2,500*; 
’52 Bel Air, $1,880*; 
$1,455, $1,360. ‘51 
Bel Air, $1,500*. 


"50 Sedan Delivery, $680. 
CHRYSLER—’51 Saratoga 4-dr., $1,775*; 
| Windsor club coupe, $1,650*. ’50 Royal 


4-dr., $1,160. ’48 Royal club coupe, $720. 
’46 Windsor 4-dr., $430. 


DeSOTO—’51 Custom 2-dr., $1,500*; 4-dr., 
$1,330*; club coupe, $1,140. '50 Deluxe 
4-dr., $1,050. 

DODGE-~-’52 4-dr., $1,500*. ‘51 Meadow- 
brook sedan, $1,135*%; Coronet club 
coupe, $1,030*. '50 conv., $1,155*, °49 


station wagon, $1,150*. 


FORD—’53 Victoria, $2,310*; ranch wagon, 
$2,235; Custom (8) 4-dr., $2,200. ‘52 
Custom (8) club coupe, $1,680; Main 
(8) 2-dr., $1,390. ’51 Custom (8) 2-dr., 
$1,310. °50 station wagon, $940. 

KAISER—’51 4-dr., $1,010*, $925; 2-dr., 
$910*. 

LINCOLN—’51 4-dr., $1,610*; 4-dr., $1,- 
520°. 

MERCURY—’53 Monterey, $2,900*. °52 


4-dr., $1,940*, $1,840. '51 station wagon, 
$1,450*; 4-dr., $1,370. '40 4-dr., $140. 


OLDSMOBILE-—-’51 (98) Holiday, $2,200*, 
$2,020*. °50 (98) 4-dr., $1,440*; (88) 
, Col. 1) 


(Continued on Page 41 
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DEALERS!!! 
DON'T THROW AWAY 
Your ‘OLD’ BATTERIES 


Save over $100 per month rejuve- 
nating your old batteries with 
NEVER-FAIL. Why run up costs of 
replacement when you can have... 


New Life For Failing Batteries 


use NEVER - FAIL 


Battery Rejuvenator 


New scientific formula stops corrosion, 
sulphation, deterioration, over-heating, 
freezing and over-charging . . . the 
cause of battery failures. 


One application yearly keeps battery in 
perfect condition. Takes only a minute to 









service adds years of life to old 
batteries. 
Try sample order —24 units good for 


rejuvenating 24 batteries. 
Your cost only 


$18.00 


Send Check to 


NEVER FAIL SALES 
1906 S. Halsted St., Chicago 8, Ill. 
Exclusive Distributor Territories Open 
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Aircraft Engine Production 
Rolls at Chevrolet Plant 


BUFFALO. 
powerful aviation 
started to roll off 


Bigger and more| gine division makes 138 of the 1,896 
engines have! different parts that go into the two 
the lines of|engines. The ten Chevrolet plants 
Chevrolet's Aviation Engine di-| make 636 different parts, compared 
vision at Tonawanda, N. Y., it has| with 1,260 parts made by suppliers. 
been announced by T. H. Keating,| To give an idea of the complexity 
general manager of the Buffalo|of the new engines, each of them 
plant. contains 19,632 individual pieces, 
Capable of kicking out up to | not counting the carburetor, which 
3,500 horsepower, the new model | has more than 600 pieces, the coils, 
R3350-85 turbo compound engines | the wiring harness, two distributors 
will be used on combat and trans- | 2"4 two magnetos. 
port planes under the division’s B. D. Marshall, manager of de- 


contract with the Air Force and see Sere pee me 
fv | Chevrolet, explained some of the 


| problems of bringin the i- 
In all, 360 manufacturing plants | pe second ane into a. 
in 20 states contribute to the Chev- | duction. 
rolet aviation engine program. Ten| ‘ 4 r 
of these are Chevrolet plants and| . Our first impression of this en- 


350 ar liers. The Aviati En-| gine,” Marshall said, “was that it 
350 are suppliers. The Aviation En-| vas a duplication of the R3350-26W | 


with the addition of three power | 
recovery (turbo supercharger) 
units. As time went by, we were 
quite disillusioned on this matter, 
and found that we had practically 
another engine which had to be 
processed and tooled.” 


C. of C. Elects Pascoe 


T. C. Pascoe, president of Pas- 
coe Motor Co. (Ford), of Carne- 
gie, Pa., has been elected presi- 
dent and director of the Carnegie 
Chamber of Commerce. 


AVOID 
ta 


CcOosTs! 




















You can cut service repair and re- 


placement costs sharply by installing 
LISLE PLUGS as original equip- 
ment in crankcase, rear axle and 
transmission. The strong, perma- 
nent magnet in the LISLE PLUG 
attracts and holds metal particles 
that flake off moving parts, prevents 
them from circulating in lubricants 


and causing noise trouble. 


REPLACE 


ORDINARY 
PLUGS 
WITH 


LISLE 
PLUGS 













WRITE 


for FREE 
sample 
plugs for 
testing. 
Just state 
size and 
type of plug 
desired. 


TO REMOVE 
IRON AND 
38345 


PARTICLES 
FROM OIL 
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| Trailmobile Cites Sales Leaders— 





Trailmobile Head 


Enthusiastic on 
Industry Outlook 


CINCINNATI. —“I am _ enthusi- 
astic about the future prospects of 
the truck-trailer industry in gener- 
al and of Trailmobile, Inc., ir 
particular,” declared Champ Carry 


of Chicago, president and boar 
chairman of Pullman, Inc., an 
chairman of Trailmobile at th 


firm’s sales conference here. 
William A. Burns, president o! 
Trailmobile, was chairman of the 
conference. 
The company’s Trailblazer Clu 


When members of the 1953 class of The Trailblazer Club of Trailmobile attended | admitted the 16 top sales men of 


| the company's annual mid-winter sales conference in Cincinnati recently, they received | the past year. 
| gifts and recognition for outstanding sales records during the past year from William | 


The sessions were headed by 


A. Burns, president of Trailmobile. They were also greeted by Champ Carry, president; Harry Eyler, general sales man- 


and board chairman of Pullman, Inc., and chairman of Trailmobile, a subsidiary of | ager, 


Pullman. From left are: Burns; J. P. Nichols, Wyandotte, Mich., and Carry. 





WASHINGTON. — Two-thirds of 
the 44 state legislatures meeting 
this year are considering measures 
affecting equipment on motor vehi- 
cles, according to a National High- 
way Users Conference survey. 

Mudguard requirements are 


under study by legislators in 13 
states. Bills in Arkansas, Con- 
necticut, Indiana, Iowa, Kansas, 


Massachusetts, Missouri, New York, 
South Carolina, South Dakota, 
Tennessee, Utah and West Virginia 
would require such devices on 
trucks and trailers unless. the 
splashing of mud and water on 


Jaguar to Offer 
Borg-Warner 
Automatic Shift 


DETROIT.—An automatic trans- 
mission unit for Jaguar Mark VII 
sedans was announced here last 
week by Roy C. Ingersoll, president 
of Borg-Warner Corp., and Johan- 
nas Eerdmans, chief executive of 
Jaguar sales in North America. 

The unit, manufactured by the 
Detroit Gear division of Borg- 
Warner, is a_ three-speed auto- 
matic transmission, plus torque 
converter. The unit is a modified 
version of the Studebaker auto- 
matic transmission, also produced 
by the Detroit division, which has 
been modified to handle the higher 
horsepower output. 

At a press meeting at the De- 
troit Country Club, it was an- 
nounced that Jaguar sold about 
4,000 cars in the U. S. in 1952, and 
that it hoped to double its sales 
here this year. Borg-Warner of- 
ficials said that it is estimated that 
5,000 automatic transmission- 
equipped Jaguars would be sold 
this year. Export sales are to be 
limited to dollar areas. 


ee Set Up 
By Ohio Dealers 


CLEVELAND. — Committee ap- 
pointments have been announced 
by John Glackin, president of the 
Ohio Automobile Dealers Assn. 

Named to the public relations 
committee were W. A. Branden- 
burg, of Mansfield, chairman; 
Frank A. Link, of Sandusky; Wil- 
liam McCoy, of Wilmington; Leo 
Conway, of Cleveland; Robert Fel- 
lows, of Steubenville; Lynn D. Tim- 
merman, of Lima; Edgar G. 
Planck, of Columbus; Mike Turk, 
of East Liverpool; F. L. Gump, of 
Shelby and F. R. Ripley, of Spring- 
field. 

The finance and budget commit- 
tee consists of M. R. Purdy, of Van 
Wert, chairman; Carl E. Danner, of 
Marion; James Berry, of Cleveland; 
E. A. Molenske, of Youngstown; 
Kelly Dunn, of Port Clinton, and 
D. C. Corbin, of Akron. 

Posts on the legislative commit- 
tee went to Marc Feder, of Cleve- 
land, chairman; Willis J. Hakes, of 
Fostoria; George W. Byers, of Co- 
lumbus; James Berry, of Cleveland; 
R. H. Eddy, of Toledo; R. F. Rice, 
of Bridgeport; E. A. Hopper, of 
Youngstown; H. K. Raney, of Day- 
ton, and D. J. Towell, of Akron. 
They will also be members of the 
highway committee. 


States Kye Car Devices 


Legislation Requiring Mudguards, Turn Signals 
Discussed in Many Capitols 





| 





other vehicles is 
fenders or other body construction. 
South Carolina and Tennessee 
mudguard proposals would apply 
only to vehicles with dual wheels 
on the rear. Kansas would limit 
its requirement to gravel roads. 


The trend toward turn signal de- 
vices is noted in 12 states. Bills re- 
quiring them on all motor vehicles 
are pending in Connecticut, Mary- 
land, Missouri, Nebraska, New 
Jersey, North Carolina, Pennsyl- 
vania, South Dakota, Vermont and 
Wisconsin. Kansas would require 
turn signals on trucks. 

Missouri and Nebraska would 
specify the use of turn signals 
when the distance from the center 





Don Allen Chevrolet 
Buys Miami Deal 


BUFFALO.—Don Allen Chev- 
rolet has purchased Southland 
Chevrolet, Inc., of Miami, for a 
reported sum of $1,200,000, it was 
disclosed here. 

Don Allen has dealerships here 
and in New York City, Pitts- 
burgh and Albany. 





prevented by 


and J. O. Young, general 
| operations manager. 


of the steering post is more than 
| 24 inches from the left side of the 
body or load. An Indiana bill would 
jlegalize the use of directional 
| signals. 

The two Dakotas are consider- 
ing the requirements of safety 
glass in all motor vehicles manu- 
factured and sold after July 1, 
1953. Vertical exhaust pipes would 
be required on diesel vehicles in 
Connecticut, Indiana, Massachu- 
setts and Minnesota, 
| Georgia may require mufflers on 
'all motor vehicles, while Massa- 
chusetts is still trying to get the 
| support of the governors of three- 
fourths of all states to put into 
effect its proposal for two polarized 
headlights, supplemented by two 
auxiliary nonpolarized passing 
lamps and one polarized viewer. 


Plexiglass Road Show 


To Tour 17 Cities 


NEW YORK.—A show demon- 
strating design techniques and uses 





~ | developed for plexiglass is being 


exhibited across the country by 
|Rohm & Haas Co. 

The exhibit, which requires 1,500 
feet of floor space, is being shown 
at large hotels in a nation wide 
itinerary which includes Los 
Angeles, San Francisco, Seattle, 
Denver, Kansas City, Chicago, De- 
troit, Cleveland, Pittsburgh, Cincin- 
nati, St. Louis, Dallas, Houston, 
Atlanta, Richmond, Philadelphia 
and Boston. 


ADVERTISEMENT 








For Sale: 
. as pictured above. 


COMPLETE PARTS DEPARTMENT 


New Hudson parts and accessories through 1952 models. 


Fixtures consist of: 20 steel bins, racks and display stands, glass paneled enclosures 
including service manager's office. Cash register, adding machine, typewriter perpetual 
inventory system, desks, chairs and etc. Special Hudson tools on stand. Counter with 


illuminated show cases under. 
any point in U. S. 
Inventories: 
Parts (Dealer's cost) . 


Accessories (Dealer's cost) . ... 


Fixtures and etc. (Over) 
, ee ee eee 


Will accept $7,500.00 cash, f.o.b. Beaumont, Texas. 


Paul Montagne Jr., No. 


Entire setup may be transported via moving van to 


$12,621.15 
529.52 
4,000.00 


$17,150.67 


Phone 
46334, Beaumont, Texas. 





Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 
neo 


e BRIGHT 
40c Each 
35c Ea. in 
One Doz. Lots 
Immed. Delivery 


Enc 


CADMIUM RUSTPROOF FINISH 


@ STRONG TENSION SPRING, DOUBLE LOOP 
@ GUARANTEED BY MANUFACTURER 
@ LIMITED SUPPLY. 


ORDER NOW. 
lose 25c Postage on All Orders. 


Attractive Offer for Jobbers. 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. 


Dept. AN 3 





es. = Seams a = 
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Ala. U. C. Group Exhorted to 


“Dealers are being taxed out of business,” 


already paved" to fight the sales levies 


AUTOMOTIVE NEWS, MARCH 9, 1953 


Fight Taxes— 


Miles Elliott, field director of 
National Used Car Dealers Assn., told members of the Montgomery (Ala.) Independent 
Used Car Dealers Assn. recently. Miles urged the dealers to “join hands in the way 


the 


imposed by the State on trade-downs and 


trade-even deals. Pictured at the gathering are (seated, from left) C. E. Pitts, Sam 
Pettus, Calvin Smith, Curtis Hinote, M. G. Elliott, Shorty Lowery, Red Turnipseed, 
Amby Andrews and C, L. Wheat. Second row: Bill Priest, Billy Sanders, John Ellis, 
D. C. McLendon, John Hooper, H. W. Welch, John Shaw jr., and John Shaw sr. Third 
row: Morris Woodfin, J. W. Dennis, Charles Ingalls, Bernard Lowery, Morris Slaton, | 


Al Day, Ed Beasley and Joe Scott. 





4-dr., $1,240*; club coupe, $1,150*. ‘49 
(98) 4-dr., $1,035*. 

PACKARD—’51 (200) 4-dr., $1,480*, $1,- 
470*. '49 4-dr., $775; 2-dr., $705. 


PLYMOUTH—’53 Cambridge club coupe, 
$1,890°; 4-dr., $1,770, $1,715. '52 Cam- 
bridge club coupe, $1,940. '51 Cranbrook 
4-dr., $1,260. 

PONTIAC—’53 Chieftain (8) 2-dr., $2,620*; 
Chieftain (6) 2-dr., $2,185. ’52 Catalina, 
$2,260*. '51 Chieftain (8) 4-dr., $1,690*. 
"50 Chieftain (8) conv., $1,370*. '49 SL 
(8) 4-dr., $960*. 

STUDEBAKER—’52 Champion 4-dr., $1,- 


260. '50 Champion 2-dr., $765; %-ton 
pickup, $580. 
WILLYS—’50 (4) pickup, $625. ‘48 (4) 
sedan delivery, $485. | 


FORT WAYNE, IND. 


(Carl Marker’s Auction. Sale every 
Tuesday. Prices are for sale of Feb. 24.) 

(Bidding was good on clean, liate- 
model cars, but consigners were holding 
for higher prices. Demand is good for 
sharp cars. Sold 85 cars out of 125 
offerings.) 

BUICK—’51 RM 4-dr., $2,600*. ‘50 Super 
Riviera 2-dr., $1,335*; Special sedanette, 
$1,120. '48 Super 4-dr., $710. 

CADILLAC—'48 (62) 4-dr., $1,260*. 

CHEVROLET—’53 Bel Air 2-dr., $2,200*. 
"52 SL Deluxe 2-dr., $1,400. ‘51 SL 
Deluxe 2-dr., $1,110, $1,175. '50 SL De- 
luxe 4-dr., $1,020, $1,075; 2-dr., $975; 
Bel Air, $1,265, $1,290, $1,300. ‘49 FL 
Deluxe 2-dr., $825. '48 FL 2-dr., $695; 
FM coupe, $450. °46 FM 2-dr., $455. 


CHRYSLER—’51 Windsor 4-dr., $1,480*. 
'49 NY 4-dr., $935*. 

DeSOTO—’50 Deluxe 4-dr., $1,105*. °46 
Custom 4-dr., $490. 

DODGE—’51 Meadowbrook 4-dr., $1,130*. 


‘47 Custom 4-dr., $580. 

FORD—’51 Custom (8) 4-dr., $1,240; 2-dr., 
$1,340, $1,230. ‘50 Custom (8) 2-dr., 
$830, $960, $1,030, $1,250; Custom (6) 
club coupe, $675. ‘49 Deluxe (8) 4-dr., 
$725; 2-dr., °48 SD 2-dr., $555. '47 
8D (6) 2-dr., . 

HUDSON—’46 4-dr., $245. 

MERCURY—’49 4-dr., $725. '47 club coupe, 


$550. 

NASH—’52 Statesman 4-dr., $1,450*. ‘51 
Statesman 4-dr., $990. 

OLDSMOBILE—’51 Super (88) conv., $1,- 
690. ’49 (88) 4-dr., $1,100*. 

PACKARD—’49 4-dr., $730. 

PLYMOUTH—’51 Cranbrook 4-dr., $1,085. 
"50 Deluxe 4-dr., $1,115. °47 Deluxe 
4-dr., $450. 

PONTIAC—’51 Catalina, $1,755*. ‘50 (8) 
conv., $1,050*. °49 Chieftain (8) 4-dr., 
$1,040°. ‘48 SL (8) sedanette, $700. 

STUDEBAKER—'51 Commander 2-dr., $1,- 
155°. °47 Champion 2-dr., $455. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday at San Gabriel, 
Calif. Prices are for sales of of Feb. 
19, 24.) 

(Demand is siow in California due to 
the fact that so many cars are being 
offered. Look for better market in a 
couple of weeks. Sold 266 cars out of 
535 offerings.) 

$2,390°* ; 


BUICK—’52 RM Riviera 2-dr., 


Everything for 


Station Wagons 
PARTS ano useo 
Refinishing Kits 


Doors, Seats, Hardware, Etc. 


Quick Service on 


REPAIRS & REFINISHING 


CANELL_ 


616 Commwunipaw Ave. 
Jersey City, N. J. DE 3-6898 


Used-Car Auction Prices 


(Continued from Page 39) 








Super Riviera 2-dr., $2,295", 


$2,265*, 


$2,075*. '51 RM Riviera 4-dr., $1,660*; 
Super Riviera sedan, $1,645*, $1,640", 
$1,625". °'50 RM conv., $1,605*. ’49 
Super estate wagon, $1,270*. ‘48 RM 
4-dr., $620*. 

| CADILLAC—’53 (62) 4-dr., $4,800*. ‘52 
Coupe deVille, $4,585*; conv., $4,355*; 


(62) club coupe, $3,895*, $3,805*; 4-dr., 
$3,570*. '51 Coupe deVille, $3,155*; (60) 
4-dr., $3,040*; (62) 4-dr., $2,950*. ‘50 
Coupe deVille, $3,000*; (62) coupe, §2,- 
890*; (61) coupe, $2,650*, $2,595*; 4-dr., 
$2,495". "48 (62) 4-dr., $1,330*. "46 
(62) 4-dr., $735*. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
545*; SL Special club coupe, $1,360; 
%-ton pickup, $1,045. ‘51 Bel Air, $1,- 
645*, $1,575*; SL Deluxe 4-dr., $1,375; 
club coupe, $1,210*. ‘50 Bel Air, §$1,- 
305*; SL Deluxe club coupe, $1,090; SL 
Special 4-dr., $1,055, $885; FL Deluxe 
2-dr., $1,015. °49 conv., $970; SL Deluxe 
4-dr., $945; FL Deluxe sedan, $945, $825; 
SL Special business coupe, $665. °48 
Suburban, $545. °47 FL 2-dr., $730; FM 
club coupe, $580. 

CHRYSLER—’52 Windsor 4-dr., $1,800*. 
"50 NY 4-dr., $1,365*; Windsor 4-dr., 
$1,255*. '47 NY 4-dr., $485*. 

DODGE—’53 Coronet Sierra, $2,795*; Mea- 
dowbrook station wagon, §$2,265*. ‘51 
Coronet club coupe, $1,270; 4-dr., $1,220; 
Meadowbrook 4-dr., $1,225*. °'50 station 
wagon, $1,260*; Coronet club coupe, $1,- 
150*; 4-dr., $990; Meadowbrook 4-dr., 
$1,075*. - 

FORD—'53 Country Squire, $2,695*; conv., 
$2,445*. °'52 Country Squire, $2,400*; 
Victoria, $2,335*, $2,320*, $2,305*, $2,- 
270°, $2,250*, $2,225*, $2,220*, $2,150*, | 
$2,105*, $2,100*, $2,075*, $1,995; Custom 
(6) ranch wagon, $1,925; Custom (8) 
ranch wagon, $1,900; Custom (6) 2-dr., 
$1,620*. °51 Victoria, $1,665*; Custom 
(8) sedan, $1,395*, $1,385*. °50 Custom 
(8) 4-dr., $1,120*, $1,115, $1,055. °49 








Custom (8) 2-dr., $975*, $860*, $845; 
conv., $895*; station wagon, $785*, $675; 
club coupe, $770*. 

HUDSON—’50 Super 
Commodore 4-dr., 
4-dr., $300. 

LINCOLN—’52 Capri club coupe, $3,205". 
"51 4-dr., $1,750*. °49 club coupe, $825*. 

MERCURY — '53 4-dr., $2,635*, $2,625*. 
*52 Monterey, $2.540*, $2,450*, $2,430°; | 
sports coupe, $2,260*; 4-dr., $2,095*, $2,- 
050°, $2,000*. ‘51 4-dr., $1,655*, $1,- | 
650*; Monterey, $1,600*; club coupe, $1,- | 
580°, $1,540*, $1,520*; 4-dr., $1,530", 
$1,440*, $1,430*. °50 club coupe, $1,370*, 
$1,335*. °49 conv., $1,140*; 4-dr., $985; 
club coupe, $955*. 

NASH—’51 Rambler $1,- | 
215*; conv., $1,030. 

OLDSMOBILE—’53 (98) Holiday, $3,745*; 
conv., $3,575*, $3,550*; Super (88) conv., 
$3,290*. °52 Super (88) Holiday, $2,695*; 
(98) 4-dr., $2,325°; (88) 4-dr., $2,205°. 
"51 (98) Holiday, $2,195*, $1,890*; (88) 


(6) 
$505. 


2-dr., $900. '48 
‘47 Super (6) | 


station wagon, 





Holiday, $2,085*; (98) 4-dr., $1,795*. °50 
(88) conv., $1,720*; Holiday, $1,660*; 
(98) club sedan, $1,605*. °48 (98) conv., 
$945". 

PACKARD—’52 (200) 4-dr., $2,120*; se- 
dan, $1,630*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,870; 
Cambridge 4-dr., $1,855. °52 Suburban, 
$1,815, $1,660; Cranbrook 4-dr., $1,480; 
Cambridge club coupe, $1,360. ‘51 Sub- 


urban, ‘50 Deluxe club coupe, 
$995. 


PONTIAC 


$1,525. 


~53 Chieftain (8) 4-dr., $2,730*, 
$2,635*. °52 Catalina, $2,410*, $2,315*, 
$2,260*; station wagon, $2,245*. ‘51 
Catalina, $1,930*, $1,775*; Chieftain (8) 
4-dr., $1,595*; club coupe, $1,420*. ‘50 
Catalina, $1,625*. 

STUDEBAKER—’51 Commander (8) club 
coupe, $1,300*; sedan, $1,060, $910; 
Champion 4-dr., $1,150*; %-ton pickup, 


$750. 
WILLYS—’52 Aero Lark 2-dr., $1,385*. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc. Sale every Wed- 
nesday. Prices are for sale of Feb. 25.) 
(Sold 92 cars out of 186 offerings.) 
BUICK—'53 Super 4-dr., $2,825*; Super 
Riviera 2-dr., $2,900*; Special 2-dr., $2,- 
500. ‘51 Super 4-dr., $1,750*; 2-dr., $1,- 
600*; Special 4-dr., $1,475*. °50 RM 

4-dr., $1,200*. 

CHEVROLET—’'53 Bel Air 2-dr., $2,200*. 
’52 Bel Air, $1,660; SL Deluxe 2-dr., 
$1,505; 4-dr., $1,470. ‘51 Bel Air, $1,- 
300*; SL Deluxe 4-dr., $1,250, $1,220, 
$1,200, $1,200*, $1,150*; 2-dr., $1,370, 
$1,265, $1,250, $1,200, $1,100, $970. '50 
SL Deluxe 2-dr., $950*; SL special 2-dr., 
$970. ‘49 SL Deluxe 2-dr., $960. °48 FL 
2-dr., $575, $600; FM 2-dr., $770; SM 
2-dr., $660. 

DODGE—'52 Coronet club coupe, $1,450*. 





"51 Wayfarer 2-dr., $970*, $950*. 

FORD—'53 ranch wagon, $2,250*; Custom 
(8) 2-dr., $2,195*. ‘52 Custom (8) 4-dr., 
$1,785*, $1,700*; 2-dr., $1,645*, $1,600, 
$1,575. °51 Custom (8) 4-dr., $1,325*, 
$1,200*; 2-dr., $1,425*, $1,200*, $1,175*; 
Deluxe (8) 2-dr., $970; Custom (6) 2-dr, 
$1,075 "50 Custom (8) 2-dr., $1,180, 
$1,090, $900; Custom (6) 2-dr., $975. '49 
Custom (8) 4-dr., $675; 2-dr., $850*, | 
$750*. °48 2-dr., $755, $675. °47 2-dr., 
$650 

KAISER—’'51 Henry J 2-dr., $525 

| LINCOLN—’'50 4-dr., $975* | 

MERCURY—'51 4-dr., $1,285*, $1,275*. '49 

|  4-dr., $805. ‘47 club coupe, $575 

| NASH—’48 4-dr., $560. 

OLDSMOBILE—'52 Deluxe (SS) 4-dr., $1,- 
725. ’51 Super (88) 4-dr., $1,760". ‘49 
(88) 2-dr., $1,175* 

PACKARD—’'52 (200) 2-dr., $1.650*. ‘50 

| 4-dr., $700. 

PLYMOUTH—'53 Cranbrook 4-dr., $1,925*, 
$1,825. ‘52 Cranbrook club coupe, $1,510 
"50 SD club coupe, $1,085. 

PONTIAC—'53 Chieftain (8) 4-dr., $2,650*; 
2-dr., $2,570*. 52 Chieftain (8) 2-dr., 
$2,175*. ‘50 Chieftain «(S) 4-dr $1,- 
225*, $1,200°. 

DYER, IND. 
«Dyer Auto Auction. Sale every Friday 


Prices are for sale of Feb. 20.) 


(Market holding firm on clean cars. 
Rough cars are dropping in price every 
week. Sold 126 cars out of 206 offerings.) 
BUICK—’'53 Super sedan, $2,930*. ‘52 

Super Riviera sedan, $2,165*. '51 Super 

sedan, $1,685*. '50 Super sedan, $1,045*. 


"48 RM sedan, $410. ‘41 Super sedan, 
$225. 
CADILLAC—'51 conv., $2,525*. ‘49 (62) 


sedan, $1,610*, $1,600*, $1,625*. 
CHEVROLET—’53 Bel Air sedan, $2,355*. 
’52 SL Deluxe sedan, $1,570; Bel Air, 
$1,735*. '51 Bel Air, $1,485. '50 SL De- 
luxe sedan, $1,050. '49 SL Deluxe sedan, 
$855, $790, $930, $755, $975. '47 FM se- 
dan, $590. '46 FL sedan, $410, $415. 
CHRYSLER—’50 NY 4-dr., $1,255*. 


DeSOTO—’49 Custom sedan, $780. 

DODGE—’50 Coronet sedan, $940. °48 
%-ton pickup, $515; sedan, $650. °47 
sedan, $490, $510. 

FORD—'53 Victoria, $2,450*, $2,350*. '52 
Victoria, $2,110*. ’51 Deluxe (8) sedan, 
$1,030; Victoria, $1,455, $1,555; Custom 
(8) sedan, $1,225, $1,190. °50 Custom 
(8) sedan, $965, $995. '49 Custom (8) 
sedan, $665, $645, $580. ‘48 Deluxe (8) 
sedan, $475, $570, $410. '46 SD (6) se- 
dan, $235. 

HUDSON—’52 Wasp sedan, $1,290. ‘49 
Commodore (6) sedan, $660. 

KAISER—’51 Custom sedan, $970. 

LINCOLN—’52 Capri sedan, $2,755*. 

MERCURY—’51 sedan, $1,470. '50 sedan, 


$1,010. '49 club coupe, $810, $760, $795; 


station wagon, $885. °48 sedan, $400. 

NASH—’51 Statesman sedan, $1,065. °'48 
(600) sedan, $410. '47 Ambassador se- 
dan, $385. 

OLDSMOBILE—’53 (98) conv., $3,400*. '52 
Super (88) sedan, $2,155. ‘50 (88) se- 
dan, $1,175, $1,325*. '49 (98) sedan, 
$875*, $965*. '48 (78) sedan, $490. °47 
(66) sedan, $500. '41 (78) sedan, $100. 


PACKARD—’49 sedan, $695. 

PLYMOUTH—’'52 Cranbrook sedan, $1,065. 
‘51 Belvedere, $1,300. 

PONTIAC—’52 Catalina, $2,245*. 
alina, $1,790. ‘50 Catalina, 
$1,405*. °49 SL (8) sedan, $965. 

STUDEBAKER—’52 Champion sedan, $1,- 
195. '51 Champion sedan, $955. °49 
Champion sedan, $655. ‘47 Commander 
sedan, $430. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of Feb. 25.) 

(Prices holding firm. Great demand 
for clean, late model cars. Sold 86 cars 
out of 127 offerings.) 


"51 Cat- 
$1,500°*, 


BUICK—’51 Super 4-dr., $1,505. °49 Super | 
2-dr., $835*. 

CADILLAC—’50 (62) 4-dr., $2,400*. °48 
(62) 4-dr., $1,380*. 

CHEVROLET—’53 Bel Air 2-dr., $2,160*. 
"52 SL Deluxe 4-dr., $1,565*; SL Special 
2-dr., $1,280, $1,270. ‘51 SL Deluxe 
4-dr., $1,260, $1,230, $1,210; SL Special 
business coupe, $950. ‘°50 SL Deluxe 
sedan, $1,055, $1,020. °49 FL Special 
2-dr., $825, $810. ‘48 FM 4-dr., $665, 
$640. °46 SM 4-dr., $465. 

CHRYSLER—’51 NY 4-dr., $1,695*; Wind- 
sor 4-dr., $1,505*, $1,490* 

DeSOTO—'49 Custom 4-dr., $990*. 

FORD—’'53 Main (8) sedan, $1,860, $1,- 
800. °51 Deluxe (8) 2-dr., $1,080, $1,- 
055, $1,025. °50 Custom (8) 4-dr., $995*; 
Deluxe (6) 2-dr., $785; station wagon, 
$1,205*. ‘'49 Custom (8) 2-dr., $885*, 
$800, $770; Deluxe (6) 2-dr., $780. °'46 
Deluxe (8) club coupe, $485. 

KAISER—’52 Henry J (6) 2-dr., $850*. ‘48 
4-dr., $360. 

LINCOLN—’50 4-dr., $1,175* 

MERCURY—’52 2-dr., $1,905*. ‘51 sedan 
$1,425, $1,420*. 

NASH—’49 (600) 4-dr., $730*. ‘47 (600) 
4-dr., $470. 

OLDSMOBILE—’'53 (98) 4-dr., $3,360*. 50 
(98) 4-dr., $1,355", $1,290*, $1,195*. °49 
(98) 4-dr., $1,095* 

PLYMOUTH—’52 Cambridge 2-dr., $1,295. 


’51 Cambridge 4-dr., $1,185, $1,110; Con- 
cord 2-dr., $1,020, $1,015. °49 Deluxe 
2-dr., $805. 

PONTIAC—’53 Catalina, $2,775*; Chieftain 
(8) 2-dr., $2,390*. ’51 Chieftain (6) 
2-dr., $1,330; station wagon, $1,100*. 

STUDEBAKER—’50 Champion 4-dr., $865*. 

WILLYS—’48 4 w/dr. pickup, $565. 


Engine Rebuilders 
Convene in May 


INDIANAPOLIS. — The Auto- 
motive Engine Rebuilders Assn. 
will hold its 31st convention May 
3-6 at the Netherland Plaza Hotel 
in Cincinnati. 





The convention committee is 
headed by O. H. Coffman, of Dor- 
man Products, Ine. Conference 


booths are being sold to manu- 
facturers of automotive replace- 
ment parts and machine shop 
equipment at a rapid rate, the 
group reports. 

Three half-days will be devoted 
to manufacturer-jobber  confer- 
ences, during the convention. 


Excise Levies Under Fire . . . 


Road Bills Swamping 
Congress Hoppers 





W ASHINGTON.— Although no 


j}action has been taken yet and no 


hearings have been scheduled by 


committees, a number of measures | 


affecting highway funds and road 
building are in the hoppers of the 
Senate and the House. 

A measure (8.216) introduced by 
Senators Magnuson and Kilgore 
would authorize appropriation of 
automotive excise tax receipts to 
the states for highway purposes on 
the present 50-50 matching basis. 
The proposal was referred to the 
committee on public works. 

Other bills affecting excise taxes 
—and all referred to committee— 
include the following: 

H.R. 5 (Dingell) would reduce 
the excise tax on tires from 5 to 
2% cents; trucks and buses from 
8 percent to 2 percent; passenger 
cars, 10 percent to 3 percent; auto 
parts, 8 percent to 2 percent, 

H.R. 422 (Dondero) exempts 





7. e 
Lubrication Group 
e 
To Take Hand in 
e e 
Shop Training 

DETROIT.—The lubrication com- 
mittee of the American Petroleum 
Institute’s marketing division has 
adopted a resolution establishing a 
liaison with educational groups. 

The committee authorized its 
educational sub-committee, headed 
by George Round, of Socony- 
Vacuum Oil Co., New York, to 
maintain contracts with education- 
al groups working with vocational 
or other schools in the preparation 
of textbooks or courses concerned 
with lubricating oils and greases. 

G. T. Dougherty, of Standard Oil 
Co. (Ind), Chicago, 1953 chairman, 
presided at all sessions of the 
three-day meeting. William Hazlitt 
Upson, of Middlebury, Vt., creator 
of the “Alexander Bott” stories, 
spoke at a dinner meeting. 

Dr. W. S. James, engineering 
vice-president of Fram _ Corp., 
Providence, asserted in a paper 
that the number of oil filters in- 
stalled on automotive engines has 
increased steadily during the last 
15 years, but at an accelerated rate 
since the end of World War II. 


‘Mo. Dealers Pick 


2 Committees 


JEFFERSON CITY, Mo.—Mem- 
bers have been named to two com- 
mittees of the Missouri Automobile 
Dealers Assn., it is announced by 
George Weber jr., president. They 
are: 

Reso.tutTions — Roland H. Record, 
chairman; Cliff Bodanske, and 
Lawrence Lucas. 

LecisLaTiveE — Don Riley, chair- 
man; James Trevellyan, J. E. Lati- 
mer, Fred A. Groves, Herb Kincaid, 
Lawrence Cooper, Charles Truitt, 
and Bill Robertson. 






house trailers from excise tax. 

Bills to provide more highways 

|include the following: 
H.R. 7 (Dingell) would create a 
| federal superhighway authority to 
construct a system of north-south 
and east-west highways, empowered 
to issue $4 billion in bonds and to 
fix toll charges. 

H.R, 14 (Dempsey) and H.R. 1407 
(Patten) increase federal aid for 
interstate highways $200 million 
annually. 

H.R. 1799 (Andresen), H.R. 1807 
(Chipperfield), H.R. 1866 (Whitten), 
H.R. 2296 (Price), H.R. 2475 (With- 
row), S.497 (Hennings), H.R. 1547 
(Gregory), H.R. 1565 (Simpson of 
Ill.), and H.R. 373 (Bishop), each 
would provide for construction of 
a north-south highway generally 
paralleling the Mississippi River. 

H.R. 1614 (Wilson of Cali- 
fornia) and S.283 (Kilgore) pro- 
vide a_ transcontinental super- 
highway system using existing 
highways. 

S. 175 (Murray) would require 
distribution of tires only through 
independent tire dealers. 

H.R. 45 (Javits) resolution direct- 
ing the House Committee on Inter- 
state and Foreign Commerce to 
make a study and investigation of 
1. state and local laws regarding 
motor vehicle inspection, financial 
responsibility and compulsory in- 
surance; 2. effect of such laws on 
accidents and insurance rates; 3. 
measures to reduce accidents; 4. 
regulations affecting interstate 
commerce, and 5. the effect of high- 
way improvement in the operation 
of motor vehicles. 

H.R. 92 (Scudder) reduces the 
rate of tax of transportation of 
property from 3 to 2 percent on 
the second $100 of the amount paid 
and from 3 to 1 percent on any part 
of the amount paid over $200. 


Wis. Skid Tests 
Start with Aid of 


50 Researchers 


CLINTONVILLE, Wis. — Despite 
unsatisfactory ice conditions, the 
annual skid tests held under the 
auspices of the National Safety 
Council have started at Pine Lake 
near here. 

About 50 researchers are on the 
job during the three-week tests to 
check tire performances, stop-and- 
go data, chain behavior, new de- 
vices to reduce skidding, jackknif- 
ing of tractor-trailers and other 
matters. 

The activities are supervised by 
T. J. Carmichael, of Milford, Mich., 
administrative engineer for Gen- 
eral Motors’ proving grounds. 


Stanley R. Siegel, safety council 
traffic engineer and secretary of 
the committee on winter driving 
hazards, and W. B. Lasher jr., re- 
search director of the Chain Insti- 
tute in York, Pa., are leaders of the 
subcommittee on tests. 





DAILY 
DIVIDENDS! 


With regular American Airfreight 
shipments, you reduce overtime 
by gaining production time. Thus 
you earn a worthwhile daily 
“dividend.” 


! 


), al 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17,N. Y. 
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States for January, 



















Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 








Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 





Diamond-T 
International 
Studebaker 
Miscellaneous 





Autocar 
Brockway 
Chevrolet 
Kenworth 
Peterbilt 
Willys- 
Overland 
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The following advertised-delivered prices 


3 7, $2,236.50. (Hy-Driv 
are based on factory retail prices sug- onto S mg 


$145.80 on all models. 


at 
Wire-spoke wheels 


gested by the factories under authority 
of the Office of Price Stabilization. These 
prices include federal excise taxes and 





Current Prices on New Cars 


optional at $290.25.) 
PONTIAC — Chieftain 6 Special—4-dr. 


factory handling charges, plus dealer de- ~—. sree es ~ - Sed. $1,956.36. 
J They do |—4-dr. sed., $1,874; 2-dr. sed., $1,820;|Matie optional on all models except Mea-| models. Power steering optional at $198.90 bey = nase on Se rt 

> a ancl Conn. state | spt. cpe., $2,051; conv., $2,175. (Power-| dowbrook station wagon at $130.10. Gyro-|on all models, power brakes at $43 and Chieftain 8 Special_—4-dr sed. $2,089.62: 
and local es or optional equipment. glide optional at $178.35 on Two-Ten and | Torque optional on all Coronet models at | power seat at $69.90.) i -? . oo? 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 


ALLSTATE — Four — 2-dr. sed. $1,499. | Bel Air models only. Power steering op- | $233.50. Wire-spoke wheels optional on ees sate ie ° ¥ 
Six-—$1,686.18. (Sold only by Sears, Roe- | tional at $177.55 on all models. all models at $290.25.) any tae. on thse anak. la, Ee Ee ee 
MAUSTEN ASO eed geese ees in. | (Sopaee gad Beer, teat, Sed. $2,597) | FORD—Mainline 6—4-dr. sed., $1,690.47; | $2.315. Monterey — 4-dr. sed., $2,332.50; | 304.30; Custom 6, $2,370.43; Deluxe §, 
erset sed., $1,795: A ee m 1 908. tal “aie $3 299. Wind tien ’ a 2-dr. sed., $1,641.59; bus. cpe. $1,537.33; | hardtop, $2,451.50; conv., $2,609.50; 8-pass. | $2,370.99; Custom 8, $2,446. Station wag- 
ae, 18087 Add Goons wae. 2 > $2,826" ae $3.1 86 —— iT. | stat. wag., $2,018.90. Customline 6—4-dr. | stat. wag., $2,825.50. (Mere-O-Matic op- | ons—Two-seat Special 6, $2,449.61; three- 
(Delivered oc & Big +, $2,295. $3,309.75. New on ca int ae sed., $1,782.69; 2-dr. sed., $1,733.79; cl. | tional at $189.81 on all models.) seat Special 6, $2,505.15; two-seat Deluxe 
BUICK—Special — 4-dr. sed., $2,208.76; | 389.50 (8-pass., $4,388): cl. cpe., $3,360.50. epe., $1,743.29. Mainline 8—4-dr. sed., NASH—Rambler Super — Suburban, §$2,- 6, $2,589.61; two-seat Special 8, $2,524.61; 


$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 


three-seat Special 8, $2,580.15; two-seat 


$2356.090" Sede Deluxe ned. ya 190 au! | Now’ Weskees’ Delurs— chic, “ead? $4'202-26. | $1,613.53: stat. wag., $2,095.07, Custom- 0988: CONN TOTS OO. stat cue $3:-| Deluxe 8, $2,663.61." Grain finish on all 
Riviera cpe.. $2,295.43; conv., $2,553.17 |cl. ¢ $3.495: Newport. $2,068. cone |lime 8—4-dr. sed., $1,858.35; 2-dr. sed.,| 118.90. Statesman Super—4-dr. sed., §2,- | Station wagons, $80 extra. (Hydra-Matie 
Super_4-dr.’ Riviera, $2,696.17: ‘Riviera | $4,049.50, Custom Imperial ~~. 4dr. sea.” | $1'309-45; cl. epe., $1,819.50; stat. wag..|178.35; 2-dr. sed., $2,143.55. Statesman | optiona: on all models at $178.35, power 
epe., $2,610.56; conv., $3,001.59; stat. | $4,249.50; lim., $4,787. Crown Imperial— | $22°-76, Crestline 8 Victoria, $2,120.23; | Custom—4-dr. sed., $2,331.70; 2-dr. sed., | steering at $177.40. Autronle Eye at 
Facts cinema edge | Ghat ats Attet oY glib jg Se ARTS | urdommin ononal si Sit on ail ned:| Sewer grh'Q?” Seta, aa 

, 254.36; i a 8 * -Matic optional at $130.10 on Wind- els. ) upe: r. sed., , +20; r. sed., ROOTES—Hiliman Minx—4-dr. sed., $1,- 
$3,505.56; stat. wag., $4,030.73; Skylark |sor, standard on other models. Fluid- 7 $2,520.75. Ambassador Custom—4-dr. sed., | 699; conv., $1,899; stat. wag., $1,938. 


sports car, $5,000. (Dynaflow standard on 


Torque standard on Custom Imperial and 


FORD OF BRITAIN—Prefect 4-dr. sed., 


$2,716.45; 2-dr. sed., $2,695; hardtop, $2,- 


Humber—Hawk sed., $2,395; Hawk touring 


Roadmaster models, optional at $192.50 on|Crown Imperial; optional at $139.75 on | $1,344; Anglia 2-dr. sed., $1,183; Consul | 828.60. (Hydra-Matic optional at $178.85 /}im., $2,640; Super Snipe sed., $3,295; 
all others. Power steering standard on | other eight-cylinder models, at $106.40 on|4-dr. sed., $1,693; Zephyr six 4-dr. sed.,|on Statesman and Ambassador. LeMans/|syper Snipe touring lim., $3,580; Super 
Roadmaster models, optional at $177.40 on | Windsor Deluxe and at $236.50 on Windsor. | $1,890. (Delivered at U. S. ports.) engine optional at $192.50 on Ambassador.) | snipe Pullman lim., $5,110. Sunbeam-Tal- 


others if equipped with Dynaflow. Power 


Power steering standard on Crown Im- 


HENRY J—Corsair Four—2-dr. sed., $1,- 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 


bot—Sed., $2,685; conv., $2,911. Rover— 


brakes standard on Skylark, optional at/ perial, optional at $198.90 on other models. | 499. Corsair Deluxe Six—2-dr. sed., $1,- | $2,327.09; 2-dr. sed., $2,261.62. Super 88/ Sed., $2,897. (Delivered in New York City.) 
$35.19 on other Roadmaster models only. | Wire-spoke wheels optional at $290.25 on | 686.18. —4-dr. sed., $2,461.71; 2-dr. sed., $2,- R 
Air conditioning optional at $594 on Rivi-| all models.) HUDSON—Wasp—4-dr. sed., $2,310.87; | 395.25; hardtop, $2,673.39: conv., $2,852.59. | , STUDEBAKER — Champion Custom — 
eras in the Super and Roadmaster series| DeSOTO — Powermaster 6 — 4-dr. sed.,|2-dr. sed., $2,264.13; cl. epe., $2,310.87. | Classe 98—4-dr. sed., $2,785.82; hardtop, | 4dr. Sed., $1,767.40; 2-dr. sed., $1,735.12. 
only.) $2,475.75 (8-pass. sed., $3,286); cl. cpe.,| Super Wasp—t-dr. sed., $2,465.84; 2-dr. | $3,021.75; conv., $3,228.84; Fiesta sports| Champion Deluxe — 4-dr. sed., $1,862 °3; 
CADILLAO — Series 62—4-dr. sed., $3,- | $2,454; Sportsman, $2,800.75; stat. wag.,|sed., $2,413.28; cl. cpe., $2,465.84; Holly-| car, $5,715. (Following equipment stand- 2-dr, sed.. $1,830.58; 5-pass. cpe., $1,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, | $3,112.50. Fire Dome V-8—4-dr. sed., $2,- | wood, $2,811.58; conv., $3,047.50. Hornmet/ard on Fiesta, optional at extra cost on 868.21. Champion Regal—4-dr. sed., $1.- 
$3,994.57; conv., $4,143.72. Series 60 Spe-| 759.75 (8-pass. sed., $3,563.75); cl. cpe., | —4-dr. sed., $2,768.86: cl. cpe.. $2,741.99; | all other models: Hydra-Matic, $178.35; | 949.17:_2-dr. sed., $1,916.92; 5-pass. cpe.. 
einl—4-dr. sed., $4,304.88. Series 75—8- | $2,738.25; Sportsman, $3,089.25; conv., $3.- | Hollywood, $3,095.15; conv., $3.342.05.| power steering, $177.40; power brakes, | $1:954.55; hardtop. $2,115.80. Commander 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- | 191.50: stat. wag., $3,386. (Tip-Toe Shift | (Hydra-Matie optional on aii models. at | $35.50.) Deluxe — 4-dr. sed., $2,121.15; 2-dr. sec'.. 
rado—conv., $7,750. (Hydra-Matic stand-/| with Fluid Drive optional at $130.10 on | $175.71.) PACKARD—Clipper—4-dr., sed., $2,588; $2,088.90; 5-pass. cpe., $2,126.52. Com- 
ard on Series 62, Series 60 Special and | all models. Tip-Toe Shift with Fluid Torque | JAGUAR—XK-120—Super sports, $4,039; | club sed., $2,534; Deluxe 4-dr., sed., $2,-| Mander Regal—4-dr. sed., $2,207.54; Land 
Eldorado, optional at $198.36 on Series 75.|Drive optional at $236.50 on V-8s only. | hardtop, $4,065. Mark VII—4 dr., $4,170. |735; Deluxe club sed.. $2,681: Sportster | Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe.. 


Power steering standard on Eldorado, op- 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 


Power Steering optional at $198.90, power 
brakes at $36.55 and wire-spoke wheels at 
$290.25 on all models.) 


(Delivered at U. S. ports.) 
KAISER—Deluxe—4-dr. sed., $2,512.79; 
club sed., $2,459; 4-dr. Traveler, $2,618.55. 


hardtop. $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 


$2,212.91; hardtop, 
Drive optional at 
$243.08 on Commander. 
optional at $161.25 on Commander.) 


$2,374.16. (Automatic 
$231.24 on Champion, 
Power steering 


conditioning optional on all enclosed mod-| DODGE — Meadowbrook Special — 4-dr. | Manhattan—4-dr. sed., $2,649.63; club sed., | Caribbean conv., $5,200. (Ultramatic stand- 

els at $619.55.) sed., $2,088.25; cl. cpe., $2,046.50 Mea-/| $2,596.76; 4-dr. Traveler, $2,755.36. Dragon | ard on Patrician, optional at $199 on other WILLYS—Aero Lark — 4-dr. sed., $1.- 
CHEVROLET — One-Fifty — 4-dr. sed., | dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- | —$3,923.91. (Hydra-Matic standard on/| models. Power steering optional at $195 on | 732.10; 2-dr. sed., $1,645.70. Aero Falcen 

$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; | 151.75; stat. wag., $2,250.75. Coromet— | Dragon, optional at $178.55 on other mod-| all models; power brakes at $39.45.) —4-dr. sed., $1,860.61; 2-dr. sed., $1.- 


bus. cpe., $1,524; 6-pass. stat. wag., $2,- 


4-dr. sed., $2,365; cl. cpe., $2,336; Diplo- 


els.) 


PLYMOUTH — Cambridge — 4-dr. sed., 


759.97. Aero Ace — 4-dr. sed., $2,038.4.; 


010. Two-Ten — 4-dr. sed., $1,761; 2-dr.| mat, $2,577; conv., $2,710.50; stat. wag., LINCOLN — Cosmopolitan — 4-dr. sed., | $1,836.50; club sed., $1,798.75; bus. cpe., | 2-dr. sed., $1,963.11. Aero Eagle (hardto;:) 
sed., $1,707; cl. cpe., $1,726; spt. cpe., | $2,648. (Fluid Coupling optional at $20.40 | $3,522; spt. cpe., $3,625. Capri—4-dr. sed., | $1,674.75; Suburban, $2,095.25. Cranbrook | —$2,156.79. Station wagons — 4-cyl., $1 - 
$1,967; conv., $2,093; 6-pass. stat. wag.,/on all Meadowbrook and Meadowbrook | $3,766; ‘‘hardtop,’’ $3,869; conv., $4,-|—4-dr. sed., $1,928.50; cl. cpe., $1,898.25; | 862.22 (four-wheel drive, $2,304.03); 6-cyi., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air | Special models except station wagons. Gyro- | 030.50. (Hydra-Matic standard on all! Belvedere, $2,147.25; conv., $2,303.25; ' $1,948.75. 
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823 Fewer Outlets at Start of °53... 





Dealer Total Hits Low 45,191 


(Continued from Page 2) ous year’s survey. Both totals 


included 11 distributors. 


were 43,286 dealerships. From a| 
Kaiser-Frazer was down to 2,237 


bleak wartime low, this figure was 


last year’s 2,546 dealers and 50 
distributors. This year, 220 K-F 
. - ‘ dealers—half a dozen fewer than in 
ee S the 1953 dealership 1952—-were handling new cars other 


picture as broken down to the than the Kaiser and Henry J. 
various makes: * . 


eee wet ASH on Jan. 1 had 1,636 dealers, 


in 1948. 


* * * 


included in this 


year’s census, some of Crosley’s| | ; 
former car dealers still were in up from the 1,520 of the previ- 
business selling parts and service.|°US year. There were no distri- 


butors or dual-franchise setups in 
the Nash organization. 

Packard’s 1953 dealer total of 
1,828 was up sharply from last 
year’s 1,440, with dual outlets 
rising from 308 to 380. Distrib- 
utorships, as such, were elimi- 
nated during the year. The 


On Jan. 1, 1952, before the con- 
cern’s small car dropped out of 
the parade, Crosley had 838 dealers, 
including 117 distributors. 

Hudson’s dealership roster 
bounced back to 1,986 this year 
after sliding to 1,921 in the previ- 








ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
3 os BETTER BUY THESE SIX MANUALS TODAY! 
W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 





No. 1—The Eight Automotive Success Fundamentals. PRICE 

No. 2—The Automotive Selling Process. 

No. 3—Eighty Ways to Find New Prospects. $1 50 b ACH 
No. 4—Personality—the Key to Leadership. ® 

No. 5—The Technique of Used Car Salesmanship. Postpaid 


No. 6—Developing and Testing Your Sales Talk. 
Be sure to specify which Manuals are wanted, or buy all SIX for.................. $7.50 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE CHICAGO 4, ILL. 





Your Easiest EXTRA PROFIT 


FULTON SUN SHIELD 






One Model 
fits them all! 


GENERAL MOTORS The most popular accessory, the one with the 


greatest acceptance, is now easier than ever to 


t 
he sell, One model Fulton Sun Shield — the 
Oldsmobile No. 1022 — fits all the 1953 cars listed at 
Pontiac left as well as many earlier models. 
Cadillac The Fulton is the one permanently graceful 
and handsome Sun Shield. It’s built of last- 
FORD ing aluminum with stainless steel trim and 
word brackets...fully adjustable to suit all drivers. 
ey Don’t miss this welcome extra profit! Sell 
ona the Fulton Sun Shield with every new car. 
CHRYSLER And don’t overlook the plus market of car 
Plymouth owners who come into your service depart- 
Chrysler ment. “Ask them to buy”. 
ei No. 36 DE LUXE TRAFFIC LIGHT 
Dodge FINDER — Brings those overhead 
traffic lights into easy view. A 
PACKARD brilliant, quality accessory. 





THE FULTON COMPANY 


1912 SOUTH 82ND STREET * MILWAUKEE 14, WISCONSIN 
In Canada: J. C. ADAMS CO., LTD., Toronto, Ontario 





company had six of them in 
1952. 
Studebaker, with 2,741 dealers, 


hoisted to 45,580 in 1947 and 46,092|dealers and 43 distributors from | Showed a drop from 2,815 in 1952. 


This independent had no distrib- 
utors, and the number of duals 
was small, estimates placing it in 
the neighborhood of 30. 

Willys this year could count 2,068 
dealers, compared with 1,951 last 


year. Both figures included 58 
distributors. Dual franchises 
increased to 463 from 435. 
- * * 
T 10,775 last year, Chrysler 


+% Corp.’s overall franchise total | 


had dipped to 10,616 at the begin- 
ning of 1953. The current figure 
includes 3,468 Chrysler - Plymouth 
dealers, compared with 3,481 last 
year; 2,993 DeSoto- Plymouth 
dealers, compared with 3,121, and 
4,155 Dodge-Plymouth dealers, 
compared with 4,173. 

Twenty-two dealerships in the 
Chrysler division also carried De- 
Soto or Dodge, or both, as against 
24 such outlets in 1952. 


Ford Motor Co. franchises this 
year totaled 8,339, off from last 
year’s 8,385. Less the number of 
outlets dualed between Ford’s 
two divisions, however, the net 
total of dealerships stood at 7,843, 
a drop from 7,884. 

The Ford division’s 6,609 
franchises this year included 426 
Mercury-Ford contracts and 70 
Lincoln - Mercury - Ford. For 1952, 
the figures were 6,658, 431 and 70, 
respectively. There were 966 
Lincoln-Mercury franchises this 
year, compared with 974 in 1952, 


Ford Capacity Up 
20% Since War, 


Breech Reveals 


MIAMI BEACH, Fla.—In civilian 
production alone, Ford Motor Co. 
has increased its capacity to pro- 
duce cars and trucks by more than 
50 percent over prewar levels, 
Ernest R. Breech, executive vice- 
president, told the Committee of 
One Hundred here last week. 

Calling on American business 
management to encourage an 
“open-door” policy among nations 
of the free world, Breech suggested 
a six-point program for private 
businessmen as the key to ex- 
panded economies and the answer 
to Communist threats here and 
abroad. 

“Advances in our 
capacity within the past six years 
amount almost to a new indus- 
trial revolution,” Breech said. 
“This progress has been aided by 
the restless urge of modern-day 
capitalism to improve constantly 
our methods and our products.” 

As an example of the vigor of 
American enterprise, Breech cited 
the record of Ford since 1945. For 
expansion— including 14 new manu- 
facturing plants, five new assembly 





plants, 19 new parts depots or 
warehouses, and extensive plant 
modernization the company has 


spent $900 million, he said. 

The total net expansion in floor 
space amounts to more than 27 
million square feet—-or the equiva- 
lent of a building 500 feet wide 
and 10 miles long, Breech said. At 
present, he disclosed, a five-year 
$500 million program for new and 
improved facilities is under way. 


The program urged by Breech 
included: (1) reduction of tariff 
barriers; (2) modernization of tax 
laws; (3) greater private invest- 
ment abroad; (4) exchange of in- 
dustrial techniques with foreign 
countries; (5) increased produc- 
tivity, and (6) rebuilding faith in 
modern capitalism. 


Auto Stocks 





March Feb. 1952-53 

4 25 High Low 
Chrysler 86% 89 98 68% 
GM 65% 66% 69% 50 
Hudson 15% 16% 17% 12% 
K-F 5% 4% 7 3% 
Nash 24% 25% 25% 17% 
Packard 6 6% 6% 4% 
Stude. 40% 42 43% 31% 
Willys 14 138% 14 8% 
Average $2.19 32.89 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 
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and 268 franchises for Mercury 
only, compared with 252. 
+ * * 
| 


ENERAL MOTORS franchises, | 

including duals within the | 
corporation structure, came to 20,- 
860 this year, compared with 20,964 
last year. 

Much of the difference between 
the two figures could be traced to 
Chevrolet, which had 7,641 dealers 
on Jan. 1, 1952, while the census | 
for the corresponding date of it 








disclosed only 7,527. However, it 
seemed likely that, in the case of 
this division, the 1953 survey date 
fell at an inopportune time when 
the normal franchise turnover— 
due to deaths and other causes— 
was at its greatest. 

Thus, it is safe to assume that 
Chevrolet’s dealership total 
actually held steady during the 
year, rather than decreased by 
any large number. Chevrolet 
normally carries about 1,800 
duals. 

Buick franchises totaled 3,521 
this year, up from 3,502, Duals, on 
the other hand, declined to 210 
from 230. 


Cadillac also had more franchises 
this year—1,728, compared with 1,- 
712—but duals increased to 1,577 
from 1,569. 


43 





Illinois License Plates 


Put Autoists on Edge 

CHICAGO.—Illinois’ 1953 auto 
license plates, with edges de- 
scribed as “sharp enough to cut 
bread,” have been criticized as a 
safety hazard by the Chicago 
chapter of the American Society 
of Safety Engineers. 

The chapter has notified Gov. 
William G, Stratton that there 
are reports of “several serious 
accidents” caused by the plates. 
One complainant is said to have 
shaved with a license plate to 
demonstrate its cutting powers. 

Secretary of State Charles F. 
Carpenter reported that 85 per- 
cent of the 1953 plates have 
already been manufactured, but 
that he would see about taking 
the edge off the 1954 tags. 





Oldsmobile’s 3,868 dealerships 


this year marked a decline from 
last year’s 3,888. In both years, 
about 2,250 of the franchises were 
dualed with other GM lines. 

Pontiac dealerships totaled 4,216 
this year, as against 4,221 in 1952, 
with the number of duals down to 
about 1,200 from 1,221. 





It’s sweeping the country! And no 


wonder—you can wax and polish cars 
in one easy operation in 12 the time.Now, 
Easy Glitter launches big-time national 





Powerful point-of-sale merchandising with 
strong Saturday Evening Post tie-in will 
pre-sell for you. Window streamers, display 
cards, pamphlets, direct mail pieces, door 
stickers, bumper strips, courtesy stickers, 








Remember: 


EASY DOES IT. 


West Palm Beach, Florida 


for cady profits 


EASY GLITTER WAX COMPANY of 


etc., are ready for you now. Contact your 
nearest Easy Glitter representative today 
or write the factory direct. 
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Drake America to Handle | Norwalk line of auto and truck-bus 
Norwalk Tires Abroad 


NEW YORK. — Adam Johnstone, 
president of Drake America Corp., 
international trading company, has lthe first time 
announced that his organization | qrawal in 1950 due to limited plant 
has been designated as exclusive | capacity and raw materials short- 
overseas representative for the | ages. 


ltires and tubes manufactured by 


| Armstrong-Norwalk Rubber Corp., 
|of Norwalk, Conn. 


We've solved the stalling problem 
for most cars with fully automatic 
transmissions 


AUTOMO, the clever new automatic starter switch for cars with 
automatic transmissions, is fast becoming one of the hottest acces- 
sories available. Nearly everyone owning or buying a car with an 
automatic transmission wants one. AUTOMO starts the car auto- 
matically when the ignition is on and the shift lever is in neutral. 
When the engine stalls, the driver simply shifts into neutral and 
AUTOMO engages the starter automatically. AUTOMO makes nor- 
mal starting easier and gives 50% quicker starts after stalling. 
Retails for under $15.00 installed. 

Easily installed in 20 minutes. Write 

today for complete information. 

Statewide franchises available. 


it will pay you to sell the 
AUTOMO STARTER SWITCH 


AUTOMO 


AUTOMO CORPORATION, 1840 NO. MICHIGAN AVE., SAGINAW, MICHIGAN 









Prices are down! What’s more, you can build 
your long-term automobile cushion program on 
Bemis Burlap—as you prefer it — because 
everything points to a long continuation of the 
favorable price and supply situation. Keep in 
touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis 


General Offices—St. Louis 2, Mo. 


Detroit © Brooklyn © Chicago @ Indianapolis @ Boston 
New Orleans @ New York 


THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 





The Norwalk products are being | 
|returned to the world market for | 
since their with-| 
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As Competition Grows Stiffer .. . 


j (Continued from Page 1) 
show up mainly in monetary con- 

| siderations, 

| Willys has been a_ consistent 
| postwar earner, but has had to pay 
| high excess profit taxes because it | 
| had little record of previous earn- 
| ings. | 
| By contrast, K-F has accumu-| 
| lated more than $31,000,000 in post- 
| war losses, which might be amor- 
tized in tax credits, if profits were 
| realized under a new venture. RFC 
|has about $48,000,000 outstanding 
|in loans to K-F. 


- -* -« 
T WAS the appraisal of many 
industry observers last week 


that any further benefits of im- 
portance to be derived from Willys- 
K-F unity would have to be gained 
through long-term development 
programs. 

| Observers were quick to point 
lout that, except for engines, the 
vehicles currently being built by 
the two firms might not lend them- 
| selves to any appreciable so-called 
| “big family” economies. 

Referred to was the practice of 
some firms in handing down ex- 
pensive dies, jigs and fixtures 
from last year’s higher-priced 
lines to this year’s lower-priced 
models. 

Further, it was believed, it would 
take an extended period of time 
before K-F and Willys dealers 
might be knitted into a_ united 
selling organization. 

* * 





* 


T THE start of this year there 
were 2,280 K-F and 2,068 Willys 
retail outlets around the country. 
About 680 of that total of 4,348 out- 
lets were dualed, either with each 
other or some other make of car 
or truck. 
A company evolving from 
| amalgamation of K-F and Willys 
would start out with a record of 
market penetration in the low- 


Pacific Show Sets 
Mark in Exhibits | 
And Attendance 


| SAN FRANCISCO. — The Pacific | 
Automotive Show here was not only | 
the largest regional show ever held 
on the West Coast in number of | 
exhibits, according to jobber pro- 
moters, but had a record attend-| 
ance as well. 

Not only did the show use every | 
available foot of exhibit space in| 








priced field higher than that of 

Nash and only slightly lower than 

Studebaker. 

Willys and K-F, combined, 
| counted for 3.2 percent of all sales 


| 
| 


Top Talent Boosts 
First TV Auto 
‘Show in Phila. 


PHILADELPHIA. Top radio, 
television and film stars, fashion 
models and many other Broadway 
well-knowns combined their talents 
to give a big boost to the world’s 
first auto show to be put on tele- 
vision here last week. 

The extravaganza, which marked 
the official debut of the 1953 line 
of American and foreign autos in 
Philadelphia, emanated directly 
from the stages of station WFIL- 
TV, under whose auspices it was 
presented jointly with the Phila- 
delphia Inquirer. 

The 2%-hour show was telecast 
the same day the Inquirer pub- 
lished its 20-page automobile show 
section. 

Dr. Roy K. Marshall, educational | 
director of Inquirer stations intro- 
duced the new Ford Victoria. 

Jinx Falkenburg, joined with Jim | 
McCann, WFIL announcer, in dis-| 
playing the foreign-car exhibit. 

Pontiac’s line was described by 
commentator Andre Baruch, while | 
Eddie Bracken introduced the. 
Dodge. 

Martha Wright, singing star of | 
“South Pacific,” appeared on film 
to tell about the Oldsmobile 98} 
and 88. 

Bandleader Paul Whiteman was) 


| assisted by Nancy Lewis, of TV,| 
| in pointing the European influences 
|in Nash’s new Ambassador Country | 


Club model. George Gobel, a comic, 
was a feature of the Plymouth dis. | 
play. 

Fashion models were on hand to}! 
highlight the attractions of the| 
Willys, while Ed Sullivan, Broad- | 
way columnist, provided the com- 
mentary for films showing the | 
finish of the Mexican-Pan Amer-| 
ican road race, in which Lincolns| 
took the top honors. | 


Freed - | 


‘Continued from Page 1) 


and funeral flower cars; motor- 
eycles and motor scooters, and 
motorized fire fighting equipment. 
The effect is to decontrol all of | 


il 


| [HOSE two markets 


the large Civic Auditorium, but it|the products which were under the| 
overflowed into a circus-sized tent| jurisdiction of the OPS Automotive 


Here’s Good News for You! 


set up in front of the building.| Branch. 
More than 380 exhibitors used more 
than 500 exhibit spaces. 
Most exhibitors agreed that the} 
show was a “buying” show. But| 
two out of three of those who} 
exhibited in both the NADA equip- | 
ment show and the Pacific show 
said that the NADA exhibit was 
more productive of “spot” orders. 
The NADA exhibitors who found 
that show more productive ex- 
hibited testing equipment and back- 
grounds, while those who were 
showing tools and rebuilding equip- 
ment found that their jobbers had 
lined up prospective buyers who 
made purchases at the Pacific show. 


Boltaflex Plans 
Big Promotion 


'For Seat Covers 


LAWRENCE, Mass.—The Bolta- | 
flex National Seat Cover festival, a 
nationwide promotion tying in seat | 
cover manufacturers, jobbers, re-| 
tailers and trim shops, is being} 
organized by Bolta Products Sales, 
manufacturer of Quilted Boltaflex | 
and other automotive plastic ma- 
terials. 

Presentation leaflets and circulars | 
have been designed by Bolta to 
create industrywide interest in the 
promotion. Merchandising kits en- 
abling retailers and trim shops to 
tie in with the festival may be 
obtained through their suppliers. 

Emphasizing the growing trend 
toward decorator-styling in car in- 
| teriors, the promotion will start on 
| the consumer level the week of 
| May 11 and will continue for one 
| month. 











j}and 3,500 elsewhere. The first dis- 


Production of automotive ve- 
hicles, Freehill noted, in 1952 was 
valued at $10 billion. Parts 
amounted to about $6 billion in 
value. 

Sales of used cars older than 


| 1946 models previously were ex- 


empted from price control. About 
17,800,000 such cars are registered 
in the U. S., out of a total of about 
50,000,000 motor vehicles. 


500 More Laid Off 
As OPS Fades 


WASHINGTON.—OPS announced 
last week that an additional 500 
employes were receiving 30-day Gis- 
missal notices. 

To keep pace with the reduction 
in work resulting from the pro- 
gressive wiping out of price con- 
trols, the agency expects to issue 
dismissal notices to about 1,500 
more workers in March. 

Dismissal notices were given 2,000 
employes Feb. 18, immediately after 
the Eisenhower Administration 
launched its decontrol program. 

In mid-February, the agency had 
4,500 empnloves—1,500 in Washington 


missal notices went to 300 in the 
Washington office and 1,700 in the 
field. The remaining 2,500 will be 
reduced to 2,000 in March. | 

The expected notices to about 
1,500 employes in March would cut 
the staff to about 500 by Apr. 30, 
when authorization for price con- 
trols expires. The number of liqui- 
dating staffs and the length of em- 
ployment was said to depend on 
the amount of work involved in 





winding up the agency’s affairs. 





Merger Plans on for K-Fand W-O 


made in the low-priced field last 
year. 

Up in the medium-price class, th 
Kaiser car accounted for 3.3 per 
cent of all such sales in 1952, as 
against 3.2 percent in 1951. 

* ? a 
were re- 


sponsible for 84.4 percent of all 


|the new cars registered last year 


Willys is the only one of the 
two firms which competes for 
sales in the commercial car field. 
Its production volume in_ that 
category over the past several 
years has been largely sustained 
by export and military volume. 

For example, Willys produced 9.8 
percent of all the commercial ve- 
hicles built last year, but its market 
penetration for 1952 on the do- 
mestic sales scoreboard was only 
2.6 percent. 





Campbell Goes to Flint 


Jack Campbell Motor Sales, Ed- 
gerton, O., has been purchased by 
Basil Metz, of Andrews, Ind. Jack 
Campbell has taken over a Ford 
dealership at Flint. 


It pays to clean up 


USED CARS for 
QUICK SALES 


replacement 


TRUNK 
& REAR 


MATS 


make the difference 
that means... 


FASTER SALES 
..- LESS SALES 
RESISTANCE 


Perfect Fit— 


Rear: new, coated fabric material 
outwears rubber . . . resists oil and 
water. Trunk: original equipment 
material—rubber or felt lining. 
Correct patterns cut same as orig- 
inal equipment. Complete lines 
for Ford, Chevrolet and Chrysler 
products. 


low Price— 


for less than $10 you can equip 
. . these mats are priced 





any car. 


up to 50°, less than original equip- 
ment. 


Free Swatches— 


See quality, appearance for your- 
self—without obligation. Write 
today: 


MATS 





613 N. VERMILLION ST., DANVILLE, ILL. 

















Double Honors for New York Dealers— 


Two top NADA awards for “the most notable public relations activities’ in 1952 
were awarded to members of the New York State Automobile Dealers Assn. The group 
won the first prize among all state entries for its programs on automotive technology, 
driver training, motor vehicle inspection, etc. Clell S. Forsythe, of Syracuse, a director 
of the association, won a special award for his get-out-the-vote campaign last fall. 
Receiving the awards at NADA's San Francisco convention are (from left) C. D. Hen- 











derson, executive vice-president of the 


association; William E. Frame, president, 


Forsythe, and Carl E. Fribley, chairman of the public relations committee. 





: HE formula that has been un- 

failingly successful in retain- 
ing factory goodwill is to maintain 
at all times a _ perfect under- 
standing with its people,” according 
to H. Bertram Lewis, who edits 
dealer bulletins for the Securities 
Acceptance Corp. 


Speaking from his experience in | 


working with dealers as well as 
having held management positions 
with factories, Lewis said: 

“When matters come up that 
need to be explained by either 
party, the long-headed dealer 
doesn’t rant or gripe to anybody. 


Rather, he puts the facts before | 


the zone office in a_ perfectly 


friendly way and confirms his re- | 


marks in a friendly letter to the 
factory. 

“If questions arise that do not 
seem capable of settlement by 
stich means, he goes in person 
to the factory and discusses them 
with the key executives in a 
firm — but always in a friendly 
spirit. 

“He never gives any factory 





Getting Along with Factory 


Lewis Cites Pressure on Auto Executives, 
Urges Friendly Attitude 


official a chance to get wrong ideas 
about the facts or to think him un- 
cooperative. He makes sure that 
all of them know the facts and 
know that he is at all time working 


to promote mutual interests.” 
* * * 


\ ANY dealers, Lewis went on to 
+ say, “fall down in their deal- 
ings with the factory in not real- 
izing that they have to sell them- 
|selves to these factory lads in 
order to give them valid reasons 
for defending their interests when 
| the higher-ups come clamoring for 
blood. 

“When the big boss gets the 
idea that the dealers as a body 
are lying down on the job and 
| need some sharp examples, the 
| Vice-president in charge of sales 
is going to institute a purge. 
“The man whom he will surely 








they question it at all—so he will 
not be canceled. But the dealer 
whose record seems to indicate an 
indifferent, antagonistic, or un- 
cooperative spirit is in danger even 
if his record as a sales outlet is 
equal to the average in com- 
munities of equal possibilities.” 
Every factory official from the 
president on down has someone on 
his neck, Lewis explained, 
manding results. 


represented by the board of di-| 
rectors, are riding the president. 
He in turn is riding each major 


executive and each of them in turn 
is riding each minor executive, 
who, to keep his neck beyond 
reach of the axe, is keeping right 
after all the lower echelons. 
* * + 

“NTO MATTER how well-meaning 

+‘ each of these people may be 
he knows that he must accomplish 
what he is supposed to accomplish. 
Nobody can afford to be lenient 
with him just because he is a de- 
cent fellow. He must produce or be 
erased. 

“Factory men have to work fast. 
They have to make quick decisions. 
The one way to be sure that they 


make no wrong decisions where 
you are concerned is always to 
beat them to unfavorable con- 


clusions. Almost none of them are 
intentional double-crossers. Ninety- 
nine out of a hundred will play 
fair when they know what is the 
fair decision,” the editor said. 


‘Canadian Dealers 
Show 9.4% Rise 
In Dollar Intake 


OTTAWA. Gross business for 
auto dealers across Canada in 1952 
| showed a 9.4 percent increase over 
|the previous year, according to 
Canadian Government reports. 

Largest gain was in Saskatche- 
wan, where an 18.7 percent increase 
| was shown. Other area increases 
were: British Columbia, 14; 
|berta, 11.2; maritime 
/10.1; Ontario, 8.4; Quebec, 7.2, and 
| Manitoba, 1.5. 
Officials estimated 





total retail 


all de- | 
“Stockholders, | 


Al- | 
provinces, 
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Bill Would Scrap | 
Import Duties 


On Autos, Trucks 


| WASHINGTON. —A bill to re-| 
move tariff duties from imports of | 
| automobiles, trucks, buses and cer- 
|tain parts has been introduced in 
Congress. 

The bill, sponsored by Rep. Allan 
Oakley Hunter, California Republi- 
can, calls for complete removal of | 
tariffs on a particular product, in| 





Norwalk Truck Line 
Claims No. 2 Rating 


NORWALK, O.—Norwalk Truck 
Line Co. ranked second in the in- 
dustry last year in the number of 
shipments hauled and the tonnage 
carried, according to J. P. Ernst- 
hausen, president. 

Its volume of freight was topped 
only by Associated Transport, of 
New York City, he said. 

Norwalk trucks, operating out of 
36 terminals in five states, traveled 
28,240,000 intercity miles and 
carried 2,537,700 shipments, Ernst- 
hausen reported. 








| 
| 
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contrast with many measures aimed 
at limiting imports. 

It provides for amendment of the 
Tariff Act to eliminate all mention 
of the specified items, except for 
such parts as tires and those made 
of glass. The bill also would make 
foreign motorcycles duty-free. It 


did not, however, include motor- 
cycle parts. 

Observers noted that the bill 
matched recommendations made 


recently by Henry Ford II, presi- 
dent of Ford Motor Co., in a speech 
delivered in Chicago. Ford had 
urged elimination of all tariffs, in- 
cluding those on foreign automo- 
biles. 

Some sources felt that one fea- 
ture of the measure might cause 
problems for importers. Removal 
of duty, according to the bill, is to 
be made effective as of the date of 
enactment, which might induce im- 
porters to hold shipments in ware- 
houses and await decision on the 
bill in hope they would not have 
to pay duty. 


Winner in L-M Contest 


James B. Dixon, of Walter H. 
Hick, Inc., Baltimore, was one of a 
group of Lincoln-Mercury salesmen 
to win an expense-paid trip to 
Bermuda in a recent contest. 


not purge at such a time is the | motor vehicle sales at $2,138,410,000 | 
dealer whom he likes and whose | qyring the 12-month period, includ- | 
| ability and judgment he has com-| jing $2,115,752,000 for independent 
plete reason to trust. That man’s | dealers and $22,658,000 for chain 


| title to his franchise can be de- 


|fended before the higher-ups if | 


IN AUTOMOTIVE 





OY TUNEL 


THE 


Sell 


EDWARD H. BUTLER 
Editor and Publisher 


again in 1952, led all evening 
newspapers in Automotive Ad- 
vertising linage. 


sell the Whole Buffalo Market... 
New York State's Second Largest 
Market. 


. a 
—_- 





BUFFALO EVENING NEWS, 








the NEWS readers and you 







BUFFALO EVENING NEWS 


KELLY-SMITH CO. 


National Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER 


| dealers. 

Ontario dealers led the country 
with $778,185,000 in car, truck and 
| bus sales, including $770,185,000 by 
independent dealers and $8,808,000 
by chains. Estimated sales in other 
provinces were: British Columbia, 
3358,055,000; Alberta, $163,182,000; 
Saskatchewan, $154,085,000; Mani- 
toba, $118,707,000, and maritime 
provinces, $99,422,000. 

Only three other retail trades ex- 
ceeded the record established last 


year, officials pointed out, indicat- | 


ing that Canadians spent more 
money on motor vehicles—both new 


and used—than for most other pur- | 


chases of everyday need. 


U.C. Sales 


‘Continued from Page 2) 


ings, partly due to low offered 
prices, and partly to a large per- 
centage of rough offerings. 

A study of AvtTomotive News’ 
used-car index over the last two 
months shows that all models have 


fallen in value since the first of 
the year. 
T THE end of December, the 


average price of 1952s was $2,- 
011. This figure fell to $1,813 at 
the end of February—a loss of $198. 
Second largest loss was for '5ls, 
which averaged $1,476 at the end 
of December and fell to $1,348 at 
the end of February—a loss of $128. 
The price of ’50s fell $96 during 
the period—showing an average 
of $1,182 at the end of December 
and falling to $1,086 at the end of 
February. A loss of $85 is shown 
for *49s, which averaged $927 on 
Jan. 1 and dropped to $842 at 
the end of February. 
The price of '47s took the next 
largest loss, dropping from $566 in 
December to $520—a loss of $46. | 






Don’t Worry About 
Nuts In Hard-To-Get-At Places 









MIDLAND 
Welding Nuts 


THIS IS ALL YOU DO—Just insert collar of Mid- 


land Welding Nut in hole for bolt or screw, re- 


sistance weld the Nut in place, and the nwt is there 


for the life of the job. Nuts can be automatically 


fed to the welder. No time wasted or trouble screw- 


ing-on nuts in hard-to-get-at places. Write for facts 


about these better connections at Jess cost. 


for se go77 to. s0i0—wnite ace) The MIDLAND STEEL PRODUCTS COMPANY 


fell from $456 to $422 for a loss of | 
$34. 


Lang Syne Picks Riley 
Earl Riley, Portland (Ore.) Pack- 
ard dealer, has been elected presi- 
dent of the Lang Syne Society. | 


6660 Mt. Elliott Ave. 


e Detroit 11, Michigan 


Export Department: 38 Pearl St., New York, N. Y. 


Manufacturers of 


AUTOMOBILE AND 
TRUCK FRAMES 


AIR AND VACUUM 
POWER BRAKES 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 
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Week’s Output Holds Steady ees | 


Millionth °53 Car Built 
Month Ahead of *52 


(Continued from Page 1) 


car maker is operating substan- 
tially ahead of 1952 rates. Stude- 
baker, has had trouble getting 
into production of its new 
models, but appeared on the road 
to normal volume last week. 

Despite stellar production per- 
formances by Packard and Nash, 
the Big Three at the end of Febru- 
ary was accounting for a greater 
portion of all car output than in 
1952. 


The 846,357 cars built by General 





GM’s Judges Start 
Screening Essays 
In Road Contest 


DETROIT. — The judges for 
General Motors’ Better Highways 
Awards started work last week on 
choosing the 162 winners in the 
$194,000 contest. Thousands of es- 
says were submitted on “How to 
Plan and Pay for the Safe and 
Adequate Highways We Need.” 

Harlow H. Curtice, GM president, 
said that “the great response from 
people in all walks of life indicates 
the public awareness of the urgent 
need for more action on our critical 
highway problems.” 

Top award in the contest will be 
$25,000. In addition, there will be 
five national, nine regional, and 147 
state awards. Outside the first 
prize, awards will range from $500 
to $10,000. 

The board of judges consists of 
Ned H. Dearborn, president of the 
National Safety Council; Thomas 
H. MacDonald, commissioner of the 
Bureau of Public Roads; Curtis W. 
McGraw, president and chairman 
of McGraw-Hill Publishing Co.; Dr. 
Robert Sproul, president of the 
University of California, and B. D. 
Tallamy, superintendent of the New 
York State Department of Public 
Works and immediate past presi- 
dent of the American Assn. of State 
Highway Officials. 

The contest closed at midnight 
March 1. 


Scrappage 

(Continued from Page 1) 
the end of 1952. Scrappage during 
the 28-year period reportedly to- 
taled 57,397,822 cars and trucks. 

Percentagewise, car scrappage in 

1952 amounted to 7.5 percent of all 
cars in use, while truck scrappage 
was at a rate of 6.0 percent. 


Motors, Ford and 


first two months of this year. Nash 


and Packard got the bulk of the | 


remaining 11.0 percent. 
+ * * 


N THE first two months of 1952, 

the Big Three turned out 530,965 
cars, or 86.2 percent of the total 
built in U. S. plants. 

About the same story has un-| 
folded so far this year on the truck 
side of the production picture. The 
Big Three made 145,216 trucks in 


Chrysler were | 
good for 89.0 percent of all the cars | 
built in U. S. plants during the | 





the first two months of this year, 
or 68.4 percent of all trucks built | 
in U. S. plants. 

For the first two months of 
1952, the Big Three accounted for | 
the production of 135,252 trucks, 
or 65.3 percent of all trucks built. 

So far this year, combined Chev- 
rolet, Ford, Dodge and GMC truck 
output shows a gain of about 10,- 
000 units over that of 1952, while 
the independents show an aggre- 
gate deficit of nearly 5,000 units. 

x * * 


i > THE midst of prospects for a 
first-quarter production volume 
of 1,518,000 cars and 340,000 trucks, 
makers appear to be girding for 
even greater production in April, 
May and June. 

The big barrier to such plans is 
a manpower shortage, with ma- 
terial shortages a secondary factor. 
However, Lincoln-Mercury is going 
ahead with plans to start a second- 
shift operation March 16 at 
Metuchen, N. J. The goal is a 30 
percent hike in car output in that 
area, 

Elsewhere in the industry a 
great deal of manpower recruit- 
ing is being done in southern 
states, with Hudson one of the 
most active in this category. 
Other plants are giving serious 
consideration to hiring female 
help. 

One auto company employment 
recruiter is known to have inter- 
viewed about 600 people in a 
southern city, and succeeded in 
getting nearly 300 of them to go 
to Detroit for temporary em- 
ployment. 

Out of the 300, a plant source 
reveals, only about 40 liked their 
Detroit employment well enough to 
stay on the job. The others re- 
turned to their southern homes for 
various reasons, mostly because 
they were discouraged by plant 
officials from bringing their fami- 
lies to join them. 

—Bernie THOMAS 
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Automobile Scrappage Table — Passenger Cars 


Cars in Use 


End of 


Year 
1924 
1925 
1926 
1927 
1928 


1929 
1930 
1931 
1932 
1933 


1934 
1935 
1936 
1937 
1938 


1939 
1940 
1941 
1944 
1946 
1947 
1948 
1949 
1950 
1951 


Number 
15,350,038 
17,485,627 
18,915,260 
19,410,175 
20,673,852 


22,599,701 
22,345,090 
21,484,450 
19,752,283 
19,300,336 


20,725,926 
22,015,052 
23,846,488 
25,330,584 
24,455,012 


25,754,387 
27,157,554 
28,968,114 
24,218,562 
26,464,525 
29,153,708 
31,789,143 
35,407,444 
39,418,772 
40,767,855 


Cars in use, December 31, 1 
New cars sold, 1925 through 1952 
TOTAL in use, barring scrappage 
*Includes cars taken out of service, presumably due to wartime restrictions. **The figure under ‘ 


cars out of registration in the 1944 count estimated at upwards of one million units. ***This minus figure is presumed to be the result 
of the reregistration of cars which had been out of service during the war. 


New Cars Sold 


Year 

1925 
1926 
1927 
1928 
1929 


1930 
1931 
1932 
1933 
1934 


1935 
1936 
1937 
1938 
1939 


1940 
1941 
1942-3-4 
1945-6 
1947 
1948 
1949 
1950 
1951 
1952 


924 


Indiana Kills Bill 
To Regulate Sale 


Of Credit Contracts 


INDIANAPOLIS. — A bill which 
would have allowed the Indiana 
of Financial 


State 


Department 


Number 
2,967,755 
3,228,695 
2,623,538 
3,139,579 
3,880,247 


2,625,979 
1,908,141 
1,096,399 
1,493,794 
1,888,557 


2,743,908 
3,404,497 
3,483,752 
1,891,021 
2,653,377 


3,415,905 
3,731,166 

593,191 
1,829,747 
3,177,376 
3,490,952 
4,838,342 
6,326,438 
5,060,903 
4,158,394 


15, 
75, 


91 


Total Cars 
Barring 
Scrappage 
18,317,793 
20,714,322 
21,538,798 
22,549,754 
24,554,099 


25,225,680 
24,253,231 
22,580,849 
21,246,077 
21,188,893 


23,469,834 
25,419,549 
27,330,240 
27,221,605 
27,108,389 


29,170,292 
30,888,720 
29,561,305 
26,048,309 
29,641,901 
32,644,660 
36,627,485 
41,733,882 
44,479,675 
44,926,249 


Year 


1925 
1926 
1927 
1928 
1929 


1930 
1931 
1932 
1933 
1934 


1935 
1936 
1937 
1938 
1939 


1940 
1941 
1944 
1946 
1947 
1948 
1949 
1950 
1951 
1952 


28-YEAR SUMMARY 


350,038 
651,653 
001,691 


Survivors as of December 31, 


Surviving 
End of 


Number 


17,485,627 
18,915,260 
19,410,175 
20,673,852 
22,599,701 


22,345,090 
21,484,450 
19,752,283 
19,300,336 
20,725,926 


22,015,052 
23,846,488 
25,330,584 
24,455,012 
25,754,387 


27,157,554 
28,968,114 
24,218,562 
26,464,525** 
29,153,708 
31,789,143 
35,407,444 
39,418,772 
40,767,855 
41,788,260 


Cars Failing Scrappage Scrappage 


To Reregister 
or Scrappage 


832,166 
1,799,062 
2,128,623 
1,875,902 
1,954,398 


2,880,590 
2,768,781 
2,828,566 
1,945,741 

462,967 


1,454,782 
1,573,061 
1,999,656 
2,766,593 
1,354,002 


2,012,738 
1,920,606 
5,342,743°* 
(416,216)*** 
488,193 
855,517 
1,220,041 
2,315,110 
3,711,820 
3,138,989 


1952 


Scrappage, 1925 through 1952 
Average scrappage per year 


dealers and merchants 


Rep. Bernard Swanson jr., 
said the bill 


Wayne Republican, 


resulted from a factional fight and 
would harm retailers and result in 
price fixing. 


for 
benefit of finance companies.” 


the 


Fort 


% to Cars 


in Use 
4.76 
9.51 
10.97 
9.07 
8.65 


12.89 
12.89 
14.32 
10.08 

2.23 


6.61 
6.60 
7.89 
11.31 
5.26 


7.41 
6.63 
22.06 


1.67 
2.69 
3.45 
5.87 


41 


% to New 


ars Sold 
28.04 
$35.72 
81.14 
59.75 
50.37 


109.70 
145.10 
257.99 
130.25 

24.51 


53.02 
46.21 
57.40 
146.30 
51.03 


58.92 
51.47 


15.36 
24.51 
25.22 
36.59 
73.34 
75.49 


788,260 


49,214,431 


1 


757 623 


"Survivors,"' (Col. 7), for 1946 includes 


—Compiled by R. L. Polk & Co. 


Marlett, 





Harmon Sold to Marlett 

Harmon Motor Co., Larned, Kans., 
has been sold to L. E. Marlett by 
Kenneth Harmon. 
also is owner of Pawnee Poultry 
& Egg Co., will operate the auto 


who 


business as Pawnee Motor Co. 





Institutions to regulate the sale | 
of retail installment sales contracts | 
was rejected last week by the lower | 
branch of the Legislature. 

Listed as House Bill No. 430, the 
proposed legislation was intended | 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, S. PRODUCTION ONLY) 


to circumvent an Indiana Supreme | 


Court decision which last year 
ruled unconstitutional a State law 
authorizing regulation of the 
amount of “rebates” a _ finance 
company may pay a retailer for 
directing installment sales 
tracts its way. 

Rep. John R. Feighner, Marion 
Republican, said the bill would 
“protect” about 350 small finance 
companies against the larger 


companies and would prevent | 


monopoly. 
In opposing the measure, how- 
ever, Rep. Joseph Klein, Gary 
Democrat, asserted it would “main- 
tain a_ fierce 


Automobile Scrappage Table — Trucks 


Trucks in Use 
End of 
Year 
1924 
1925 
1926 
1927 
1928 


Year 
1925 
1926 
1927 
1928 
1929 


Number 
2,126,216 
2,332,585 
2,671,061 
2,804,196 
2,990,927 
1929 3,302,761 
3,416,962 
3,318,782 
3,070,076 
2,962,614 


1930 
1931 
1932 
1933 
1934 


3,274,994 
3,535,661 
3,887,393 
4,150,072 
4,038,207 


1935 
1936 
1937 
1938 
1939 


1940 
1941 
1942-3-4 
1945-6 
1947 
1948 
1949 
1950 
1951 
1952 


4,318,706 
4,539,969 
4,838,378 
4,506,189 
5,462,973 
6,378,433 
7,105,740 
7,583,663 
8,198,529 
8,552,758 


Trucks in use, December 31, 1924 
New Trucks sold, 1925 through 1952 
TOTAL in use, barring scrappage .... 


New Trucks Sold 


Number 
333,150 
387,341 
327,965 
341,123 
527,057 


410,699 
313,884 
180,332 
245,869 
403,886 


510,683 
611,644 
618,249 
365,349 
486,748 


576,327 
640,697 
350,797 
1,348,789 
954,217 
1,035,174 
961,961 
1,142,307 
1,003,850 
812,099 


Total Trucks Surviving 
Barring End of 
Scrappage Year 
2,459,366 1925 
2,719,926 1926 
2,999,026 1927 
3,145,319 1928 
3,517,984 1929 


3,713,460 
3,730,846 
3,499,114 
3,315,945 
3,366,500 


1930 
1931 
1932 
1933 
1934 


3,785,677 
4,147,305 
4,505,642 
4,515,421 
4,524,955 


1935 
1936 
1937 
1938 
1939 


1940 
1941 
1944 
1946 
1947 
1948 
1949 
1950 


4,895,033 
5,180,666 
5,189,175 
5,854,978 
6,417,190 
7,413,607 
8,067,701 
8,725,970 
9,202,379 1951 
9,364,857 1952 


28-YEAR SUMMARY 
2,126,216 


17,016,413 


Number 
2,332,585 
2,671,061 
2,804,196 
2,990,927 
3,302,761 


3,416,962 
3,318,782 
3,070,076 
2,962,614 
3,274,994 


3,535,661 
3,887,393 
4,150,072 
4,038,207 
4,318,706 


4,539,969 
4,838,378 
4,506,189 
5,462,973 
6,378 433 
7,105,740 
7,583,663 
8,198,529 
8,552,758 
8,833,022 


Surviving as of December 21, 
Scrappage, 1925 through 1952 
Average scrappage per year 


Scrap- 

page % 

to Trucks 
in Use 
5.44 
1.83 
6.95 
5.16 
6.52 


Scrappage 

% to New 

Trucks Sold 
38.05 
12.62 
59.41 
45.26 
40.84 


Trucks Failing 

to Reregister 

or Scrappage 
126,781 
48,865 
194,830 
154,392 
215,223 


8.68 
12.41 
13.98 
11.89 

2.79 


72.19 
131.28 
237.91 
143.71 

22.66 


296,498 
412,064 
429,038 
353,331 

91,506 


7.07 
6.68 
8.57 
11.82 


48.96 
42.49 
57.51 
130.62 
42.37 


250,016 
259,912 
355,570 
477,214 
206,249 


61.61 
53.42 


355,064 
342,288 
682,986 
392,005 

38,757 
307,867 
484,038 
527,441 
649,621 
531,835 


1952 8,833,022 
8,183,391 
292,264 


—Compiled by R. L. Polk & Co. 





con- | 





monopoly against CROSLEY _. 


| 


























Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
March 7, Week, Feb. 28, Feb., March 8, March 7, 
1953 1952* 1953* 1953* 1952* 1953* 
| CHRYSLER dabei 27,986 18,061 28,590 110,324 170,949 245,893 
Chrysler 4,098 2,499 4,331 16,624 23,854 37,406 
DeSoto 2,928 1,979 3,059 10,761 18,067 23,481 
RI sic davestsesbcsassicsiied 7,774 4,514 7,939 30,325 47,186 69,362 
ME, oso cats eccncs 13,186 9,069 13,261 52,614 81,842 115,644 
POR ............ .. 26,110 21,474 24,407 95,521 120,388 225,066 
Ford armmetioes . 20,177 =16,612 18,810 76,097 92,709 175,324 
0 ee 840 157 427 801 4,179 5,524 
Mercury — 5,093 4,105 5,170 18,623 23,500 44,218 
GENERAL MOTORS . . 56,7 14 31,748 61,077 222,682 310,911 486,208 
EAS ARES 10,594 5,645 10,770 39,757 56,141 88,542 
ID = ccnsavensexiacatsecs . 2,998 1,727 2,987 9,939 14,735 22,248 
Chevrolet ...................... 28,122 15,533 31,794 114,574 153,345 244,035 
Oldsmobile .................... 6,974 3,920 7,282 27,045 30,376 61,311 
Pontiac ........ 8,026 4,923 8,244 31,367 47,314 70,072 
KAISER-FRAZER | 1,302 1,170 1,345 4,057 10,549 8,398 
Rsacancioe 5 aaa — se - ‘i oe gas 
| HUDSON ee 1,630 2,039 8,499 15,459 16,929 
NASH ......... 4,933 2,740 4,770 18,630 13,580 39,364 
PACKARD Recteekataos 2,724 1,429 2,732 10,053 10,879 23,661 
| STUDEBAKER. .......... 4,040 3,360 2,962 10,923 36,976 20,403 
| WILLYS-OVERLAND 1,549 1,251 954 4,401 8,541 11,901 
Total Cars, U. S. .... 12%, 480 82,916 128,876 485,090 698,777 1,078,323 
*Revised. _—~ ie ; 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
March 7, Week, Feb. 28, Feb., March 8, March 7, 
1953 1952* 1953* 1953* 1952* 1953* 
CHEVROLET 8,698 5,950 9,964 36,568 59,181 80,620 
CROSLEY .......... skieanes 19 < a 75 sintous te 
DIAMOND T ............. 199 142 194 752 1,482 1,646 
DIVCO 60 138 60 240 696 551 
DODGE F 2,772 3,255 2,868 10,992 31,480 24,729 
FEDERAL ..... 40 48 30 112 388 241 
FORD 6,826 4,462 5,203 8,400 39,428 34,022 
Se 2,790 2,298 2,943 11,868 21,128 26,911 
INTERNATIONAL 3,057 3,396 3,064 11,656 33,657 25,676 
MACK 302 265 377 1,093 2,400 2,456 
I 2 ice ss senna 374 360 372 1,420 3,472 3,311 
STUDEBAKER 1,475 1,330 1,465 5,873 12,144 13,623 
MPM noesccccoaess... 310 294 308 1,199 2,846 2,674 
WILLYS-OVERLAND. 2,144 2,192 1,593 8,934 20,244 22,104 
MISCELLANEOUS 328 301 342 1,368 3,018 3,096 
Total Trucks, U. S. .. 29,375 24,390 28,783 100,475 231,639 241,660 
Total Cars, Trucks 
U.S eee 156,855 107,306 157,659 585,565 930,416 1,319,983 
Total Cars, Trucks 
IN i sincacisccthaainsces 9,732 6,922 9,881 38,581 54,666 84,955 





Grand Total 
Cars and Trucks 
U. S. and Canada 


senna 166,587 114,228 167,540 624,146 985,082 1,404,933 


*Revised. Miscellanceus » Seats Autocar, Corbitt, Marmon H., Brockway, Four-Whel 


Sterling, Nash, ete. 


Brive, 
N.B.: "aD U. & totals inctude care and trucks for military orders, 
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Attendance Figures Due to Spiral . . . 





Top-Drawer Shows Opening 


By Sam Sampson 
Staff Writer 

1 attendance figures which 
have been chalked up for dealer 
auto shows so far this year may 
well be doubled during March as 
the show season gets into full 
swing. Several large shows were | 
opened last week, and others will | 

be launched a week later. 

At the Hunt Armory in Pitts- 
burgh, where the auto market 
has been slow ever since the steel 
strike period last year, the 
Pittsburgh Auto Dealers Assn. 
brought out its brightest bunting 
and opened the Pittsburgh Auto 
Show last week (March 7-14). 
On the west coast, the Seattle 

Automobile Dealers Assn, launched | 
a combined showing of 1953 models 
there last week at the Seattle 
Armory (March 7-15). 


* * * 


UMPING from a 133,000 attend- 

ance in 1952 to 166,623 this year, 
the National Capital Auto Show 
smashed all records. 

Dealers and other exhibitors said 
that “sales were good and prospects 
plenty.” 

The nine-day event this year 
included an extra holiday—George 
Washington’s birthday — during 
its run, and good weather pre- 
vailed throughout, 

Meantime, Hilary T. Martin, 
chairman of the San Francisco 
Auto Show committee, predicted 

that “the 1953 San Francisco show 
will be the greatest auto extrava- 
ganza the west has ever seen!” 

The show is scheduled for March 
21-29 at the Civic Auditorium. 

Highlighting the display of latest 
= . * 





Kansas Show Spoflights '500’ Pace 


| Oakland show, 


; American auto models—plus many 
foreign makes—will be an _ hour- 
long program of entertainment 


twice daily, headlined by movie, 
radio and stage star Phil Harris, 
according to Martin. 

And this week, two of the largest 
auto shows of the year get under 
way at Chicago (March 14-22) and 
Oakland, Calif. (March 12-19). The 
moreover, shortly 
precedes the San Francisco show, 


| scheduled to open the following 


week (March 21-29) under the 
sponsorship of the Motor Car 
Dealers Assn. of San Francisco. 

* * * 


f pey shows on the agenda in- 
clude Rochester, N. Y. (March 
14-21), and at Plymouth, Ind. 
(March 13-15) where the Marshall 
County dealers will show ’53 models 
at the Centennial Auditorium. 

A final report from the Bur- 
lingame-San Mateo auto show in 
California said that 31,000 
persons attended during’ the 
three-day run (Feb. 20-22). 

Dealers said that they recorded 
many orders at the show, where 
more than 100 cars were shown by 
15 dealers. Results of the show, 
attendance-wise, exceeded the ex- 


pectations of the dealers, it is 
reported. 

The Mills Brothers appeared 
twice daily, and drew _ record 


crowds for each performance. The 
association has already started 
plans for an even bigger show next 
year. 

Dealers at Berlin, N. H., spon- 
sors of a show there recently, 


advertised the event by paying em- 


ployes with silver dollars during 
* ~ * 





a 


Car— 


The 36th annual automobile show in Kansas City's Municipal Auditorium featured 
the 1953 Ford Sunliner which will pace the annual 500-mile race at Indianapolis 
May 30. Nineteen makes of cars were represented. On exhibit, in addition to cars, 
were an F-86E Sabre jet fighter plane (background); an 1830 Conestoga wagon; the 
personal carriage of President Lincoln, and a 1902 electric horseless carriage. 


te. 





impresarios of 45th Chicago Show— 


Called the “supreme court" of the 45th annual Chicago Automobile Show, these 
nine men comprise the executive show committee and the show manager for the nine- 
day event in the International Amphitheater. In front (from left) are James F. Goodwin, 
president of the sponsoring organization, the Chicago Automobile Trade Assn.; Frank 
H. Yarnall, chairman of the show committee; Edward L. Cleary, show manager and 
general manager of CATA, and Jerry H. Cizek, association treasurer. Standing are 
‘A. F. McCarty, CATA secretary; George Miller; Edward L. Schneider; Charles Hermanek, 

nd James F. McManus jr., who was committee chairman for the 1950 and 1951 shows. 
8y proclamation of Mayor Martin H. Kennelly, the March 14-22 show period has been 


designated as ‘Traffic Safety Week." 











show week. The spread of the 
cartwheels through the city gave 
other merchants and the _ public 
some indication of what part of 
money turnover in the area is 
concerned with the auto dealers. 
* * * 

N INDICATION of the interest 
in the Chicago Auto Show ap- 
peared last week in AUTOMOTIVE 
News when it was reported that all 
space in the 152,000 square-foot 
International Amphitheater 
been sold out. 

“Motorama,” General Motors 
experimental car show, will 
make its only appearance at a 
dealer show in Chicago, accord- 
ing to the Motorama program. 
Mayor Kennelly has set aside 
show week as “Traffic Safety Week 
in Chicago” and the winning 
slogans from a public and parochi- 
al school student contest will be 
displayed at the show. This 
program is to be sponsored by the 
Mayor’s Safety Information Com- 
mittee. 

Community newspapers in the 
Chicago and suburban areas have 
completed beauty contests to 
choose 20 queens who will be pre- 
sented in the “Stars of Motordom” 
stage show. The show will be 
presented twice daily. 

* * O* 

DAY earlier at Oakland, Calif., 
+. the Eastbay Motor Car Dealers 
Assn. will open a show at the Oak- 
land Auditorium with an entertain- 
ment cast including Bob Hope, Kay 
Starr, Tony Martin, Frances Lang- 
ford and the Will Mastin Trio 
alternating in the 10-day show. 

Chrysler engineers and _ tech- 
nicians will be on hand to show 
the Chrysler Phaeton, which will 
occupy the center of the Chrysler 
exhibit. 

Across the street from the Audi- 
torium, a three-day motor and 
truck show will be held in the 
Exposition Building. This special 
display will show custom - built 
automobiles, exhibits by oil compa- 
house 


4 


nies, trucking concerns, 

trailer builders and automotive 
manufacturers. 

Three new shows were an- 


nounced last week. The Quad City 
Auto Show has been scheduled for 
April 11-19 at the Rock Island 
Armory, Rock Island, Ill. Exhibits 
will be made by dealers from 
Davenport, Ia., and Rock Island, 
Moline and East Moline, Ill. 
Vernon B. Trevellyan is show man- 
ager. 

The Ogdensburg (N. Y.) Chamber 
of Commerce has announced it will 
sponsor an auto show during 
March. It will be the first since 
1939. 

Another Indiana show was an- 
nounced last week, at Columbia 
City, during March 27-29, at the 
4-H Community Center. 

x * * 


2 Areas Report Crowds 


At Dealer Open House 


DETROIT.—Open house activities 
at Butte, Mont., and Hartford, 
Conn., in which dealers opened 
showrooms and other facilities for 
public inspection on Washington’s 
Birthday, drew large crowds, it was 
reported. 

At Hartford, 31 dealers drew 71,- 
900 persons to showrooms, and sold 
258 new cars for immediate de- 
livery, and 219 used cars which 
were offered at specially reduced 
prices, it was said. Hundreds of 
orders for future delivery were 
taken. 

Major attraction of the event was 
a drawing for a 14-day airline trip 
to Scotland and northern Europe, 
which was won by a local man, 
Joseph F. Passaretti. The winning 
name was drawn at a_ special 
luncheon of the Hartford Automo- 
bile Dealers Assn, by Lt.-Gov. Ed- 
ward N. Allen. 

Dealers in Butte reported a sur- 
prising turnout for the open house, 
which was the first such attempt 
ever made in the area. A special 
section of the Montana Standard 
was published for the occasion and 
13 dealerships cooperated in the 
event. 

Butte dealers said they plan to 
try similar events in coming years. 





- which 





Plenty of View Through Glass Roof— 


Three separate pieces make up the rear bumpers on Ford Motor Co.'s XL-500. The 
had | main rear bumper protrudes from the body deck, with two other vertical bumpers 
integrated in each of the tail light assemblies. “Humped" rear fenders and an all- 
» | glass roof characterize the XL-500. 


* * * 


* * a 


Ford to Unveil Plastic Car 
To Chicago Audiences 


CHICAGO.—An experimental de- 
sign model, described as combining 
advance sports-car styling with 
practicability and custom dignity, 
will make its first public appear- 
ance Saturday (March 14) in the 
Lincoln-Mercury exhibit at the Chi- 
cago Automobile Show. 

Developed by Ford Motor Co. en- 
gineers, the car has been dubbed 
the “XL-500.” 

Externally, the car is distin- 
guished by its scarlet fiber-glass 
body and an all-glass roof. Less 
than 57 inches high, it has 
“humped” rear fenders which, the 
company says, allow more space 
for the wheels and permit the 
frame to ride closer to the road. 

An unusual front-end appearance 

has resulted from the separation of 
the front grille and bumper into 
two separate units and by the use 
of a functional air scoop on the 
hood. The main rear bumper pro- 
trudes from the body deck, with 
separate vertical bumpers _inte- 
grated in each of the tail light 
assemblies. 

Narrow posts support the glass 
upper portion of the body. The 
glass is tinted, glare-proof and 
heat-resistant, Ford says. 

Designed to accommodate four 
adult passengers, the interior of the 
XL-500 is said to feature advanced 
engineering and styling devices, set 
off by white and red leather up- 
holstery. 

Centered in the hub of the 
steering wheel are pushbuttons 
operate the automatic 
transmission, eliminating the con- 
ventional gear-shift lever. The 
horn ring has been removed from 
the steering wheel and relocated 
as a foot treadle on the floor- 
board. 

Safety and engine warning lights 
are grouped in a unit located in 
the windshield header bar in front 
of the driver. This location, the 
company says, shortens the eye 
travel from the road to the panel 
and insures prompt warning of 
such things as low oil pressure, 
battery difficulty, or water tempera- 
ture. 

Other experimental items have 
been centered in the main instru- 
ment panel and in the control 
pedestal, which is located between 
the two-sectional front seat. Throt- 
tle-type controls for air condition- 
ing, lights, windshield wipers and 
radio are grouped on the aircraft- 
type pedestal, as are toggle 
switches to operate a_ telephone, 
dictaphone, automatic car jacks, air 
conditioning, automatic hood and 
deck controls and other mechanical 
devices. 

The main instrument panel con- 
tains a speedometer indicator show- 
ing speeds to 150 miles per hour 
and a stylized tachometer to show 
revolutions per minute, in addition 
to a compass, a “magic eye” fuel 
gauge and an electrically operated 
calenometer. 

When the car’s phone is picked 
up, the antenna at the top of the 
windshield is automatically ener- 
gized and swings from a hori- 
zontal position into an upright 
vertical stance. 

The pedestal itself terminates in 
the rear passenger compartment 


and contains the rear seat heater. 
Two air-conditioned fans and a 
radio speaker are located at the 
back of the rear seat, and there 
is a full-width defroster. 


Present-day features of produc- 
tion models have been incorporated 
in the XL-500, such as Lincoln’s 
new powered four-way front seat, 
power brakes and power steering. 
The engine, Ford says, would be a 
more powerful version of Lincoln’s 
205-horsepower V-8. 


The car has a 123-inch wheel- 
base, and overall length is 216% 
inches. 


GM Sets Ad Drive 
On Steering Unit 


SAGINAW, Mich.—D. P. Brother 
& Co. has been appointed to handle 
the power-steering advertising 
campaign of the 
Saginaw Steering 
Gear division of 
General Motors, 
it was announced 
last week by W. 
H. Doerfner, di- 
vision general 
manager. Sagi- 
naw will promote 
the use of its 
power steering as 
a safety factor on 
all makes of cars, 





Wm, H. Doerfner 
Doerfner said. Six cars now offer 


the device as an _ optional 
standard feature. 

Creative work for the account is 
under the direction of Clarence 
Hatch jr., executive vice-president 
of the advertising firm, and Sher- 
burne C, Brown is account execu- 
tive for the agency. 


Teal Bros. Loses 20 Cars 
In $500,000 Fire 


Twenty cars were destroyed in a 
fire which started in a furniture 
store adjacent to Teal Bros., Inc. 
(Hudson), of Detroit. 


Of the 35 new cars in the build- 
ing, Bernard J. Teal, secretary- 
treasurer, and an employe, Patrick 
Zoccano, were able to drive only 15 
to safety. 


Flying bricks from a_ toppling 
wall also damaged 10 cars in the 
lot of Snethkamp Auto Sales across 
the street. 


Total damage of the fire was 
estimated at $500,000. 


or 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 









Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
Do you call 


on AUTOMOTIVE 
DEALERS? 


Here's your opportunity to carry an excel- 
lent associated line of automotive mats 
and bulk carpeting materials. Good com- 
mission rates; protected territories open; 
inquiries invited from aggressive salesmen. 


AUTOMOTIVE 


MAT AND CARPET SUPPLY, INC. 
Box 1414, Indianapolis 6, indiana 
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Sunday Closings 
Pushed by New 
Coast U.C. Group 


LOS ANGELES.—Statewide Sun- 
day closings for used-car lots, en- 
forced by legislation or self-im- 
posed regulation, is one of the 
goals of the new California Wes- 
tern Used Car Dealers, Inc. 


At the initial meeting of the 
group, some 400 of an estimated 500 
southern California 
signed up as members. There are 
now 2,500 members out of 5,000 
operators in the state. 


“Success of the movement to 
effect improvements in our _ in- 
dustry by the adoption of a code 
of ethics and other intra-industry 
regulation is now assured,” said 
Frank Turnbull, president and 
chairman of the first gathering, 
who also is president of the San 
Fernando Valley Automobile Assn. 


Regarding closing of lots nights, 
Sundays and holidays, it was 
stated that this system has been in 
effect in the northern Bay area for 
12 years without adversely affect- 
ing business. 


Officers of the association include 
Jess Barnett, of Fresno, and E. J. 
Mayer, of San Jose, vice-presidents, 
Clarence Potts, of San Diego, 
secretary; Lee Wilcox, treasurer; 
Herb McCarthy, motor vehicle ad- 
visor, and E. Vayne Miller, legal 
advisor, all of Sacramento, and 
Charles O. Miller, of Los Angeles, 
assistant treasurer. 


The board of directors includes 
Art Morgan, and Claude Bowling, 
Long Beach; T. A. Gillum, Bakers- 
field; Neal McNeil and Ed Shapiro, 
San Francisco; Robert Boyette, 
San Leandro; Nickolas N. Sham- 
mas, Studio City; Herman Boldetti 
and Robert Jones, Los Angeles; 
Robert Meyers, Richmond; Ken 
Sutton and Al Nahas, Sacramento; 
Joe Kerley, San Jose; Walter Wil- 
ner and J. H. Frank, Oakland; 
Carl Whittenton jr., San Diego; 
Roy Dupuy, Fresno; William 


operators) 


| 





Steitz jr., Fresno, and R. H. et 


kin, Marysville. 

Honorary’ directors 
Weber, Modesto; 
Chico; 
Walter Wellman, Los Angeles, and 
Frank Sander, Tulare. 


are 


Classified Want Ads 


Kindly Acknowledge 





ret a 


department enjoy 


AUTOMOTIVE NEWS 





HELP WANTED 


USED CAR MANAGER. Young aggressive 
person with knowledge of the value of 
used cars and ability to handle sales per- 





sonnel and who wishes to advance to 
sales manager or manager for large 
“Big 3’’ volume operation with dealer- 


ships located in southeastern part of the 
United States. Box 2282, c/o Automotive 
News, Detroit 26. avs 
WANTED. Service manager for large 
Chevrolet dealer in Brooklyn, N. Y. Ideal 
working conditions. Excellent salary plus 


commission on customer labor. Write 
Box 2331, c/o Automotive News, De- 
troit 26. 





















MANAGER 
$20,000 to $25,000 
PER YEAR 


Must be young aggressive 
ability to spark a complete 
tion. experience 
manager with knowledge of used cars 
necessary. Prefer applicants under 40 
years of age. Large volume operation, 
one of the “Big 3", dealerships lo- 
cated in part of the 
United States. Applications held confi- 
dential. Please attach complete resume 
with photo. 































and with 
organiza- 
sales 


Previous as 


southeastern 


Box 2286 
c/o Automotive News 
Detroit 26 





Bob Jaffee, Long Beach; | 
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Jack Duffy,| 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS (20c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name CLT. | 


address at regular rates, but if signed ‘Box No. ........, 


in care of Automotive News, Detroit 26, Mich." add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


SALESMEN WANTED 


Young men with ambition and 
ability to sell automobiles in 
large “Big 3°' volume opera- 
tion. Can advance to sales 
and manager. Our 
wash-out plan can earn from 
$1,000 to $2,000 per month 
if willing to work. Dealerships 
located in the southeastern part 
of the United States. 


Box 2285 


manager 


c/o Automotive News 


Detroit 26 





SALESMEN and WAGON JOBBERS, sell- 
ing to alignment shops, increase your 
income selling only patented idler arm 
adjusting 1949-1953 Chevrolets on market 


today. Very liberal commission direct 
from manufacturer. Write or call. B. & 
H. Parts Co., Baltimore 4976, 410 Tru- 


man Rd., Kansas City, Mo. 


SALESMAN WANTED. 
mobile salesman by 
rect: dealer located 


Experienced auto- 
Dodge-Plymouth di- 
in midwest city of 
60,000 population business established 
1914. This is a wonderful opportunity 
for an honest, ambitious, energetic man 

compensation open. Please send resume 
and photo. Box 2329, c/o Automotive 
News, Detroit 26 


SALES MANAGER 
$12,000 to $15,000 
Per Year 


Experience as used car man- 
ager and desire to become 
manager. Large ‘Big 3"’ vol- 
ume operation with dealership 
located in southeastern part of 
the United States. Please at- 
tach complete resume with 
photo. 


Applicants under 40 preferred. 


Box 2287 
c/o Automotive News 
Detroit 26 





WANTED 
dealership 
tablished 


Service manager for 
in Washington State, 
thirty years, labor 
$30,000 per month. Salary 
Give age, experience, 
particulars Box 2347, 
News, Detroit 26. 


Ford 
es- 
potential 
and bonus. 
education, full 
c/o Automotive 


WANTED Service manager, 
distributorship since 1934. Liberal salary 
plus bonus. Must be qualified and ex- 
perienced. Dixie McKinley Cadillac, 432 
E. Vine St., Lexington, Ky. 


TOP NOTCH CONTROLLER for large 
‘‘Big 3’’ volume automobile with opera- 
tions located in the southeastern part of 
the United States. Can earn from §$10,- 
000 to $12,000 per year. CPA preferred. 


Cadillac 








Box 2281, c/o Automotive News, De- 
troit 26. 
SERVICE MANAGER, Ford _ experience 
preferred, able to handle complete serv- 


ice department. Car contract—175 units. 
Suffolk County, L. I., N. ¥. Box 2330, 
c/o Automotive News Detroit 26. 


POSITION WANTED 


} hi 





SALES MANAGER—new and used cars. 


Eighteen years’ automobile experience, 


all phases. Ten years’ automobile 
salesman, eight years sales manager. 
Age 43, married, good appearance, ex- 


cellent health. Prefer connection with 
dealership handling one of ‘‘Big Three’’, 
would consider others. Very best of 
references. Location desired vicinity 
Boston, Mass. Write Post Office Box 81, 


Newtonville, Mass. 





|GENERAL SALES MANAGER. Twenty- 





five years in top management in volume 
Ford retail sales in new and used cars. 
Last employer one of the three largest 
Ford dealers in Detroit and one of the 
eleven Ford “All American"”’ truck 
dealers in the country. Have planned 
and carried out successfully, in addition 


to management, many service and parts 
promotion and merchandising programs. 
Have an excellent record of profit, turn- 


| 





over of used cars and trucks, and all 
around knowledge of the retail volume | 
automobile business. Want to join a 
dealer who is wide awake and realizes 


that his dealership must be trained as 
a hard hitting team with definite proven 
policies, fast action to survive the coming 
production race. Ford or Chevrolet deal. 
Box 2351, c/o Automotive News, Detroit 
26. 


GENERAL MANAGER now operating 500 


car Ford dealership, who is thoroughly 
familiar with all phases of dealership 
operation, would be interested in a 


position as general manager with a Ford 
dealer who needs a man to run his 
business on a sound and proftable basis. 
My only reason for seeking another 
position is that my present employer is 
selling out. Excellent references 
furnished, including my present employer. 
Age 38, perfect health. Willing to talk 
reasonable proposition. Box 2352, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER on profit sharing 
basis only for dealer in lower Con- 
necticut, New York City area. Four 
years’ factory credit and dealer develop- 
ment department. Last six years general 
manager 450 car deal and then vice- 
president of 1400 car deal. Strong closer, 
can do own used car appraising and 
body estimating. Thirty-six years old, 
college education, familiar with foreign 
cars and their worth. Present employer 
knows of this ad. Now earning $17,000 
per year. Best of references. Box 2350 
c/o Automotive News, Detroit 26. 


EXPERIENCED USED CAR BUYER with 
New York City connections is desirous 
of connecting with reliable new or used 
car operation. Fifteen years’ experience 
buying better used cars for retail and 
wholesale. Box 2339, c/o Automotive 
News, Detroit 26. 


AUTO LEASING/AUTO SUPT. experience, 
as operating manager of buying, dis- 
posing, lease sales, servicing facilities, 
covering eight S. W. states. Broad public 
relations background with ‘‘Big 3” 
manufacturer, 5 years retail sales and 
sales manager. Age 34, own home, 
married, will travel, relocate but prefer 
S. W. Interest in opportunity and perma- 
nence, not salary. Consider auto supt. 
Present employer aware of ad. Full 
background on request. Box 2349, c/o 
Automotive News, Detroit 26. 


FORMER DEALER and general manager 








desires position as sales manager, gen- 
eral manager or will invest in one of 
‘Big 3°’ dealerships. Prefer southern 
Florida. Will consider other locations. 
Will relocate. Age 40. Eighteen years’ 
experience. Box 2300, c/o Automotive 
News. Detroit 26. 

USED CAR MANAGER for automobile 
manufacturer—regional to national level 


—or large dealership. Handled 300 units 
monthly. Successful in factory wholesale 
and retail. Thorough knowledge of re- 
conditioning. appraising, advertising 
reguiar 30 day turnover. Excellent 
morals, age 38, married, presently em- 
ployed. State top proposition first letter 
for personal interview. Box 2315, c/o 
Automotive News, Detroit 26. 


MOTOR TRUCK DISTRICT MANAGER, 
experienced in both gasoline and diesel 
motor trucks for major manufacturer. 
Outstanding record in sales both whole- 
sale and retail. Proven ability to train 
and supervise entire operation, including 
dealer organization. Young and aggres- 
sive. Will make change only if future 
possibilities are excellent. Will not con- 
sider retail sales or anything under an 
assured $10,000 per year. Box 2348, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER. Thoroughly sea- 
soned man of middle age available to 
handle dealership in all its phases. Auto- 
mobile experience is complete in every 
department—both wholesale and retail. 
Would prefer state of Florida. If you 
want to let down, I can do the job. Box 
2291, c/o Automotive News, Detroit 26. 


YOUNG MARRIED MAN, 
experience in dealership 
management. Also 2 years’ experience 
with car rental and lease. Prefer re- 
locating to Florida or southwest. Would 
be willing to invest capital or buy rental 
operation. Reply Box 2313, c/o Auto- 
motive News, Detroit 26. 


TRUCK SALESMAN, 43 years of age. 
married, with 17 years successful truck 
selling background as_ salesmanager. 
wholesale man and retail sales. Fully 
acquainted with dealer operations. Prefer 
heavy duty line gas or diesel. Will 
travel or move to any location where 
I can make $10,000 a year. Write M. 
G. Dermody, 1820 Nassau Blvd., Char- 
lotte, N. C. 


SERVICE MANAGER, 39 years of age, 
college graduate, iong auto experience 
with the last seven years managing ‘‘Big 
Three’ agency. Wishes to locate in 
Florida, preferably lower half of state. 
Can handle efficiently any size deal. Box 
2337, c/o Automotive News, Detroit 26. 


GENERAL MANAGER, experienced all 


eight years’ 
sales and 


phases, 37, now managing small ‘big 
three’. Prefer upper New York, will 
consider other. Box 2320, c/o Auto- 
motive News, Detroit 26. 


cated ee eee 








POSITION WANTED 
POSITION WANTED Wholesale repre- 
sentative factory zone or region. Familiar 
with management, district sales, parts 
and accessories or service. Twenty years’ 
automotive wholesale and retail experi- 
ense. Age 41. Now residing and prefer 
Pacific northwest. Box 2341, c/o Auto- 
motive News, Detroit 26. 








SALES MANAGER for either new or used 
car departments or both. Fifteen years’ 
experience in this direction, along with 
extensive buying and selling of used cars 
for wholesale and retail. Excellent back- 
ground and the very best of references. 
New York City resident, willing to locate 





elsewhere. Box 2338 c/o Automotive 
News, Detroit 26. 

POSITION WANTED. General or sales 
manager—in New York city or New 
Jersey. Proven ability, familiar with all 
phases of dealer operation. Have set 


knowledge of Hull Dobbs 
and other sales plans, Experienced in 
multiple car and truck operation. Box 
2316, c/o Automotive News, Detroit 26. 


GENERAL MANAGER or sales manager. 


sales records, 


Well qualified young man with ten 
years’ experience as business manager, 
sales manager and general manager in 


Chevrolet-Buick dealerships desires con- 
nection with GM _ dealer in western 


states. Write Box 2311, c/o Automotive 
News, Detroit 26. es ee 
PARTS AND ACCESSORIES regional 


sales manager, twenty years’ automotive 


wholesale and retail background. 

enced in annual million dollar volume. 
Have traveled six western and_ inter- 
mountain states. Proven ability. Age 41. 
Box 2340, c/o Automotive News, De- 
troit 26. 


CONTROLLER - BUSINESS MANAGER. 
Thoroughly familiar with General Motors 
and Ford systems, 1,200-1,500 cars. Fac- 
tory and dealer experience in installation, 
budgets, forecasts, statement and opera- 
tion analysis, etc. Age 37 years. Pres- 
ently general manager of 300-car inde- 
pendent. Box 2334, c/o Automotive News, 
Detroit 26. a 

YOUNG MAN, age 36, with five years’ 
experience as assistant parts manager in 
Chrysler - Plymouth dealership. Also 
three years’ experience as MoPar parts 
and accessory salesman, wholesale. Would 
prefer Florida or Georgia, but will con- 
sider anything if the offer is attractive. 
Best of references. Box 2335, c/o Auto- 
motive News, Detroit 26. 


BUSINESS MANAGER—4dqualified for large 
dealership as assistant general manager. 
GM business manager and diversified 
dealer experience with GM and Ford. 
Salary and bonus must be substantial. 
Can assume full responsibility of financial 
and accounting activities. Box 2336, c/o 
Automotive News, Detroit 26. 


FORD PARTS MANAGER with large vol- 
ume experience, now employed, wants to 
locate in southern California. References 
furnished upon request. Box 2332, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER — Chevrolet, in 
southeast or southwest. Fully qualified. 
Contract basis only. Box 2333, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
AGENCY AVAILABLE, handling Dodge- 
Plymouth, Santa Fe, New Mexico. 150 
to 175 car franchise in 125,000 to 150,000 
population area including defense plant. 
New, modern building, consisting of 
showroom, parts department, offices and 
13,000 square feet of service and body 
department. Under lease at approxi- 
mately one percent of gross. Take $40,- 
000 to $50,000 and qualifying experience 
to qualify with factory. Contact Louis 
Stiner, 315 Montezuma Ave., Santa Fe, 
New Mexico. Phone 3-4318. 

AGENCY, handling one of ‘‘Big Three’’ in 
St. Louis metropolitan area. Facilities 
are completely modern including large 
used car lot. No real estate to buy, lease 
can be arranged. Parts inventory and 
machinery can be bought at cost. We 
are making larger deal and are com- 
pelled to sell this location. All replies 
confidential, Box 2354, c/o Automotive 
News, Detroit 26. eas 

DEALERSHIP AVAILABLE, handling 
Dodge-Plymouth — 375 units. A_ fine 
business in southern Minnesota, single 
dealer city. No real estate to buy. Parts 
at inventory, equipment at appraised 
value today, Might consider selling half 
interest or more to qualified manager. 
Write Box 2325, c/o Automotive News, 
Detroit 26. 

GARAGE, handling Studebaker, located in 
beautiful Wisconsin in the flourishing Fox 
River Valley. Average net income dur- 
ing the past eight years about $14,000. 
Buy only parts and equipment building 
if desired. Write Box 2345, c/o Automo- 
tive News, Detroit 26. 

HANDLING THREE GM lines in middle- 
west college town. New building, attrac- 

















tive lot. Under $20,000. Sell or lease 

building. Box 2346, c/o Automotive 

News, Detroit 26. 

WHEN BUYING or SELLING 
an 


AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich. 





Experi- | —— 











DEALERSHIPS AVAILABLE 


ESTABLISHED OPERATING DEALER 
SHIP, handling Chrysler-Plymouth 
Growing west Texas oil town—-Monahans 
Texas. Sales potential 100 cars. Will sel 
or lease building and lots. No blue sky 
Absentee management reaswun for selling 
Can be handled for nominal amount 





o 


money. Sullivan Motor Co., Box 1130 
Pecos, Texas. 

DEALERSHIP, handling Ford. 25,uu( 
population. Excellent trade area. Upper 
midwest on two main U. S. highways 
New, modern buildings; 300-500 units 
Sell at inventory. Excellent equipment 


Lease or sell real estate. Write Box 2319 
c/o Automotive News, Detroit 26 


THRIVING BUSINESS in Florida’s fastest 








growing sector, handling Dodge am 
Plymouth; 150-unit potential. Partner 
illness forcing sale. Parts, equipmen: 


and fixtures—$25,000. Lease or buy prop 
erty optional. Box 2344, c/o Automotive 
News, Detroit 26. 


HANDLING DODGE-PLYMOUTH, 500 car 
potential, in large Missouri city. In busi 
ness 30 years. Owner retiring account 
health. Will give lease on building with 
option to buy. Replies confidential. Box 
2295, c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth 
northeast Texas. Leased building. Used 
car lot. Inventory approximately $28,000 


Depreciation to be deducted. Details to 
qualified buyers. Box 2278, c/o Auto 
motive News, Detroit 26. 





AUTO AGENCIES 


Large, medium and small “Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y 
ULster 2-5600 





FLORIDA DEALERSHIP, now handling 
Studebaker. II] health reason for selling 
Sale subject to factory approval. $30,000 
for parts, equipment, inventory. Lease 
building. Terms can be arranged. Sun 
Motors, Inc., 301 Third St. S., St. Peters- 
burg, Fla. 


HANDLING CHEVROLET, ‘1,000 units. 
Very profitable. Excellent location. Sub- 
stantial investment. Maslen, Bar Build- 
ing, White Plains, N. Y. 


DEALERSHIP WANTED 


SOUTHWEST AREA—GM DEAL—100 to 
150 cars. Factory approval assured. 
Complete or partial buyout optional. Can 
be in your area during April-May. All 
replies strictly confidential and answers 
guaranteed. Imperative that I change 
climate. Let's talk it over. Box 2323, 
c/o Automotive News, Detroit 26. 


GM OR FORD DEAL—100 to 200 cars. 
Factory approval. Experienced operator 
with capital. Would consider trading 640 
acre first class farm on right deal. Box 
2353, c/o Automotive News, Detroit 26 











ATTENTION 
FORD or GM DEALERS 
who wish to sell. 


Have ample cash to buy and coe % 


proval assured. Want dealership wit 
or more units. No objection to location. 
Replies held in strict confidence. Box 2280, 


c/o Automotive News, Detroit 26. 





FORD—175-350 potential. South, midwest. 


west. Write or wire in strict confidence 
Apt. D, 1812 Argentia Drive, Dallas 
Texas. 


MERCURY — BUICK — 150-300 potential. 
Prefer lower half U. S. Strictly confiden- 
tial. Box 2342, c/o Automotive News, 
Detroit 26. 


CHEVROLET—NORTH JERSEY. Factory 
approval assured. Write full particulars 
Strictest confidence. Box 2343, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 











INVENTORY SERVICE 
Complete parts and accessories i 
for all dealers by qualified full 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 


1731 Candler Bidg. Atlanta 3, Ga. 
Alpine 1140 








INVENTORY SERVICE 
Large 3 
Inventories taken, price extended and sum 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by ali 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. 








INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details 


Automotive Inventory -seroten, Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 
BUSINESS OPPORTUNITIES 
GOOD USED CAR BUSINESS, northern 


Ohio, doing $210,000 in 1952. Inside 
showroom with 3,000 square feet of floor 





space. Five apartments attached and 
grocery store doing $25,000 business 
yearly. New steam furnace. Business 


and buildings for sale for $55,000. Eari 
H. Sayre, Amsden, Ohio. 
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BUSINESS OPPORTUNITIES 


CARS 


AUTOMOTIVE NEWS, MARCH = 1953 — 


FOR SALE 


CARS WANTED 





ANDLING DODGE-PLYMOUTH -— South 
central Texas town of 15,000. Ideally 
located on Main U. S. highway. Un- 
limited trade area. Approximately $30,- 
000 for actual inventory parts and 
equipment. No real estate to buy. Long 
term lease on modern building. Body 
shop and used car lot. Other business, 
reason for selling. Reply: Box 2306, c/o 
Automotive News, Detroit 26. 





PARTNER WANTED 


One with either sales, production or account- 
ing experience. To invest $50,000 and take 
active full time interest in automotive manu- 
facturing plant in southern seaboard city. 
Box 2356, c/o Automotive News, Detroit 26. 





Co ARS FOR SAL E 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 


AUTO AUCTION 
TIM ANSPACH 
"Midway", Sto 
Albany-Schenectady Joad 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 


BUY NOW AT LOW PRICES 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 


WE WHOLESALE 
Fine Selection of Used Cars 
Herb Kessler 


PHIL BLOOMGARDEN, INC. 
Authorized DeSoto-Plymouth Dealer 


9669 Grand River Detroit 4, Mich. 
Webster 3-7845 


WHEELING 
AUTO AUCTION 
Nation's Largest Nite-Sale 
Every Thursday—7 P. M. 

Rt. 45 Wheeling (Chicago), Ill. 





CASH FOR YOUR 


SHERWOOD 7-1700 | 


—AUTO— 
AUCTION 


—AT— 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


Jos. 


You will always find real action at 


both these auctions. 


E. Johnson 


Auctioneers 





R. D. WEST, PROP. 


Tex Rickard 


DEALERS 


INC. 


We Wholesale 
100 CARS TO CHOOSE FROM 


Write - Phone or Wire 
Victor Goldsmith 


KING FORD MOTORS, 


Authorized Ford Dealer 


1425 Bruckner Blvd. 


Bronx, New York 


Cypress 2-9400 
Tyrone 3-5050 





Priced Right! 
250 Clean Cars Ready To 
Put On Your Used Car 
Floor! 


1946-1952 Models— 
Mostly Pontiacs & Chevrolets! 


Bodies, Motors, Upholstery in Excellent 
Condition. Act now for best selection. 


Contact: 
RELIABLE MOTORS 


Pontiac 


619 N. Broad St., 





Philadelphia, Pa. 
STevenson 7-4400 


ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale—Tow Bar Service—Storage | 








| Phone us for motel reservations 


N. Northwest Chevrolet Co. | 


Woodward at |3 Mile 


GLENN WALRAVEN WANTS 
TO WHOLESALE 


Clean ‘46 


| 


| Phone 2-4135 





to ‘51 


Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 


Chevies, 
Fords and pickup trucks 


Glenn Walraven Hudson 
Marion, 


Ohio 


USED CARS 


Special prices on late model hardtops. 


Caddys, Olds, Pontiac. 
Write — Phone — Wire 


R. S. HENRY 


NEW BRIGHTON, PA. 





Plymouths, | 


Evenings 2-5708 | 


| your 30 day cars. 


| grilles, 








PORTLAND, OREGON 
| Dealer wants cars immediately. Will way one 
nloa 


No commercials. 
Phone or Write 


or 100 late models. 


Frank Livingston 
ANCHOR MOTORS 
1413 N. E. Sandy Bivd. Filmore 939! 
Reference—U, S. National Bank 








- PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 


ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 

CHICAGO 5, ILL. 
WaAbash 2-1030 


NASH PARTS 
Write - Wire - Phone 
COMPLETE INVENTORY 
FROM 1937 TO DATE 


Same day shipment 


DOWNTOWN NASH 


1200 W. Madison Street 
Chicago 7, Illinois 
Monroe 6-1370 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydre-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


Ace Automotive Products 


5416 N. Broadway Gitcege, 40, Wilinois 
Phone: Longbeach !-! 
Open Accounts to Rated Concerns 


FORDOMATIC & BODY PARTS 
Our Specialty 


WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES 


FORD DEALER SINCE 1923 
5050 Montgomery Road, Norwood, Ohio 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








SHOPPING SERVICE 
locate hard-to-get parts. (Fenders, 
doors, bumpers and etc.) for any 
make of car. Parts shipped and billed same 
day from authorized dealers. Fee 10% from 
invoice. No results, no charge. We also 


We 


| specialize in taking parts inventories, fast, 
accurate, reasonable. 

DISPATCHERS PARTS SERVICE 
5050 Joy Rd. Texas 4-7450 Detroit 4, Mich. 


————————— 


PARTS WANTED 


PARTS WANTED. Austin 48-51 motor, 
also wrecked MG, Austin, Morris, Hill- 
man, Jaguar for parts. Waco Motors, 
1779 W. Flagler St., Miami, Fla. 


TRUCKS FOR SALE 


ROAD SERVICE TRUCK—Brand new 1953 
Chevrolet %-ton chassis with every fa- 
cility for fast, efficient road _ service. 
String fellow ‘‘Mustang’’ crane with 
6,000 pound power winch. Self-contained 
air system with Westinghouse compres- 
sor, tank, hose and reel. Built-in bank 
of booster batteries, charged by engine 
H.D. generator, connect to jack-connec- 
tors each side of bodv; 35-foot cables 
reach any stalled car. Tool compart- 


ments, lights, push plate, everything. 
Write for photo. Chevrolet, 120 West- 
West Springfield, Mass. 


field St., 


BUSES WANTED 


WANTED — New school buses, Chevrolet, 
Ford, G.M.C. Internationals, 42 to 60 
passenger. Cash waiting. Box 2355, c/o 
Automotive News, Detroit 26. 





ee, 


BUSES FOR SALE 


DEALERS 


Do not lose out this year on 
valuable school bus sales. 


You can have a unit to fit 
your requirements anytime 
you wish. 


We stock school buses like a 
grocer stocks his shelves. 
We find that the dealers 
are happy with this arrange- 
ment. 


They can demonstrate the 
bus and also guarantee de- 
livery, both very important 
factors today. 


Transit Sales & 
Service, Inc. 


23 South Street Danbury, Conn. 
8-5645 
Ask for Frank T. Mee, Jr. 





NEW LINES AVAILABLE 





LICENSEE OF MARKET TESTED 
PAINT RESTORER 
SEEKS 
National sales organization to handle non- 
competitive product in auto supply or house- 
ware fields. AAA manufacturer with over 
70 years in paint business. Reply to Box 2327, 
c/o Automotive News, Detroit 26. 





SHOP EQUIPMENT FOR SALE 


WANT TO SELL a Bear aligning ma- 
chine. Fully equipped. Must sell to make 
room. Can be bought at a reasonable 
price. See Mr. Teal at 7641 Gratiot Ave., 
Detroit 13, Mich. 

FOR SALE. Wave Wash automatic car 
washer—half price. Used very little. 
Seybolt's, Bath, N. Y. Phone 76. 








QUICK 
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MISC EL LANEOUS 


CHANGE § dealers license plate 
Guaranteed. $1 per set of four 

postpaid. Jobbers wanted. C. Howard, 

1498 Overlook Drive, Akron 7, Ohio. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 


holders. 


Lynchburg, Virginia. 



















Improved 1953 


Wider Spreading Rear "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic Braking 


WITH BRAKE HOOK-UP 
LESS 
ONLY . . .$5145 sue 
Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP.......... 

Meets ALL 1.C.C. Requirements! 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 


TRI-KiNG 3-Point Hook-Up 


es Tow Bar $42.50 


Folding "VY" Type) 





—SPECIAL— 


Protecto Covers (Tailor Made).... $6.95 
Carrying Bags ................ $1.00 & $3.50 
SAFETY CHAINS, set of 2, only .... $2.50 


All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 


FOR SALE 


In Cleveland, Ohio, area call WINTON 1-7660. We offer 
for sale late model Plymouths, Fords and Chevrolets two 
and four door sedans. All cars in excellent mechanical 
condition and a large variety of colors for your selection. 


This group of cars, in custody of 
Mr. W. A. Wright, 

13315 Brookpark Road 
Cleveland 11, Ohio 


In Philadelphia, Pa., area call EVERGREEN 2-0400. A simi- 
lar group of aforementioned cars in custody of 
Mr. Arthur Schear 


4038 Chestnut Street 
Philadelphia 4, Pennsylvania 


All cars are beautifully displayed in heated buildings. 


Local and long distance shipping facilities 
available at both locations. 


Will sell you one car or all cars! 








New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [_] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ee 
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CT 


America’s best 


“Don't teach your kids to play,“ warns Jascha 
Heifetz (ignoring his own rule, above). ““Let some- 
one else do it. Don’t tell them practicing is fun— 
it isn’t!’’ World’s foremost violinist, a concert star 
at seven—who else could give such sound advice 
on How to Teach Your Kids to Like Music? 


Ce Sm BS 


As every salesman knows, the printed word is 
a real convincer. That goes for brochures—even 
more for ads in the Post. People knou they’ll get 
their money’s worth from Post-advertised prod- 
ucts. Such confidence is one reason why the Post 
carries the most automotive advertising. 


How do you like your fiction? Sophisticated? 
Read Marriage Is for Suckers. Adventurous? Try 
The Charge of the Reluctant Regiment. Romantic? 
Then there’s The Mechanic and the Lady. Or, if you 
have a yen for the outdoors, The Marooned Chil- 
dren. Everybody goes for Post stories. 


y, fo A, \. 
A uy with y \ 
(' Confidence ) \ 
. POST }) 
\ Recognized | 
v Value 4 | 
x ig Y More new car buyers come 
wt Ze back for servicing when they 
—— know you carry parts and 
accessories they see in the Post. (They’re fastest 
sellers, too.) Show customers these best buys— 


display the Post Recognized Value seal. 


Mee 


it will be our most-talked-about road. Half a 
billion bucks and 525 bridges are going into it. It’s 
the N. Y. State Thruway. David H. Beetle trav- 
eled all 430 miles of it to give you a close-up. And 
his story is as fascinating as it is accurate— 
typical Saturday Evening Post reporting. 


¢ Saturday Evening 


post Se 
the heart of America 


Surveys among readers of leading weekly maga- 
zines show that: Readers spend more time with the 
Post—and return to it more often. Readers believe 
that the Post is more reliable. Readers pay more 
attention to advertising in the Post and have mcre 
confidence in Post-advertised products, 
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